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The 9 in. by 9 in. ‘Padlock Town" (SM11) 


miniature showcase spotlights Slaymaker’'s 








Silver Sentinel line—four gleaming, rustproof 






alloy padlocks. They meet the demand for quality at low 






prices. Their sparkling finish is baked in by Perma-Baking. 






Together with Slaymaker’s sensationally successful 






Brass Beauties (SM7), they give you a padlock for prac- 






tically every customer who walks in your door. Here's 






the kind of rapid-turnover, nationally advertised 






merchandise to feature for ice-cream-and-cake profits! 






(Padlocks illustrated are actual size) 
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padlock prosperity to thousands 
of dealers. Check up on your 
showcase you. may need a 
fresh one 








THEN AS NOW... 

Pioneer ingenuity—freedom of enterprise made it possible for the blacksmith to take his 
rightful place in the growth of America as the first “TOOL MAKER”. 

NOW AS THEN, creative ability, plus the desire for better tools and equipment, has made 
America the tool maker of the world. 

Don't miss the NATIONAL HARDWARE SHOW, where you'll find the newest and best in both 
hand and power tools, plus everything you would expect in the modern American hardware 
store. It's the Show that sets the pace of the Hardware Industry, the Show where over 600 
manufacturers proudly display for your comparison the world’s best hardware products. 
BUYERS-—plan now to attend, fill out and mail the registration coupon. Your admission 
badge, which will admit you without further registration, will be mailed to you. 


OCTOBER 2-3-4-5-6-1950 - GRAND CENTRAL PALACE, NEW YORK CITY 
Registration Coupon 


Save time by registering NOW. Fill in and mail this registra 


tion coupon and your admission badge will be mailed to you. | NA | IONAL 


(PLEASE PRINT) 


Name Title 
re | HARDWARE 
Street 

City State. SHOW 


Type of Business 

















(Please check below the classification of your business) 


CZ Wholesaler CD Retailer (] Dept. Store Buyer 3 31 MAD ] S 0 N AVE. ’ N EW Y 0 R K 1 7, 
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a One of the very first things a kid buys 
“ for himself is a lock for his bike, his 
most precious possession. He wants 
Te to be sure it’s securely protected—so 
Kw he selects a ZIPLOCK, the snappy red 
ke his o bicycle lock that locks with a zip. 
a It’s a YALE lock and kids know 
made “ YALE stands for the best. 
n both pe: So now’s the time to go after those 
dware maar seasonal bicycle padlock sales. The 
or 600 | zip-up feature will add many impulse 
ts. - sales. Suggest zIPLOCKS for duffle 
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bags and camping equipment, too. 


CITY Ask your jobber about latest pro- 


motional material. 








~YALE~ 


She name Yate helfis make lhe sate 


THE YALE & TOWNE MANUFACTURING COMPANY 


STAMFORD, CONN. 
HARDWARE AGE, JUNE 29, 1950 3 











Hardware Age, published every other Thursday by Chilton Co. (Ine. do Chestnut and &6th Sts., Philadelphia 39, P Entered 
Post Office at PMiadelphia under the Act of March 5, 1879. (Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ cach. Yok 166. No 18. nt eee wae Seen oe eee 





wi 
KENNET 
GEORGE 


EUGENE 
KARL R 
GEORGE 
HARRY R. 


GEORGE 


Each Eagle padlock is a standout in its secu- 
rity class. With this complete line of keyed 
padlocks, you'll satisfy all your customers’ 


needs. Your wholesaler has them for you now. 


EAGLE LOCKS 
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' DOG RUNNER CHAIN 





KENNEL CHAIN 













-make good chain customers 


Dog chains are ‘in season” the year’round. Every owner of a dog is responsive to 
your suggestion that he buy a chain for it. ® Your AMERICAN CHAIN distributor offers 
you just about every kind of dog chain there is, made of good strong Tenso or Elwel 
twist link welded chain. ® Agood assortment ofdog chains, well displayed in your store, 


can be a good source of year-round profit. 





AMERICAN CHAIN DIVISION makes all types of electric welded 
and fire welded chain; all types of weldless chain made of 
formed wire or stampings; a complete line of chain fittings, 
attachments and assemblies, repair links, cotter pins, hooks. 


ve ’ ¢o York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
: Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 


AMERICAN CHAIN & CABLE 


mark “oC” In Business for Your Safety 


Ask your AMERICAN CHAIN 
Distributor about Dog Chain 
Assortments ...also the popular 
ACCO-PAK and SALESMAKER 





AMERI¢ 
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“Stay Out of Politics,” 
A Reader Advises Us 


F  gpscge ws writes us that he doesn’t think 

we should discuss politics in these pages. 
He especially dislikes what we said about Mr. 
Keyserling (see H. A., June 1, p. 8). 

Of course, he adds, it’s all right to oppose the 
tax-free co-ops and to fight for a tax on the non- 
educational activities of universities and col- 
leges. But we should be non-partisan in politics, 
he says. And we shouldn’t get personal, as we 
did with Mr. Keyserling. 

Perhaps he’s right. Perhaps we should refrain 
from discussing political matters here. Perhaps 
we should all quit discussing politics and let 
the government have its way without question. 

The co-ops would probably like to see us lose 
our interest in politics. It would certainly make 
life easier for them. The Fair Deal planners, 
too, would be most happy if we left politics to 
them. 

That certainly would be an easy way out. 


But how would Mr. Retail Hardware Dealer, 
including our annoyed reader, fare in such a 
country? You don’t have to look far for an 
example. Reread the article “Retailing Behind 
the Iron Curtain” (see H. A., March 9, 1950, 
p. 123). There is a factual account of the slow, 
but sure, throttling of the independent merchant. 

Read again the dispatch from England which 
appeared on the first page of the N. Y. Times 
on June 11. This report explains how socialistic 
England now feels it necessary to encourage 
co-operatives and government-owned markets. 

Did our disturbed reader ever take the trouble 
to ask himself what is the largest single cost 
in his doing business? If he did, he must realize 
that it is the taxes he pays. He fights to reduce 
overhead and other costs. Why doesn’t he fight 
just as hard to keep his taxes down? 

The reason why the co-ops had their way in 
Washington this year is obvious to any com- 
petent observer ... they proved they had more 
political influence. The independent hardware 
dealer could have his way more often, too, if 
he would only take the time to be a little more 
political and vocal. 

HARDWARE AGE editorial policy, as expressed 
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|! Just Among Ourselves 


Informal Editorial Comments 


in these pages, is very simple. Government (call 
it politics) plays an increasingly larger role in 
the business picture. Just as we discuss other 
phases of the dealer’s problems here, so do we 
discuss political matters bearing on the hard- 
ware trade. 

If the government plans action inimical to the 
good of the independent hardware merchant, we 
are opposed to it. And we feel it our duty and 
responsibility to the trade to focus attention 
on it by discussing it here. 

Government (and politics) consists of people. 
People who make and enforce policies. The Fair 
Deal and its socialistic planners is dominated 
by a hard, well co-ordinated core of key men. 
Mr. Keyserling has assumed the mantle of the 
economic authority for that group. And since 
he is not averse to using the “non-political” 
Democratic rally in Chicago to voice his per- 
sonal views on government (or politics), he 
certainly must not expect less than that we 
shall express here such contrary opinions as we 
may have. 

Mr. Keyserling, and his colleagues, can very 
easily remove themselves from discussion in 
these pages by returning to sane economic poli- 
cies, policies which thus far have succeeded 
in building the greatest nation in the world. 
Great enough, in fact, to have thus far with- 
stood the tampering of the’New Deal and the 
Fair Deal. But it can only stand so much. 

When the collapse finally comes, perhaps in 
our generation, perhaps in our childrens’ gen- 
eration, it will be because too many people, like 
our protesting reader, felt we should stay out 
of politics. 





Impulse Buying Needs 
Intelligent Handling 


ERCHANDISING experts have a habit of 
talking glibly about impulse sales. If you 
listen to some of them you get the impression that 
all you have to do is put a display on the table, 
then duck to avoid being trampled by impulsive 
customers rushing to buy. 
But it’s not quite that simple. 
Impulse selling is just another form of selling. 
And like any form of selling, you must “tell ’em 
to sell ’em.” 


A hardware dealer cannot afford to overlook 
the possibilities of impulse purchases. They can 
add up to an impressive total. Department stores, 
for example, find that about 20 pct of their sales 
are impulse purchases, and 92 pct of such buy- 
ers bought because the item was on display. 


There’s no magic to encouraging impulse sales. 
It has to be worked at continually. Some mer- 
chandise will never sell in your store, no matter 
how you display it. Some will. 


Put up a display or a card. If the merchandise 
doesn’t move, change its location and try a dif- 
ferent type of product. Try putting related mer- 
chandise together. If the impulse item is an 
electrical gadget, first try putting it in the elec- 
trical section. If that doesn’t work, don’t hesi- 
tate to move it. Try it near the wrapping and 
change table; or near the door; or in the center 
aisle. Keep trying points of heavy traffic. And 
whenever it’s possible draw the customer’s atten- 
tion to the item. 


A popular fallacy concerning impulse buying, 
which possibly accounts for the mistreatment it 
gets, is that impulse buying represents an emo- 
tional, unpremediated action. That is not true. 


When a customer purchases an item he had 
not planned to buy when he entered the store, 
he has most likely been preconditioned in some 
manner or other. The product he sees and buys 
is rarely a complete stranger to him. 


National advertising in newspapers, radio and 
magazines has planted a familiarity in his mind. 
It has aroused an interest. But the need for the 
product may not be urgent or acted upon until 
your display, in front of him, rekindles his inter- 
est and puts it practically in his hand. And he 
buys. 

This brings up another and important con- 
sideration in building impulse sales. Use only 
high quality, well advertised products. Tie in 
with the manufacturer’s national promotional 
efforts. It’s a bonus deal, if you capitalize on it. 


Any discussion of impulse buying sooner or 
later gets around to packaging. Some manufac- 
turers of hardware store items have already 
accomplished a great deal in putting on the 
market small unit packages of screws, washers, 
cotter pins, etc., but much remains to be done. 


Past experience in this direction has not been 
too happy. But there is a question whether these 
efforts may not have failed because of inade- 
quate packaging. 

A container for small fasteners for sale in a 
hardware store must be substantially stronger 
than, say, a package for aspirins to be sold 
through a druggist. The package for a hardware 
store item must be strong and attractive. It 
presents a real challenge to the packaging 
experts. 

Aside from the possibility of raising the sales 
volume per salesperson, unit packaging also 
minimizes pilferage and spoilage due to mixing 
of sizes. Under some conditions it will also tend 
to raise the unit sales volume. 

Did you ever try to buy a single onion in a 
super market? 








A Dealer’s Viewpoint 
On a Salesman’s Time 


N a recent issue (HA, June 15, p. 8) we com- 
| mented on the often voiced complaint of many 
wholesalers’ salesmen that many dealers keep them 
waiting an unreasonably long time before seeing 
them. 

The average dealer is fully appreciative of the 
importance of the wholesaler’s salesman to the re- 
tail hardware business. He wants to avoid wast- 
ing the salesman’s time; he doesn’t want to be dis- 
courteous. Yet at the same time he faces the very 
practical problem of finding time for the sales- 
man at the specific, and often unpredictable, time 
of his call. It is not always possible to correlate 
time available with time needed. 

An Ohio dealer, after reading our comments, 
has written us his views from the dealer’s side 
of the fence. It brings up some very interesting 
points. He writes: 

“We are a small operation and time is quite 
valuable. And being small we know just how our 
stock of any given article at any given time is. 

“But we have just too many salesmen unneces- 
sarily taking up our time. I have just two sales- 
men that call on us regularly that respect my 
time. The rest do not. 

“Every other Tuesday we had six salesmen 
calling, and all six came in the afternoon. I have 
been forced to tell them to either find another day 
or not come at all. 

“Now I ask you in all fairness, how could I give 
them all the attention they asked for? The first 
one would write down a few items I wanted in his 
line and then start through a big catalog, page 
by page. That fellow is not calling any more, as I 
refused to buy from him. 

“Now, of the two that do call, one will come in 
and, if I need anything, I will tell him and give 
him the list and that’s that. The other one is a 
specialty man and has a list of seasonable items 
that we go over and then he leaves. One of the 
other four is calling on Monday morning and he 
tells me he is doing better. The other three I see 
about three or four times a vear and then on 
other days. 

“There are just too many salesmen and we have 
to cut the number of regulars down to a minimum 
and will further reduce the number if some of 
them persist in going through the book. I know 
what, when and where I want to buy, so I leave 
some of the boys to cool their heels. I always 
speak to them and tell them if I want anything 
when they come in. 

“This going through the book is needless, be- 
cause I read HARDWARE AGE, and the other hard- 
ware trade magazines, and most of the new items 
are in these magazines. 

“T wonder what other merchants think on this 
subject?” 

HARDWARE AGE would like to hear from other 
dealers on this subject, and comments which con- 
tribute to a better understanding of the problem 
will be discussed here. Let’s have your opinions. 
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LOCKWOOD’S MR. KE 


Q. Mr. Contractor... what 
builders’ hardware man- 
ufacturer helps you most 
in furnishing product in- 
formation? 

A. Lockwood ... especial- 


ly with their catalog in 
Sweet's Builders’ File. 


s» 











Y’N KNOB CONDUCTS A QUIZ! 


Q. Mr. Architect... what 
manufacturer helps you 
most with technical infor- 
mation needed for writing 
builders’ hardware speci- 
fications? 


A. Lockwood... with their 
“5S STEPS TO SPECIFI- 
CATION WRITING” in 
Sweet's Architectural 


- File. 




























Q. Mr. Public... can you 
name the builders’ hard- 
ware manufacturer re- 
cently honored by Brand 


Laas ® 
> Names Feundation? 


ceived national recogni- 
tion for the manufacture 
of quality builders’ hard- 


~ ware for 72 years under its 


established brand name. 








Q. Mr. Dealer... who 
makes a complete line of 
all types of locks for doors? 


A. Lockwood...they make 
all types of mortise, cylin- 
drical, tubular, rim and 
padlocks...and they can 
all be master-keyed under 
the same system. 






















Q. Mr. Editor...what 
building is getting the big- 
gest headlines in history? 
A. The United Nations 
Secretariat Building 
(Lockwood Hardware 
was chosen for this his- 
toric project). 

















Q. Mr. Retail Salesman... 
whose labeling system do 
you like best? 

A. Lockwood...their 
graphic label quickly 
identifies contents by 
means of pictures. 











Q. Mr. Building Superin- 
tendent ... please tell us 
what brand of hardware 
equipment has given you 
the most satisfactory serv- 
ice? 

A. Lockwood... Ihave al- 
ways found it to be satis- 
factory in performance 
and to require a minimum 
of maintenance. 








Q. Mr. Dealer... what 
builders’ hardware man- 
ufacturer’s packaging do 
you like best? 


A. Lockwood .. . their at- 
tractive orange, white 
and black colors make an 
outstanding package for 
a fine product. 








The unprecedented building boom continues to reach new peaks. Lockwood dealers 
are “cashing in” handsomely with the complete Lockwood line, engineered to new high 
standards of performance. The trend to Lockwood, everywhere, is becoming more and more 
obvious to everyone... every year... every day. Write now for information on acquiring 
a Lockwood dealership. 
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Public Demand May Still Force 
Action On Excise Tax Relief 


There’s still a ray of hope that the retail 
trades may win their battle for lower taxes this 
year. 

Congressional leaders continue to delay action 
on bills trimming the war-time levies, but mount- 
ing public demand is slowly but surely forcing 
a change in policy. 

The principal stumbling-block at present is 
the lack of time necessary for Congress to com- 
plete action on a tax bill and get it to President 
Truman’s desk before adjournment. Both Senate 
and House are currently bogged down in a 
morass of legislation tagged “must” by the 
White House. 

The House Ways and Means Committee has 
put its stamp of approval of reductions in manu- 
facturers’ excises totaling $75 million. This in- 
cludes excises on stoves, water heaters, light 
bulbs, heating pads and electric blankets, fans 
and irons. On the subject of raising new rev- 
enue, the committee avoided proposals to make 
co-ops pay income taxes, but it did vote to make 
educational and labor groups pay taxes on their 
nonrelated activities — such as ownership of 
hotels, factories, and office buildings. 


OUTLOOK: As long as the White House 
can call the tune on Capitol Hill activi- 
ties, the chances of excise relief this 
year remain slim. “Practical politics’ 
> seem to dictate that Congress could ap- 
prove the proposed reductions in order 
to clear their records with the voters, 
but a presidential veto of tax cuts ap- 
pears almost certain, at this stage. 


Government Denies Existence 
Of Large Building Program 


Government officials still emphasize that no 
federal construction program of “any size or 
extent” is going on and that only a “necessary” 
building is being erected here and there. None- 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


theless, many billions of dollars worth of govern- 
ment building projects are at the planning stage. 
Congress authorized this and last year appro- 
priated $10 million for initial planning. 

On the list of “suitable” projects are more than 
4,000 proposals although the General Services 
Administration has given the signal to go ahead 
with blueprints on only about 500 so far. The 
federal government, however, has no actual in- 
terest in many of these except as public works 
projects and will bear none of the costs in many 
instances. 


OUTLOOK: Designs are changing in 
federal building design. There is a trend 
toward less dead weight with some re- 
s duction in need for structural and rein- 
forcing steel. However, there will be 
more use of nonferrous metal doors, 
windows, facings and related items. 


Cost-of-Living Figures Move 


Up Despite Federal Controls 


Dat ol’ debbil inflation is haunting the White 
House again. 

Up to just recently, President Truman’s ad- 
visers thought the ghost of rising living costs 
had been locked in the closet of government con- 
trols until after the November elections. 

Now they aren’t so sure. 

Cost-of-living figures compiled by the Bureau 
of Labor in the past few weeks show that prices 
of food, clothing, shelter and other necessities 
have been creeping up again — slowly and 
steadily. 

In addition, government economists are un- 
happily considering these other familiar land- 
marks of the upward spiral: The bullish stock 
market, a surprisingly large expansion of instal- 
ment credit, rising real estate prices, increased 
wage rates and expanded pension plans, and con- 
tinued deficit spending by the government. 

Dr. E. G. Nourse, former chairman of the 
President’s Council of Economic Advisers, 

(Continued en page 84) 
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NEW 


3-Packet Unit 


of 
WELDWOOD 


GLUE 10¢ 



















AT PERFORATIONS ‘. 
AS NEEDED 






WELDWOAUD 


Plastic Res in 


> HOW TO USE WELDWOOD GLUE 
| 1. Empty one packet in smail glass or cup. 
2. Add ‘A standard measuring teaspoon of water 
3. Stir until smooth, and apply evenly 
aes 4. For stronger joints apply on both sides 
Be 5. Use ample pressure for 4 hours or more 
1 Net Weight 3.75 grams 
Weidwood give is also packed in 3°, 
“4 @ and 16 oz cans and larger sizes 
UNITED STATES PLYWOOD CORP. 
Weidwood Building - New York 18, Y 
Patent notice on dispiay box 
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Exclusive with WELDWOOD GLUE 


Wait till you see these new “Unit-Use” packets of 
Weldwood Glue. You'll sell a “raft” of them. Just what 
many customers want: individual packets of Weldwood 
Glue — the strongest wood glue made —with just enough 
for a job or two. 





WELDWOUD & } 






Here’s the extra profit deal for you: 


Display Box of 24 units; retail price . $2.40 
Cost to dealer itnmeeweee e ae 
Your regular profit) . . . . . . . ~~ 80 
2 extra units free (for limited time only) .20 


YOUR TOTAL PROFIT $1.00 


Mail the order coupon and get a head start in your 
neighborhood. 


NATIONALLY ADVERTISED IN THE SATURDAY EVENING POST, AND 
OVER 20 OTHER PUBLICATIONS. WELDWOOD GLUE IS, OF COURSE, 
ALSO AVAILABLE IN 15¢, 35¢, 65¢, 95¢ AND LARGER SIZES. 
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UNITED STATES PLYWOOD CORPORATION 
















2 EXTRA UNITS Dept. 231, 55 West 44th Street, New York 18, N.Y. 
(RETAIL VALVE 20¢) {= Ship us______display boxes (24 Units of 3 packets each) 
_FREE FOR LIMITED | pg “ys rig = the he al -~ -Use” packets; 
pay | mon ma 
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Portable Shower Unit 


Econo shower unit includes a 
white enameled control panel 
which fastens to wall by means 





of screws. Panel serves as 
mounting board for the chrome 
plated valves and the adjustable 
shower head and arm. Plastic 
shower curtain, 5 ft. high by 
90 in. in circumference is sus- 
pended by hooks and slides along 
a black enameled curtain rod 
that extends from the wall. 
Units weighs 20 lbs. Suggested 
to retail for $18.95. Standard 
Steel Cabinet Co., 3701 Mil- 
waukee Ave., Chicago 41, III. 


Flight Hand Saws 

Flight line of hand saws with 
handles of unbreakable, non- 
fading plastic. Nickel-plated 
screws hold blade and handle. 
Saws have mirror finish and 
alloy tool steel blades are hard- 





Whats New 


In Hardware Merchandise 


ened and tempered. Teeth pre- 
cision set and filed. Models F26 
and F26S are Skew back and 
Straight back saws, both 26 in. 
in length. Points to inch are: 
8 and 10 pt crosscut and 5% pt 
rip. Great Neck Saw Manufac- 
turers, Mineola, N. Y. 





Bathroom Cabinet 


Standard size bathroom cab- 
inet having a mirror with a 
stainless steel frame is finished 
in baked-on enamel and has two 
bulb-edge glass shelves with 
eight shelf supports spaced 2 in. 
apart. Equipped with white 
enamel continuous piano hinge, 
spring catch and razor blade 
drop. Retails for $9.22. Ideal 
Cabinet Corp., 7722 Joy Road, 
Detroit 4, Mich. 


Lawn Sprinkler 

Red Top Rainmaker features 
a fan-like oscillating spray cov- 
ering an area from 6 to 60 ft. 





square. Easily adjusted to 
smaller areas; increased or de- 
creased in volume. Constructed 
of rust-proof metal and guaran- 
teed for one year against im- 
perfections in workmanship and 
material. Motor shaft rotates 
in Chrysler oilite sleeve bear- 
ings. Hose connection of 34 in. 
hose. Retail price, $19.50. M. E. 
Engineering, 13828 Western 
Ave., Blue Island, III. 


Swivel Type Utilites 

Swivel design is incorporated 
in several Utilites available. A 
360 deg. horizontal and 180 deg. 





vertical adjustment of socket 
said to be assured without dam- 
age to conductors. No. 7 has a 
sturdy mounting base equipped 
with rubber bumper feet. No. 
8 is mounted on a substantial 
plate for attachment to 34 to 4 
in. outlet box. Socket extension 
type swivel Utilite also offered. 
Steber Mfg. Co., Broadview, IIl. 





Yale Nightlatch 


Improved model of the 36 
nightlatch, has a smooth sur- 
face brass finish replacing the 
mottled brass finish. In place of 
the circular latch turn, new unit 
has a lever-type thumb turn. 
Latch now when retracted by 
flicking lever remains retract- 
ed. Price is unchanged. The 
Yale & Towne Mfg. Co., Chrys- 
ler Bldg., New York City 17. 
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Latest Information on New Products 
And Services for the Hardware Dealer 


W rought Iron Sling Chain 


Improved and more extensive 
line of Sterling wrought iron 
sling chains consisting of single, 
double, three-way and four-way 
slings of almost any desired 
length. Standard slings made 
up of % to 1% in. chain with 
larger chain available on special 
order. Chains are suitable for 
the most hazardous types of 
lifting. Under heavy overloads 
they will stretch up to 30 pct 
before breaking. Sterling chain 





is -hand-forged from domestic 
double-refined hand puddled iron 
or Swedish charcoal Lancashire 
wrought iron. Furnished with 
rings and slip hooks. Pear 
shaped links may be used in- 
stead of rings and grab hooks 
substituted for sling hooks, if 
desired. The Cleveland Chain 
& Mfg. Co., Cleveland 5, Ohio. 


Universal Set 


Cool Cooking Foursome, in- 
cluding a Coffeematic, Mixa- 
blend, automatic toaster and 
Cook-a-matic is being promoted 
by Universal to take women out 
of the kitchen during the sum- 
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mer. Also the Iced Coffee theme 
of 1949 will be repeated with 
the Coffeematic, serving tray 
and eight crystal glasses to re- 
tail for $29.95. Tray is deco- 
rated with fruit and leaf pattern 
on green masonite surface with 
mahogany trim handles and a 
1% in. guard. Extra size 
glasses feature green ivy leaf 
pattern also. Bases weighted 
and rims chip resistant. Dealers 
may purchase different assort- 
ments of merchandise and with 
each assortment he receives a 
reprint of the full color ad fea- 
turing cool cooking and the iced 
coffee set. Landers, Frary & 
Clark, New Britain, Conn. 


Colt Challenger 


Colt’s Mfg. Co., Hartford, 
Conn., is introducing the Chal- 
lenger, a .22 automatic to retail 
for $52.50. Made in two barrel 
lengths, 4% and 6 in. Cham- 
bered for .22 Long Rifle car- 
tridges, regular, high speed of 
high velocity. Magazine holds 
10 cartridges and has a deeply 
grooved thumb release. Fixed 
sights. Weight with 6 in. barrel 
is 32 oz. with 4% in. barrel, 30 
oz. Stock of Coltwood plastic, 
strongly checkered. Sport model 
Woodsman has been redesigned 
to accommodate the Coltmaster 
adjustable sights for shooters 





who preferred the 41% in. barrel 
but who must have sights per- 
mitting fine adjustments. Sight 


(Continued on page 86) 








New Displays and Other 
Dealer Sales Helps 


The SalesMaker unit 
measures and cuts ropes 
from coils up to 1 in. di- 
ameter in any lengths. 
Built-in meter counts off 
every foot and measures 
the length required in sec- 
onds. Keen-bladed cutter 
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is part of the unit. Maker 
pays half, $17.50, the cost 
of the unit. Available in 
counter model for $12.50. 
Plymouth Cordage Co., 
Plymouth, Mass. 


W here-to-Buy Calendar 


A six sheet, 12 page cal- 
endar reminds housewives 
in 1951 about Westing- 
house appliances and 
where to buy them. Fea- 
tured on each two months’ 
calendar page is a flower 
subject in color. Small pro- 


(Continued on page 100) 
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Retail Sales Hold At High 
Level, with Rising Prices. 
Caution on Credit Needed 

The hardware dealer can con- 
tinue to expect good business 
for the balance of this year, al- 
though caution is recommended 
in handling credit to permit 
maintenance of a good cash posi- 
tion. 

Prices continue very strong, 
except for sporadic, localized 
situations. The rise in copper 
and zinc prices is expected to 
force an increase of at least 10 
pet in builders hardware in the 
very near future. 

The recent reduction in one 
line of locks is generally in- 

- terpreted as being a competitive 
situation and not indicative of 
general trends. 

The rise in zinc prices has also 
been accompanied by a 7% pct 
increase in galvanized ware. 

Some smaller steel companies 
have announced higher quota- 
tions, but the tonnages involved 
are relatively small. A general 
steel price rise is not expected 
for the immediate future, al- 
though some adjustments up- 
ward are quite likely in special 
and in stainless steels. 

Production and incomes con- 
tinue at record highs. Barring 
the strikes which handicapped 
the first half of this year, the 
second half may set new all-time 
records in both categories. 

The expansion in credit is be- 
ginning to concern some credit 
men. They are recommending 
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Retail business prospects good for balance 

of year... Prices show steady rising trend 

... Expect increase in builders' hardware... 
Caution seen needed on credit 


added caution in expanding 
credit loads, especially at the 
retailer levels. 

The advice of one large re- 
tailer is that despite the good 
business in sight, retailers 
would do well to hedge a little 
on no down payments, long 
terms and lower requirements 
by screening and selecting risks 
a little more carefully. 


Price Index Higher 

In the June 3 week, commodity 
prices jumped another 0.4 pct. 
The Labor Department’s Index 
of primary market prices mea- 
sured 157.4 pct of the 1926 aver- 
age at the end of the week, com- 
pared with 156.8 pct on May 30. 

Higher prices for foods—par- 
ticularly meats—metals and 
metal products, building ma- 
terials, and textiles more than 
offset lower prices for fuel, 
chemicals and farm products. 





19°%, More Hardware 
Stores in Decade 

In 1948, 34,681 retail 
hardware stores did $214 
billion worth of business, 
according to the first news 
release on the _ 1939-48 
Census of Business. 

The Census Bureau re- 
veals that there were 19 
pet more retail hardware 
business in 1948 than 10 
years earlier. Full par- 
ticulars of the first avail- 
able Census data will be 
found on p. 120. 











Stanley Revises Prices 
On Nearly 400 Tools 


In the first adjustment of its 
price lists since August, 1948, 
Stanley Tools on May 1 an- 
nounced price changes which on 
the whole line averages an ad- 
vance of about 2% pet. 

A total of 373 items were in- 
creased in price; 24 items were 
reduced, but no change was 
made on 583 others. 

The biggest changes were 
price increases of approximately 
10 pet on rule mitre boxes and 
some special planes. Ratchet 
spiral screw drivers were raised 
approximately 5 pct. 

Prices on 6-, 8- and 10-ft. in- 
side measure tapes were re- 
duced approximately 15 pct, on 
June 15. 


Copper, Zinc, Brass Prices 
Rise; Supplies Are Tight 

Nonferrous metal prices con- 
tinue to show strength and have 
continued to move higher over 
the past two weeks. The price 
of copper has been raised to 
2214¢ a lb, the fourth advance 
since last November. The latest 
increase made on June 5, was a 
21%4¢ advance, the previous price, 
20%4¢, having been set on May 
10. Before that the price had 
been 1914¢, a figure which had 
been set on April 18. Between 
Nov. 3, 1949, and April 18, last, 
the price was 18%4¢ a lb. 

Zine prices were marked up 
114%4¢ on June 2 to 14%¢ a Ib, 


(Continued on page 120) 
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Here’s the greatest “salesman” in 
America today .. . ready to go to 
work for you! Hoppy's picture on 
Aladdin's School Lunch Kit and on 
the 4% pint Vacuum Bottle in every 
kit, will sell more Lunch Kit sets 
than you ever dreamed possible. 


THE HERO OF MILLIONS OF 
YOUNGSTERS FROM 4 to 14 


Every gun-totin’ youngster in your 
community knows and loves 
Hoppy. Boys and girls by the mil- 
lions buy (and influence their par- 
ents to buy) every Hoppy “branded” 
item. Aladdin's Hopalong “CHUCK 
WAGON" kit is the biggest and 
most exciting school Lunch Kit 
promotion you've ever seen! 


= 


MERCHANDISING... 


® Ad mats for use in your local “yee ie er... full 
of Hopalong Cassidy sales-pull and designed to 
move merchandise. 


® Window streamer in beautiful four colors with 
Hoppy and his horse Topper in each 10-Kit Car- 
ton calling all junior cow hands into your store. 


® No new name to the public, Aladdin Kits and 
Vacuum Bottles already have the advantage of 
big, full page, full color advertising in 
mass-circulation national magazines—LIFE, 
SATURDAY EVENING POST, LADIES HOME Write, wire or phone 
OURNAL, AMERICAN HOME, HOUSE Satteee todeat 
EAUTIFUL, PARADE and THIS WEEK... your jo r today! 
Month after Month! Now with the added magic 
of the Hopalong Cassidy name there’ll be faster 


turnover, bigger profits than ever! See the “Hoppy”’ Kits and other popular Aladdin 


Vacuum Ware at the Atlantic City National House- 
wares and Home Appliance Show July 10-14. 


ALADDIN INDUSTRIES, INCORPORATED 


1107 Merchandise Mart, Chicago, Illinois « Pacific Coast: 
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i LUNCH KITS 


w VACUUM BOTTLES! 


3 Action pictures of Hopalong on the bottle! j 


Hoppy on the Kit... 






Kits complete with 34 pint Vacuum Bottle in 
eye-catching yellow with red cup cap. 
PACKED: 5 Blue Kits, 5 Red Kits to a carton. 
SHIPPING WEIGHT: Approximately 20 Ibs, 


THEY'LL MOVE OFF YOUR COUNTER AS FAST AS YOU CAN PUT THEM THERE! 


A big display in your window and another in a prominent 
spot in your store will create Lunch Kit TURNOVER that 
will amaze you. 4-color Hopalong Window Streamers in- 
cluded free in every carton of 10 Kits. It’s A Back-to-School 
PROMOTION that just can’t miss. Today’s No. 1 Traffic 
Builder! A PROFIT ROUND-UP THAT WILL TURN 
INTO A STAMPEDE! 


703 Murfreesboro Road, Nashville, Tennessee 
105 E. Lexington Drive, Glendale, California 
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NEW BEDFORD CORDAGE CO. 
NEW BEDFORD, MASS. 


Cc 






I’m interested in knowing how I can cash in 
on the easy to handle New Bedford Pre- 
Measured Rope in Self-Dispensing cartons. 


























... Offers a combination that will send your rope sales 
soaring ...a profit maker that will make your New Bedford 
selling job easier. Here is Why! 


intervals, it cuts the dealer’s selling time in half ...even permits 
self service...and makes it easier for the dealer’s customer to 
check on the length of rope he’s buying. Makes for complete satis- 
faction—more rope sales! 


@ Pre-Measured Rope... first real improvement in 50 years... is 
fA exclusively New Bedford’s! Factory marked in red at ten-foot 


@ Colorful, permanent corrugated container for coil... another New 
Bedford exclusive. Flat-topped, easy to handle, no bands to cut— 
no covers to remove—coils stay clean and don’t collapse or tangle. 
When used with New Bedford’s Island Display the combination of 
pre-measured rope and the colorful container makes a real traffic- 
stopper... Jt really sells rope! 


And the entire deal is backed by one of the heaviest, sales-packed 
Merchandising Plan that New Bedford has ever run. It includes con- 
tinuous trade paper advertising and direct mail to keep both the dealer 
and consumer informed about New Bedford’s exceptional features and 
time-tested quality. It will include complete catalogue sheets, so that 
your salesmen will always have the complete New Bedford story and 
be able to do a real selling job for you. Send for New Bedford’s 
MERCHANDISING Portfolio. ..today. The coupon will bring com- 
plete details. Remember, New Bedford backs you to the limit. 


NEW BEDFORD CORDAGE CO. 


New Bedford, Mass. 


yy 








Address 





Town. State. 








Nome. 
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SAVAGE 

MODEL 24 

.22 RIFLE— 
-410 SHOTGUN 
COMBINATION 





THE FAMOUS 
OVER 


WA 





rr | 


UNDER /// fy FOR FUN, FUR or FEATHERS 


.... here’s the ove gun that’s ideal for all three! 
Shooters use the accurate “22” rifle barrel for plink- 
ing, informal target shooting and small game. Then, 
with the flick of a thumb, the dependable “410” 
barrel (3” or 21%” shells) is ready for flying game, 
pests or targets. It’s a “natural” for your arms dis- 
play—and it’s the only .22-.410 combination in reg- 
ular production. 


SALES SLANTS 


Now with stock Display the Model 24—when they see it, they want 
and forearm it. It’s a lightweight, streamlined, compact beauty 
of American walnut ... practical and low priced. 





Point out that the upper barrel shoots .22 long 
rifle, long or short cartridges (regular or hi-speed) — 
the iower barrel, .410 shot shells. 


Show them how easily the button 
barrel selector permits instant use 
of either barrel. Demonstrate the 
unique single trigger action... 
emphasize the two-way top snap 
action for either left- or right-hand 
shooters. 





ANY MONTH... 

it’s “good business” to feature Savage, Stevens 
and Fox shotguns and rifles. From “22” rifles 
to shotguns to big game rifles, there’s a Savage, 
Stevens or Fox that’s the best value for every 
shooter. Know them, display them, se// them 
—and watch your arms profits soar. 


SAVAGE ARMS CORPORATION wd Ucn ee oe ed ee a ee Se ee eee 
Firearms Division Chicopee Falls, Mass. sauna + WONGETtOL feces id Mand lon Mauer 
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Nationally Famous Hostess “‘MUSICAKE’ PLATE Now in 
Brilliant “COLORAMA” —Revolves as it plays “Happy Birthday” or 
“Anniversary Song” —Ensemble includes sparkling crystal cake plate, heavy 
gauge aluminum Cake Cover and music stand, both in a choice of 8 brilliant 
“COLORAMA” colors. Genuine Swiss musical movement. Patented clutch 
prevents over-winding. Cake plate can be used separately for serving 
canapes, sandwiches, fruits, pies, etc. 


/ 





No. 6003 5% ReTaitt 


“COLORAMA” 8-pc. ALUMINUM TUMBLER SET—Each in a 
difterent brilliant color!—A stunning, festive tumbler set. These 


bottom prevents sticking te any surface. A deluxe gift. Attractively boxed. 


CO ORAMA 





COLOR} vibrant, irresistible 1’ 
: ONLY 
color... supercharges ger 


17's GOT 


VARIETY ! 
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HELLER’S NEW 1950 LINE with i : 
SPECTACULAR NEW PROFITS 
EXTRA SALES APPEAL-— 


~ - Musce Sella! 


Heller introduced music into the Hostess-Ware line. 
Today it’s a sensational seller! Music in Hostess-Ware 
is a novel, unique idea — puts life into entertaining 
— appeals to young and old alike. These are jolly, 
best-loved party tunes, played on imported Swiss music 
box movements, to start the fun and keep it going. 














" “COLORAD 


coLor! Color Sells! 


Color’s the latest stimulant in the Heller line. Color’s Dpiicher—in g 


the current rage in decorating. - tumblers, eac 


Color means action! You can’t beat color for extra youn COLOR 


sales. SEE how Heller magically adds color to music 
—adds eye appeal to ear appeal —in new Lifetime 
COLORAMA Hostess-Ware! Watch your sales go sky- 
rocketing even higher when you promote this sensa- 
tional double feature-— Music plus Color! Beautiful 
COLORAMA is made by an exclusive Heller process — 
it is odorless, tasteless, scientifially fused into the 
metal for Lifetime wear—and unconditionally guar- 
anteed not to peel, stain, chip or crack. 


v's Got Variety Sells! | rR = 
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This is the line packed with every powerful selling fea- 
ture! A complete line of related items for smart enter- 
taining. There’s a Hostess-Ware item for every need 

. @ price for every budget . . . a color for every 
taste . . . a tune for every festive occasion. Count ‘em. 
BRAND NEW NUMBERS! BRILLIANT COLORS! TINKLING, 
MERRY POPULAR TUNES! UNPRECEDENTED LOW PRICES! 
SUPERB QUALITY! It’s a sure bet — this dynamic, color- 
ful new Heller line will pyramid sales and profits for 
you in 1950! 





me 

> Guaranteed 

ttCOLOR-IZED is a unique electro Lifetime finish ; es 

that is fused into the aluminum to become a per- ‘ Scovuansre 5 
manent part of the metal itself. It is guaranteed not 

to peel, chip, stain or crack. If retains its irridescent NOW Mot 

brilliance for life —looks like new after each wash- COLORA 

ing. In these brilliant colors: vance and | 

Heavy gaug 

serving tray 

+Slightly higher in some zones ORI 

Prices maintained J Ol 


+PAT. PEND 
*Reg. U.S. Pat. Off 
© Copyright 1950 

















ERICA’S FIRST, FINEST ALUMINUM HOSTESS-WARE NOW COLOR-/ZED 
-COLORS SCIENTIFICALLY FUSED INTO THE METAL FOR EVERLASTING BRILLIANCE 


MUSICAL ICE VAULT 


=” 6940 Operant 
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_"COLORAMA” 8-piece BEVERAGE SET—What a lovely way to serve MUSICAL ICE VAULT in brilliant “‘COLORAMA” Plays ‘‘He's A 
olor’ "any beverage for any occasion. Set consists of stunning 2 quart aluminum Jolly Good Fellow’’—it's musical . . . it's colorful . . . in the gay brilliance 
s | pitcher—in gorgeous COLORAMA colors. 6 COLORAMA aluminum 12-oz. of every one of its COLORAMA hues. Swiss musical movement has special 
| tumblers, each in a different color, and an exquisite 1442" heavy gauge prepared clutch that prevents overwinding. Keeps ice cubes solid 
ten | round COLORAMA aluminum tray. L-O-N-G-E-R. Completely insulated with fibre glass and with rubber gasket 
nusic so pastas ALSO AT THE] 
time AMERICA’S TOP GIFT HOUSEW ARE LINE DALLAS SHOW 





ADOLPHUS HOTEL 
Sept. 3-8, 1950 
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8 NOW More sensational .. . 
 “COLORAMA"'—Ffor preparing sandwiches, hors d’oeuvres hours in ad- 








Hostess CAKE COVERS in brilliant 


_ Vance and serving them smartly hours later, just as fresh as when made. 
| Heavy gauge aluminum cover in your choice of COLORAMA shades. 1412” 
_ serving tray has a special “moisture-lock” groove that seals moisture in. 


ORDER THROUGH YOUR LOCAL JOBBER . 





SMART Hostess ICE BUCKET with TONGS Now in brilliant 
“COLORAMA”—Smartly styled, sparkling aluminum — holds generous 
supply of ice cubes. More beautiful . . . more impressive in its new brilliant 
“COLORAMA” lifetime colors. Complete with contrasting metal handle for 
easy carrying; which is recessed on top to hold the durably plated Ice Tong. 
Over-all height, 102", diameter 7%". 


.1F YOUR 


— oe wane, onc. 230 Sth Av., N.Y. 1 
i Pleas sen / 1 ( LORAMA 
t1HO STESS mee 


JOBBER CANNOT SUPPLY YOU, MAIL THIS COUPON 1 STORE 


Heller Hostess-Ware, INC., WHITE PLAINS, N. Y. 


1 ADDRESS 
iCiTy 
eM JOBBER IS 








Now Available For Immediate Delivery 


VOLLRATH 


Finest Quality Companion Pieces For Modern Ranges 
Advanced Cooking Performance and Durability! 
Custom-Built Porcelain Beauty and Styling! 













OUTSTANDING FEATURES 


Illustrative of Kook King’s unusually ornamen- 


tal and equally practical design are the sauce pan, 


Unequalled, perfectly-matched black and white 
streamline pattern in a permanently fired, 
genuine porcelain enamel finish as lasting as 
the range itself. Fashion-setting design to 
highlight kitchen and table. 


covered sauce pan, sauce pot, double boiler, 


percolator and drip coffee pot shown below. 


* 


New, extra serviceability and acid-resisting 
cleanliness in a pure, non-porous surface. 
Scientifically developed by use of superior 
materials and processes. 





* 


Substantial steel core and broad heat-absorbing 
bottoms for even, quick, easy cooking performance 
on electric or gas range. Only moderate 

heat needed, permitting use of less water 

and fuel for healthful, economical cooking. 





* 


Steam-sealing rims and covers—convenient inside 
graduations—easy-to-clean construction—many 
other unusual features of proven sales appeal! 


* 


See Kook King Ware and other leading 
values in Vollrath Wares at the July 
Housewares Show. Booths 349-351 
Convention Hall, Atlantic City 


“Vollnathez 


SHEBOYGAN, WISCONSIN 
NEWYORK CHICAGO LOS ANGELES 
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Let Kwite Lanke show you 


HOW TO GET MORE BUSINESS 






3 with 
the 


Clarke 
Plan 


Add a new and profitable department, 
with low investment...no increase in overhead 


‘TT 


\. wd 


¥ 


\ 


\ 















Hundreds of dealers are doing a large volume 
of sander rental business, but now these orders 
can be multiplied by selling the complete 
CLARKE FLOOR CARE PLAN! 


* THE CLARKE PLAN includes a complete sales 
and merchandising program which sells your 
customers on regular floor care . . . builds re- 
peat business with the theme, FOR BEAUTIFUL 
FLOORS AND RUGS LIKE NEW, RENT A 
CLARKE IS THE THING TO DO. 


THE CLARKE PLAN provides you with helps to 
increase your store traffic, sell related mer- 
chandise—rug shampoo,. sandpaper, filler, 
paint, varnish, wax, steel wool, etc. 


> THE CLARKE PLAN contains effective, easy- 





to-use point of sale displays which attract 
attention... yet save space!—window 
streamers, electric flashers, shelf strips and 
stickers for the tops of varnish and paint cans. 


THE CLARKE PLAN comprises the most com- 
plete selection of promotional materials in 
the rental field. An automatic tickler file and 
postcards which remind your customers tc 
Rent a Clarke, newspaper mats, radio scripts, 
envelope stuffers, suggested classified news- 
paper ads, counter cards and an authorita- 
tive and interesting booklet on refinishing 
floors written from the housewife's view point. 


HERE’S THE PROFIT-MAKING 


CLARKE FLOOR CARE FOURSOME 


If you want more business the easy way, 
write, wire or telephone for full details! 


Clar ke SANDING MACHINE CO. 


306 CLAY AVENUE * MUSKEGON, MICHIGAN 
Sales and Service Branches in All Principal Cities 
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MILLED STUDS 





Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are S, imply 5 ¢ pecify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a Gi INYL AN DS 


shiny, bright, mirror-finish. 
Y g with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%4/’ dia. and under. 


How’s your stock of Shinylands? THE | 


more 
for Ss. 
deale: 


The FERRY CAP & SET SCREW Co. why 


2155 SCRANTON ROAD * e ® CLEVELAND 13, OHIO = 


DEC! 
CAP AND SET SCREWS + CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS * HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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} © SPECIAL 
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NAME THE 


HO ME-UTILITY 
1/4" Electric Drill 


$18.95 


UTILITY 
gives you the 

Tools fo 
SELL HIM! 


HOME-UTILITY 
6” Electric Saw 


$54.50 


(All prices shown are I 


THE HOME-UTILITY LINE gives you more tools, 
more accessories, more versatility, more chances 
for sales! That’s why thousands of hardware 
dealers are pushing this full-profit line. That’s 
why it will pay you to order your tools from your 
Home-Utility Distributor now! THe Brack & 
DeEcKER Mere. Co., Dept. H-653, Towson 4, Md. 
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* Burnishing . 
“yy: Rubbing 
* Angle Cutting 


Cleaning 
* Ripping 














HOME-UTILITY 
_” Electric Drill 


$35.95 






HOME-UTILITY 1/4” Drill Kit 


$39.95 








HOME-UTILITY 
5” Sander-Polisher 


$29.95 


- HOME-UTILITY 
6” Bench Grinder 


$38.00 mmm 


DME-UTILITY 


Products of The BLACK & DECKER Mfg. Co. 











The Famous WYTEFACE steel Tapes 


plus an eye-catching 


Counter Display Unit 


are creating hardware-profit NEWS! At 





oriws 
\" Za 


Drafting, 
Reproduction, 
Surveying Equipment 
and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 












saves you inventory space ... makes your counter work 
easier. For instance... 


1. Your customers see the actual easy-to-read, black-on-white tapes. 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 


Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis- 
play. You'll sell more much faster. 

*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,202 


KEUFFEL & ESSER CO. 


EST. 1867 
DETROIT ° 


NEW YORK © HOBOKEN,N.J. © CHICAGO ° = ST. LOUIS 
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SAN FRANCISCO © LOS ANGELES ©* MONTREAL 
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white tapes. 
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/, Scientifically Designed Pistol Grip Handle 
2. Blade sets in Any Angle or Plane 
3 Positive Lock with Flick of Finger 
4, Cuts Metal, Wood, Plastic, Bone, etc. 
&. Display Card Mounted 


Half turn on lock, allows 
blade to be rotated and 








na eo COMPARE the ALLWAY SUPER SAW with any other saw of this type! 
7 1. Comfortable Pistol Grip, the combined result of over 400 grip tests. 
ar 2. Roto-Index Chuck...no tools needed to set the blade in any angle or 
N. . plane. 
Ns _ 3. Simple Finger Flick Lock...lock or unlock blade with just half a turn of 
‘ --------.-., this exclusive Finger Lock Lever. No thumb screw or bolts to set. 
Fe 4. Cuts almost anything ...anywhere...Wood, Nails, Bone, Metal, Plastics, 
F ( “A etc. For tough jobs in hard to get at places. 
5. Packed on 3 color disposable display card for more sales. Use it and 
throw it away. 
al a ga sft Sell the ALLWAY SUPER...another member of the ALLWAY TOOL family 
on 45° steps covering 180 which includes the famous ALLWAY HANDY and ALLWAY MASTER saws. 












Sales Builder 
Three Color 
Disposable 
Display 


Znee 


Packed in Individual 
Shipping Carton 




























Used as mitre rule edge 


Mork and cut 


ALLWAY MANUFACTURING CO. 


2061 BRONX STREET * BRONX 60, N. Y. Sales Representatives 


JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. * NEW YORK 8, N. Y. 
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Extra Wide Boring Range 
Extra Low Price 


Snell’s NEW BOR-ALL Kit means sales at first 
sight to home owner, hobbyist and craftsman. Kit 
includes five wood boring bits: 1/4”, 5/16”, 3/8”, 
and 7/16” genuine Snell Solid Center Auger Bits, 
PLUS one #100 Snell Simplex precision made 

xpansive Bit with two cutters. Extraordinary range 
in 16ths: 1/4” to 1-1/2”. Every piece shines with 
Snell’s new SUPER-GLEAM FINISH. Packed in dur- 
able plastic covered roll. Available immediately. 


Suggested 
Dealer Cost 


Sul a 





re. Co. 
WORCESTER, MASSACHUSETTS 


eS FISKDALE, MASS. | 
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WITH THE THROW-AWAY 
FUEL CONTAINER 


INSTANT HEAT AT 2200F 











Something new—every home owner—every farmer—every 
workman will want this new, easy-to-handle PREPO Torch. 
Every sale means repeat orders for fuel containers. 
FEATURES 
@ Throw-away fuel container. No dangerous handling 
of bulk fuels. Just slip in a full container of Prepo fuel. 
The container becomes the tank of the torch. 
@ Clean, odorless, instant heat. No pumping—no prim- 
ing—no pouring. 
@ Tool box size—11 in. high, 4 in. in 
diameter. Weight 1/2 pounds. 
@ Just open the valve and light. 2200°F. 
flame suitable for flowing silver solder. 
@ May be used in any position —in- 
doors or out. 
@ Long life—hours of burning time in 
a single container. 
@ Safe—thousands in daily use. 
Ask Your Jobber or Mail the Handy Coupon 


LIST PRICE 


























FOR PAINTERS 
( Please send me further information on the new PREPO TORCH 


aeeenanad YW * with the Throw-away Fuel Container. 


STANDARD MODEL STOCK NO. TP-2 





PRESSURE PRODUCTS CORPORATION 
140 NORTH DEARBORN CHICAGO, ILLINOIS 
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/ low-Priced 
A GLASS ROD 


was > Phe 
Now °795 


Here’s the glass rod buy 
of the year! Practically 
indestructible, with 
lithe, live action the 
unsurpassed. Hundreds 
of thousands of tiny 
strands of glass fibre, 
bonded, molded and 
ground to H-I’s exclu- 
sive pattern. 


MOHAWK — 5’ solid fibre glass 
bait casting rod. 






























ARE 
NEWS! 


... And Here's A Sure-Fire Way 
To Tell Your Customers 





(Dealer Imprint) 





These ad mats—and others—tell the story of H-I’s price 
reductions . . . the season’s best fishing tackle buys. 
They tie in with H-I’s outstanding national advertising 

. establish your store as the place to go for the tackle 
fishermen have been reading about. They're free for 
your use, 


WRITE for details on H-I’s especially attractive mer- 
chandising proposition. We'll include a mat sheet. 


HORROCKS -IBBOTSON CO. 


UTICA, N. Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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GAS SPACE HEATERS 


Sell Easier for 
Better Dealer Profit! 


Silent Sioux dealers will have the biggest year yet .. . with 
the Silent Sioux “anniversary line" of gas space heaters. 
Customers everywhere have been getting acquainted with 
these heaters . . . through national advertising in radio... 
newspapers . . . magazines. Your customers want these 
heaters!!! 


The Silent Sioux “anniversary line" of gas space heaters 
are the finest ever made. Some of the many features of 
30,000 B.T.U. GH-3049 illustrated are . . . 100% safety 
shut-off and pilot . . . built-in draft diverter . . . burner 
easily accessible from front... A. G. A. approved... 
uses natural, manufactured or L.P. gas . . . and cabinets in 
beautiful "Chippendale" period design. Also a 70,000 
B.T.U. model GH-7050, with same styling and optional 
fan. Priced for any budget. This will be a profitable 
year for you IF you are a Silent Sioux Dealer. 


|Special dealer helps . . . Point of Sale pro- 


motional material . . . National advertis- 


_ing... Will help you make this a big year 
_as a Silent Sioux Dealer. 


|Get acquainted with the Silent Sioux line today. 


Gas and Oil Space Heaters — Air-Conditioning 
Furnace—Conversion Burner Units. Mail coupon 
for full information at no obligation. 


Silent Sioux Oil Burner Corporation 
Dept. HA-60, Orange City, lowa 


Please send me full information about Silent Sioux heating equip- 
ment and exclusive dealer franchise. 


NAME 
ADDRESS 
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STATION WAGON 
sox—Tail gate may 
be raised and low- 
ered. The large box 
affords a good seat 
or carrying space. 
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FIRE TRUCK 


REAR CONSTRUCTION 
—Hand rails, rear deck 
x S$ and rear step afford 
a standing position 
or seat for second 
child. Strong wooden 
ladders are removable. 



































doar AIRPLANE 
eaters. 
od with PROPELLER MECHANISM | 
a —Propeller revolves as 
Re. /. unit is moved, simulating | ay 
+ these a real airplane. Steel \f\) -@ 
cable runs from the drive V on 
axle to the propeller shaft. % 
neaters N 
ures of WHEEL GOODS oe J 











safety 
burner 
Ms. «-s » , {fe Y 
inets in CHa ‘ 
70,000 
ptional ————EEE es are 
fitable 
pro- All three of these stylish variations of Mercury Juvenile Autos feature: 
rtis- 
year NEW, BALL-BEARING WHEELS—for longer life and easier rolling. 
Free see HEAVY STEEL BODIES & FENDERS—deep drawn for detail and realism. 
oda ~ FULL-COLOR ane | 
or ;-PAGE, Ft , FREE STEERING MECHANISM — permits easier steering and shorter turning. 
CATALO Gs 
Jupon Mt ry Wheel G IMPROVED UNDERGEAR— more power and more leg room; pedals 
Write for yoUrT™ adjustable for child's size. 
on or ‘ 
: FULL BALL-BEARING DRIVE—ball-bearing pull straps and axle for 
\ 
uip- easier Operation. 
r 
: Including the greatest mechanical improvements in our 26 years of leadership, 
the all-new Mercury line is the sales sensation of the 1950 wheel goods 
\ 
sansa market...For extra profit, stock and display the Mercury line right NOW! 
1950 





THE MURRAY OHIO MEG. CO. crevetanp 10, ono 
















Exclusive Process Brings You 


WOOD SCREWS 


That Are 


GUARANTEED 





100% PERFECT 





It’s a fact! A unique manufactur- 
ing process developed by Southern 
Screw Company, now produces 
% absolutely perfect screws. No chips. 
No blanks. No burrs. No refinished heads. 
Every box of Southern screws you sell con- 
tains a full measure of 100% usable fasten- 
ings. Think what this can mean to you in 
terms of satisfied customers and profitable 
repeat business! 


Southern wood screws are available in 
brass or steel, slotted or Phillips heads. 
Standard screws range from 14,” No. 2 to 
4”” No. 20 in steel and 4” No. 16 in brass. 
Specials are made to order. All Southern 
fastenings have sharp gimlet points and clear 
cutting edges. They are made of high sul- 
phur steel, to standard Federal specifications. 


And they are guaranteed 100% uniform and 
perfect! 


ie Write today for complete 
( SOUTHE oe f information and prices on 

the profitable Southern 
er’ line. 


\Serves the nation) 


™~ 


~ 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, N. C. 
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JOBBERS: 


ere “They fore! 


PACKAGED 


COUPLINGS 


Here’s the new, easy, convenient way to buy 
the famous “X-L’’ Quality Standard Merchant 
Pipe Couplings! All sizes from to 2”, in 
black or galvanized, are packaged—af no extra 
cost! 14", 14"", 34", 46" packed 100 to carton; 
34"" packed 50 to carton; 1’’ packed 30 to 
carton; 114" and 11!4"’ packed 25 to carton; 2” 
peked 20 to carton. “X-L’’ Packaged Cou- 
plings are easier to warehouse, easily identified 
as to size and quantity, facilitate shipping and 


stop couplings loss. Order yours today! Imme- . 


diate delivery! 


WHEELING MACHINE 
PRODUCTS COMPANY 


ELM GROVE STATION 


WHEELING, WEST VIRGINIA 
Factory ’Phone: ELM GROVE 3296 


HARDWARE AGE. JUNE 29, 1950 








neec 
out 


anch 


purr 


CAN 


HARDW/ 





uy 


ou- 
ied 
ind 
ne- 


> 


1950 





Cain sales are more profitable with the 
Campbell line because it is packaged for 
profit and easier to stock, display and sell. 


Campbell is the one source for all your chain 
needs—from dog leads to log chain, from tie- 
out chain to sling chains, from sash chain to 
anchor chain—chain for every need, for every 


purpose. 


Ask your wholesaler or mail the coupon 
today for complete information. 






ST 


——— 








CAMPBELL CHAIN Company 


York : Penna. 
HARDWARE AGE, JUNE 29. 1950 
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the Popular ch 























RL Foe ae — eo oe 
y CAMPBELL CHAIN CO. j 
i York, Pa. . 
§ Please send complete information on ' 
g CAM-PAK chain containers H-6-A §f 
; Chain merchandiser and chain cutter ' 
YOUR NAME 
FIRM NAME i 
§ ADDRESS . 
1 ory STATE . 
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GOLDBLATT MASON TOOLS 


HER 
AND 
BEA 

you 





QUICKER TURNOVER 
MORE PROFITS 
REPEAT CUSTOMERS 





Give YOU 
Give Your Customers'- GREATER VALUE 


LONGER WEAR 


\ 











( 
4 
| 
4 
~ 
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BRICKLAYERS’ AND 


: PLASTERING 
STONE MASONS’ JOINTERS TROWEL 


Seineei «= inant 





—— A 





BRICKLAYERS’ ij 
LEVEL There's a good reason why the JL-10 outsells compe- 
1 ee wae || tition. It's precision-made — better designed — better U 
looking. Made to attract and hold customers. 
Send TODAY for I 


Has all these important features — 






‘ 
i 
1 
ATTRACTIVE i 
DEALER DISCOUNTS : FREE @ Full-length, piano-type hinge. I 
1 © Reinforcing corner braces. € 
Goldblatt sells direct : ILLUSTRATED © Heavy, non-slip tubular V handle on Tote-Tray. 
to dealers, is there- CATALOG © Lifetime, roto polished, cast aluminum carrying : 
fore able to offer 1 Write for your 1950 copy of handle. i 
especially attractive : ee ee © Embossed design. 
dealer discounts. pen! ‘naiaae an ig aie e Extra-heavy nickel-plated draw-bolt. I 
1 masonry tools and supplies. bd Rugged corner irons. f 
} © Double edges for superior strength. \ 
Order TODAY from your jobber. 
JL-10 Specifications—I9" x 7" x 9". Packed in individ- ~ 
ual cartons. Shipping weight—I0 Ibs. 
Goldblatt Tool Company * Specifications subject to change without notice. T 





1920 Walnut Street 
KANSAS CITY 8, MISSOURI 






Wrilervloe VALVE SPRING 


COMPRESSOR CO. 


“Waterloo Powe THE STA 


HARDY 





FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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HERES YOUR BONUS CHECK, RED, 
AND ITS NOT PEANUTS. NOW YouU‘LL 
BE ABLE TO TAKE THAT FISHING TRIP 
YOUVE BEEN TALKING ABOUT. 


THANKS, BUT IM NOT THE ONLY ONE 
THATLL GET A BIG BONUS. PRODUCTION 
IS UP ALL OVER THE SHOP SINCE WE 
STARTED STANDARDIZING ON SHIELD BRAND 
CUTTING TOOLS. LOOKS LIKE A SHUTDOWN 
BECAUSE OF TOOL FAILURE Is A 
THING OF THE PAST NOW. 

















STANDARDIZE 


for greater production at less cost 


If fast, uninterrupted production will help your cost picture, 


specify Standard Shield Brand Tools. 


Foremost Quality— that reduces your cost—because of 
unexcelled design, material and workmanship. 


Reliable Performanee — that speeds your production. 
Proved because Shield Brand Tools are specified and used in 
every mass production industry. 


Complete Service Stoek—that saves your time. Over 10,000 


items carried in stock, supplied by warehouses in principal cities. 


For constant machine operation, with no delays because of tool 
failure, specify Standard Shield Brand Tools. Call your Hardware 
Wholesaler for prompt delivery. 


\TAN LD ARD |00 L (0. CLEVELAND 4, OHIO 


New York + Detroit » Chicago * San Francisco 
THE STANDARD LINE: Drills + Reamers + Taps + Dies + Milling Cutters + End Mills » Hobs « Counterbores + Special Tools 
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Sockets and Fittings 
Open End Wrenches 


Screw Drivers with 
Shock and Break- 
Proof handles 


Chrome Alloy Steel 
Punches and Chisels 


Forged Ball Pein 
Hammers 













Select Steel BOX WRENCHES 
Drop forged... 
A typical selected assortment of fast-moving Indestro Tools found on all 
popular Indestro boards. Tools here represent the three most popular series 
of box wrenches available: Long 45°, short 45° and medium 15° types. 


INDESTRO 064 f2 sence 


INDESTRO MANUFACTURING CORP,.,N. Kildare at Schubert, Chicago 39, Ill.,U.S.A. 


eae ted 


ay the PROFIT LEADERS 


on Self-Selling Indestro Tool Boards! 


Every Indestro Tool Board features the high-volume, 
high turn-over tools which mean fast profits and 
repeat business for you! When you display these 
popular tools on the inviting red-and-yellow boards, 
they'll move faster and, beyond that, every sale will 
lead to a chain of “repeats,” right down the complete 
Indestro farm-tool line. 

Here’s why: once a farmer or tractor mechanic uses 
one of these popular-type Indestro Tools, he'll buy 
Indestro from then on every time he needs tools. 
He'll prove to himself that Indestro’s rugged durability 
and unfailing dependability are right for the price 

. Tight for the job! 

Here’s how you get in on PROFIT-LEADER Business! 
Today, send for Indestro’s up-to-date Catalog No. 16 
and ask us for information concerning opportunities 
to obtain complete merchandising displays FREE! 


see omer erate inlets 













highly polished and brightly plated heads 





. This sign packs ‘em 


WATER SUPPLY ca SUPLY EQUIPMENT 








When you handle DEMPSTER, you sell EVERYTHING for farm 
Deep Well Jet Pumps © Centrifugal Pumps © Steel Tanks ¢ 


plumbing supplies. 


Beatrice, Nebraska 

















systems! Shallow and Deep Well Reciprocating Pumps ® Shallow and 


mills @ Irrigation Equipment ¢ Distributors of pipe, fittings and 


DEMPSTER MILL MFG. CO. 


in! whenever a new high line is con- 
Ss wane in your trade territory, 
scores of farmers start thinking 


line of water supply equipment. 


DEMPSTER products have been 
the yardstick a quality for over 
70 years. They are backed by 
strong national advertising and 
a dealer-proved dealer program. 
With DEMPSTER your store can 
be “water supply headquarters” 


Z about water supply systems for 
Liteaal the first time. They will come to 
f I D you as mew customers if you carry 
SO EMPSIL DEMPSTER, America’s complete 


















! 
for your whole area! slow Well 








Deep Well 
» Reciprocating 
Pump 

















water 





Wind- — 
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, label 


makes elective disolay 


You can be sure of an attractive, eye- 
compelling display when you stock car- 
tons of Bethlehem Bolts on your shelves. 
Because Bethlehem Bolts now come iden- 
tified by this neat-looking red-and-white 
label. What's more, the label is designed 
for easy reading, even from a distance. Its 
large, clear type reduces the possibility 


of error, either in store or stock room. 

What about Bethlehem Bolts? Théy‘re 
just as rugged and dependable as ever. 
They have the smooth-fitting threads, the 
straight shanks, and the easy-to-grip heads 
which are so much in demand. In fact, 
they're everything good bolts can be. 
Order a supply from your jobber. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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} LONGER 
OIL LENGTH 


No oil need be added 
even for Priming 
or Undercoating! 


Now, more than ever, Sheffield SUPER- 
KROME is the ONE aluminum paint that 
does the ENTIRE job! Covers wood, 
brick or metal in one coat with a bril- 
liant finish that lasts and lasts! A 
real profit maker and volume builder! 


AT NEW REDUCED PRICES! 










Covers Perfectly: 
© Industrial Roofs 
e Commercial Roofs 
© Residential Roofs 
© Barn Roofs & Silos 


Sheffield ALUMI-ROOF gives complete protection from sun, 
snow, rain and sleet because it has superior reflection, has 
a GILSONITE asphalt base that assures a lasting finish, and is 
economical as well as easy to apply! A little goes along way! 


AT NEW REDUCED PRICES! 
ts now at New 


‘Shettield 


ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS 





38 





















Improved Formulation 
That Gives UNPARALLELED 
ROOF PROTECTION! 








# Color Indefinitely! 







om 
Will Not ack 
or Peel — Durable 


Ye 
Will Not Cake or. 
Harden in Can 


ES 


+ 
Rust and Water 
Resistant 


NEW and improved... making it the 
greatest protective paint of all! Ex- 
ceptionally DURABLE because it contains 
o combination of specially processed oils 
and synthetic resins giving maximum 
flexibility and check resistance! And at 
NEW REDUCED PRICES! 









Ready Mixed ... Ready to Use... 
Will not tarnish jn the container! 





This is the smoothest flowing gold leaf finish 
that flows on just like gold leaf! Perfect for 
touch-up work and decorating needs . . . cover- 
ing wood, glass, leather, metal or plaster sur- 
faces. Suggest it for baby shoes, dancing 
shoes, frames, lamps, toys, radiators and a hun- 
dred other uses . . . and watch your sales grow. 





Write today for catalog of 





T CORPORATIO 


on Sl ee ee ee 


more than 40 Sheffield Fast Sellers... and Price Lists —— 
es 
too t 








HARDWARE AGE, JUNE 29, 1950 











HARDW/ 





ing it the 
Fall! Ex. 


t contains 
sessed oils 
naximum 
! And at 





Use... 
tainerl 





1950 














] 
| LIBBEY OWENS-FORD 





For Greater Window Glass Sales 


FLAG EM DOWN 
With This Illuminated Sign 


This attractive indoor illuminated hanging sign fairly shouts, 
“Look, mister—we're glass headquarters, handling nationally 
advertised L-O-F Glass, the finest that money can buy .. . Better 
get those panes you need now—here”. 

Cut yourself in on a bigger share of this business. Use this red, 
white and blue L-O-F sign as a starting point for an attention- 
getting, cash-register-ringing display of L‘O-F Window Glass. Sell 
more putty, putty knives and glazing points, too. 

And of course you'll want a good stock of the easier cutting 
L-O-F Window Glass. For advice on what quantities of the fastest 
selling sizes to stock, call your nearest L-O-F Distributor. He'll 
tell you how you can get your sales-byilding illuminated L-O-F 
sign, too. Libbey-Owens-Ford Glass Company, 1465-B Nicholas 


Building, Toledo 3, Ohio. 











LIBBEY:> OWENS - FORD 
aGjedl Name GLASS 











Act Now! 


Use this coupon to get full 
information on how you can 
obtain this illuminated sign. 
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IMPORTANT: Mail this coupon to your L-O-F glass distributor 

Please give me details on how | can obtain my L*O*F illuminated hanging 

sign. 

COMPANY NAME__— — — 
(Please Print) 

STREET ADDRESS _ 7 


oe POSTAL ZONE STATE 


eee 


Bava W............—. Se — 
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There’s a mighty good reason 
for nation-wide comment. . 
BECAUSE — 


PITEGOFF IS BIGGER 
and BETTER THAN EVER 


We are highly flattered and thankful to 
Jobbers and Dealers everywhere who 
always place their faith in PITEGOFF 
integrity 


TOP QUALITY 
LOWER PRICES 
LOWER INVENTORIES 
QUICKER PROFITS 


Keep talking about PITEGOFF Brushes. 
They’re worth talking about. Remember 


that 
AINTERS 
REFER 
ITEGOFF 


Complete line of Nylon and 100% Pure 
Bristle Master Painter Household and 
Artist Brushes. 


PITEGOFF BROTHERS, INC. 


320 VAN BUREN STREET 
:} tole) 45 4. iy a ra, Fae & 


Makers of Quality Brushes 
_.. for TWO GENERATIONS... 
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FOR ALL ae rt 
AND CAULKING P 


eho AND LONGER iasring 


Glazol is not only an improvement over putty but creates new standards for elastic glazing compounds. 
Glazol remains soft and pliable, will not become brittle, assures a durable job under all types of weather 
conditions. This lasting flexibility of Glazol prevents glass from becoming loose due to vibration and 


insures protection against moisture and heat loss. 
Glazol remains “‘intact"’ in the can—is ready for use—eliminating the usual mixing of oil out of solution 
as required with putty. 


The excellent surface drying of Glazo!] permits immediate painting without the danger of bleeding. 


‘‘TROUBLE-FREE PERFORMANCE" makes it easy for you to build a profitable 
business with U=G~-L's 34 dependable products. For further information 


write to — 


UNITED GILSONITE LABORATORIES 


SCRANTON - PENNSYLVANIA 
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No: 174-P 
) 


\ 


“UTILITY” 


4 Savery Rott Can Opener and Bottle 


Opener with 


@ Here’s the new Vaughan 
chrome plated can opener that 
sells on sight. Bright red plas- 
tic handle, plus “safety roll’ 
feature, makes it a must for 
colorful kitchens. Effortless 
and safe to use, it rolls the edge 
smooth as it holds and opens 
square, round or oval cans. 


plastic handle 





Automatic spring adjustment 
prevents binding or slippihg— 
holds can securely for pouring 
preheated contents. 

Made of heavy gauge steel, 
brightly chrome plated, with 
molded plastic handle. 
Individually boxed. Retail 
price—59c. 











' 
| World's Largest 
: Manufacturer of 
VAUGHAN MFG., CO. ! Bottle Openers 
3211 Carroll Avenue © Chicago 24, Ill. | and Can Openers 
Half-Century of Quality and Service ! 
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profits 2 


No. 952 five-piece 
matched set 


matched bathroom accessories 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 
CHROME, however, you have a beautiful line of 
bathroom hardware that just won’t take a back seat 

it practically sells on sight. In fact, WESCHROME 
may be the wedge needed to land the entire builders 
hardware order! Heavy, gleaming chrome finish, 
smart styling and many manufacturing “extras” iden- 
tify these units as having real quality...and they are 
budget-priced! Once again we say—don’t overlook the 
easy profits found in WESCHROME sales. Write for 
a full description of the WESCHROME deal today. 


WESTWOOD 222 






. 








3 ‘4 PR MANUFACTURING Co. 
Tt U | 1420 So. Evergreen Avenue 


Los Angeles 23, California 


Plenty of Prospects Waiting 


for this NEW Deep Well Pump! 








MYERS NEW 
Deeplift Gee 
Water System 


Chalk up another reason 
why business will continue 
to be better for Myers 
dealers! It’s the new Myers 
Deeplift Ejecto . . . for 
operation from well depths 
to 300 feet . . . new multi- 
stage pumping efficiency 
that offers multiple sales 
possibilities. Here’s the only 
pump of its type that 
handles large quantities of 
air without losing prime. Myers New Deeplift Ejectos 
Many other patented fea- 11, 2 ond 3 HP. All sizes use 
tures—PLUS Myers quality s2m* pets. All con be insoed 
construction — make the 

Myers new Deeplift Ejecto 

a cinch to sell, a further 
step ahead for Myers Sales 
leadership! Write for details. 




























successfully in crooked wells. 


THE F. E. MYERS & BRO. CO. 
Dept. $-60, Ashland, Ohio 


r 













MYERS 





Take Your First Step Now... For 


BIGGER:::: 


1951 
SPACE HEATER PROFITS 





WRITE TODAY 
FOR THE LATEST 


i 


FREE HEATER CATALOG 


Retails profitably for only $12.95... it's 
the most efficient kerosene space heater 
moade—and America's lowest priced unit. 


STOVE DIVISION, ERIE AVENUE & F STREET, PHILA. 32, PA. 





HARDWARE AGE, JUNE 29, 1950 














Rotary | 
individ 
priced 

Sizes ¥. 
mation. 


“Carboloy 


CARB 


11197 E. 























1950 





A completely new method 
of dust removal 


CARBOLOY y 
SWE OVUAL 
WEE aL 











OLD al 
Ordinary carbide m 
ry drills will drill to depth 
P of about 3 diameters of 
Sells on sight to any tip before stalling due 
customer. New principle __ to tightly packed dust. 
lifts out the dust ... 
permits continuous drill- 
ing . . . faster, easier, 
cleaner, deeper ... with- 
out stalling. 
Rotary drills any masonry. Packaged 
individually or in kits, competitively 
priced with ordinary carbide drills. 
Sizes %4” to 1”. Write for full infor- 
mation. 








NEW WAY 
“Carboloy” and “‘Live-Spiral’ are trademarks of Carboloy ‘‘Live-Spiral” 
the Carboloy Company, Inc. Drill will go all the way 


withou king; cleans 
CARBOLOY COMPANY, INC. | itt ftom toe continu 


11197 E. 8 Mile Avenue, Detroit 32, Michigan deeper. 





"'Stanho™ Taper Pins are milled from selected screw stock 
Recently added to the “Stanho” line are Centerless 
Ground Taper Pins—precision made with a total diam- 


eter tolerance of .0005—these are the finest obtainable. 





cn wn JLORSE NAIL’ CORP 


NEW BRIGHTON, PA 
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HOLESALER 


Sell entirely WFW. 
entirely D//ZALW/. . . - 
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OR ANY | 
‘SURFACE! ADJUSTO-SEAL 


A 
Coe 






BE FIRST in your area 
to get MORE SALES... 

BIGGER PROFITS... 
with ADJUSTO-SEAL! 


LOOK AT ALL THESE 
NEW SALES FEATURES 


® Sales-tested—sales-proved—by dealers! 





@ Outwears felt by many years—lasts as long as a 
good rug. /,000,000-stroke test left it good as new! 


@ Slides easily over carpet or throw rug—no 
dragging, no bunching. . 


@ Complete weather seal, regardless of uneven 
floor or rug surface. 


® Years of weathertight protection—at lower cost 
per year! 


WRITE, WIRE or PHONE 
fer complete information. 
Schlegel Mfg. Co., 278 N. 
Goodman St., Rochester 7, N.Y. 
MOnroe 0812. 





MANUFACTURING CO. 
ROCHESTER 2, NEW YORK 
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The unusual and distinctive effect created by the 
“Astra” design is made more dramatic by its 
7 


placement 7” from the door edge, as illustrated. 


This is made possible by the Schlage“long backset:”’ 


Schlage “long backset” locks are easy to install 
—have the dependable Schlage mechanism— 
proved by more than a quarter century in use. 
Do you have the new Schlage brochure illustrating 


“long backset”’ locks and designs? You may 
have your copy by sending for booklet No. HA-630. 


SCHLAGE 






oo FIRST NAME 


SCHLAGE 








created t yf 


Schlage “long backset’ 









Dramatic “Astra,” 


May be placed 5, 7, or 10 
inches from door edge, 
(longer backsets available). 


IN CYLINDRICAL LOCKS 


SCHLAGE LOCK COMPANY « Bayshore Boulevard, San Francisco * Empire State Building, New York 
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5_Point Program 
Boosts Appliance Sales 504 





A\pruiances con- 
tribute a solid 50 pct of the 
gross revenue at Wymore’s 
Household Hardware Co., in the 
Country Club Plaza district of 
Kansas City, Mo. And there is 
every indication that the tempo 
of activity in this major league 
department will pick up even 
more in coming months despite 
increasing competition from ap- 
pliance specialty firms. 

In developing a lively appli- 
ance sales volume, Harry Warde, 
proprietor, who supervises activ- 
ities in this department, em- 
ploys aggressive appliance mer- 
chandising methods. His appli- 
ance merchandising formula is 
built around these five points: 


The Five Points 


(1) Advertising: 3 pct of the 
gross revenue from appliances 
is allotted for advertising, in- 
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cluding small display ads which 
have proved effective in funnel- 
ling prospects into the store. 

(2) A modern display layout 
located in a No. 1 spot at the 
front of the store: Merchandise 
is arranged on the principle that 
it must be out where it can be 
seen. 

(3) An informed sales staff: 
Salesmen, including the two- 
man outside crew that follows up 
on store leads, know the entire 
product story. 

(4) A _ clean-cut policy on 
trade-ins! Trade-ins are ac- 
cepted at a straight 10 pct of the 
list price of the new appliance. 
The trade-in disposal problem is 
minimized by setting up attrac- 
tive displays of used merchan- 
dise after it has been complete- 
ly renovated. 

(5) A rental service on used 
refrigerators and washers. 

Because Henry Warde’s back- 
log of experience includes 15 
years as sales manager of the 


© A 3 pct advertising budget 

@ Eye-catching display up front 

@ Salesmen who know the full 
product story 

@ Clean-cut trade-in policy 

@ Offer used refrigerators 
and washers for rent 


electrical appliance division of 
a big wholesale house, he knows 
this field. He believes a hard- 
ware operation with its steady 
flow of homeowners is a natural 
for appliances if this depart- 
ment also employs good outside 
salesmen. 


Can't Overlook Appliances 


Nobody can overlook appli- 
ances at Wymore’s. The big de- 
partment, complete in every re- 
spect with a well-rounded $20,- 
000 appliance inventory is 
“show-cased” up front in a 25 
by 30 ft. setting so customers in 
other sales departments are ex- 
posed to this merchandise. All 
appliance models are plugged 
into power lines for demonstra- 
tions. 

“My men are tuned to do a 
real job of selling,” he added, 
pointedly, “by stressing why the 
refrigerator is a good buy, that 
it saves time and money, cuts 
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Appliance salesmen are well-rehearsed in the full product story and are 
trained to tell customers why a refrigerator is a good buy and to point 
up the advantages of selecting a larger model 


down food losses by keeping left- 
overs. They point up the prac- 
tical advantages of selecting a 
large box. Most of our custom- 
ers buy the 9-ft. size since we 
emphasize that even if it is too 
large for their current needs, 
their families will probably 
grow up to it. 


Housewife Has Problems 
“Every housewife who buys 
appliances has prublems. Should 
the refrigerator have a_ de- 
froster across the top? Should 
it be a one or two-door job? A 
gas or electric? Should she put 


it on the back porch or in the 
pantry ? Secoming genuinely 
interested in her problems and 
helping her work them out sat- 
isfactorily is a vital phase of the 
salesmen’s job.” 

Yeoman door-to-door work by 
the two outside salesmen has 
been a big factor in the Topsy- 
like growth of volume in the ap- 
pliance division. Employing the 
same informative type of selling 
as inside salesmen, the outside 
team makes at least five calls 
daily on new homeowners in 
searching for sales leads. 

“Use the users” is a Wymore 


selling slogan. The men make 
periodical calls on customers in 
angling for new business be- 
cause if treated properly, the 
satisfied customer is a_ ripe 
source for new business. 

Appliance salesmen receive a 
straight 10 pct commission on 
sales. Although he has experi- 
mented with other compensa- 
tion plans, straight commission 
appears to Mr. Warde to provide 
the best sales incentive. When 
prices are slashed on _ special 
traffic-building offers, salesmen’s 
commissions are dropped to 
3 pet. 


Salesmen Responsible 


Salesmen assume full respon- 
sibility for disposal of trade-ins. 
When $50 worth of used mer- 
chandise is taken in on a new ap- 
pliance listed at $300, commis- 
sion is paid only on $250, but 
when the salesman sells the 
trade-in he is rewarded with the 
straight 10 pct commission. 

By completely revamping all 
used merchandise and display- 
ing it appealingly in separate 
quarters in the basement, and 
by running frequent “specials” 
on trade-ins in display ads in 
The Kansas City Star, the firm 
moves this merchandise out 
almost as soon as it arrives from 
the repair shop. 

“We’ve also had signal suc- 
cess with a rental service on 
used merchandise,” remarked 
Warde. “We receive from $5 to 
$7 monthly for refrigerators and 





Wymore's, the only hardware store in the Country Club Plaza district of Kansas City, Mo. 
Major appliances, in a complete range of top labels, count for 50 pct of its gross volume. 
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Wymore's major appliance department adjoins the housewares displays, one of the greatest 
traffic builders. More than 60 toasters and waffle irons were sold as 1949 Christmas gifts. 


washers that have been accepted 
as trade-in plus a_ delivery 
charge determined by the rental 
customer’s distance from the 
store. 

“A rental plan is especially 
attractive to low-budget people, 
including young married couples 
starting out on slim salaries. 
Rental customers are good pro- 
spective buyers of new merchan- 
dise. We keep these customers 
happy by checking this equip- 
ment periodically to see if it is 
functioning properly. And, of 
course, these check-up visits pro- 
vide us with an opportunity to 
see if they are ready to buy.” 

This Missouri dealer puts a 
lot of stock in small newspaper 
display ads. As attention-get- 
ters, ads are frequently head- 
lined with slogans such as “We 
Got Our’s at Wymore’s.” A 
mailing file of 3,000 names and 
addresses of members of country 
clubs, Plaza luncheon’ groups, 
women’s clubs, and new home- 
owners’ lists, is regularly circu- 
larized with manufacturers’ and 
distributors’ literature. 

The completely-stocked store, 
the only hardware outlet in the 
nationally-famous Plaza _ dis- 
trict, boasts a $45,000 total in- 
ventory, in housewares, paints, 
glass and tools. At the back of 
the 30 by 120 ft. layout is a key- 
cutting service and a watch re- 
pair shop. 
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“You’d be surprised,” says 
Harry Warde, “how many cus- 
tomers the watch repair and 
key shop propel into the store, 


and how many stop en route to 
these departments to examine an 
appliance and wind up placing 
their orders.” 


Colorful Display Features Shakes 


RNST HARDWARE CO., 

Seattle, Wash., stocks and 
successfully merchandises light 
lumber. Recently. this display 
was used to feature shakes—in 
various shades: light gray, 
coral, bamboo, light brown, dark 
brown, light green, dark green, 
tile red, lime, dark gray and 
white. Two walls were covered 
with different shades of shakes. 

The window with artificial 
grass floor had a sign which 


stated, “Shakes for beautiful 
side walls—charming appear- 
ance, economical, long life.’ An- 
other card advised, “For an 
average five-room house, $571.” 
A good display of shakes and a 
wide variety of stains shown on 
the mezzanine, carried the mer- 
chandising program further. 
The company offered to arrange 
for easy payment terms and dis- 
tributed pamphlets showing the 
many uses for shakes. 


SHAKES 
tor Beautiful 
Sidewatls 





Many a passer-by saw this display, stopped and purchased. 
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Farmers appreciate the convenience of this back door, particularly when it comes to 
loading bulky items on their trucks. Mr. Tanner is the tall man next to the truck. 


How's Your 


Our front end operation did not 
appeal to many of our farm cus- 
tomers. That is, our farm trade 
coming in direct from the field, 
soiled and sweaty.” 

Dressed up for shopping the 
farmer and his family enjoy 
shopping in the remodeled store. 
The women folk especially like 
the large gift department, and 
they patronize it. 

“But,” says Mr. Tanner, “the 
dollar volume comes from mer- 
In the Farm Shop the customer has time to chandise that doesn’t lend itself 


listen to the salesman explain how to get to beautiful surroundings and 
the most service from the items he shows. display.” 





Used the Back Door 


~ New, modern fixtures were also It was apparent that many of 
ECENTLY Parker- installed to harmonize the in- the farmers were shy and diffi- 
Astin Hardware Co., Bryan, terior with the exterior. dent about coming into this 
Texas, remodeled its store. The “And, then,” says H. H. Tan- beautiful store. Self conscious 
front is modernized with pale ner, store manager, “we ran about their appearance, they be- 
green tile with red trimming. headlong into a serious problem. gan using the back door, avoid- 
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The remodeled front of the store features open-back windows with one exception. The 
entire two-story section is given over to gifts. Appliances are in the store's center. 


Back Door Volume? 


Modernization appeals to townspeople but not to 
. . farmers in old clothes. Parker-Astin took a cue 
ing the gift department and the from back door purchases by the farm trade and 


women shoppers. ; 
“Qelgtnally,” Mr. Tauner ox- made a special Farm Shop entrance from the rear 


plains, “our rear entrance led 
directly into our warehouse, and 
the warehouse led right into our 
store. So we overhauled our 
warehouse and now call it The 
Farm Shop.” The Farm Shop 
stocks plumbing accessories, 
water systems, chain, rope, 
greasing and oiling equipment, 
bolts and nuts, mule and horse 
harness, fencing, post-hole dig- 
gers, etc. “While we make a 
strong bid for the city trade,” 
said Mr. Tanner, “we don’t over- 
look the farmer. We make an 
effort to court his business.” 


Visual Education 


Just recently, in co-operation 
with an oil and grease concern 
Mr. Tanner arranged for a visual Mr. Tanner shows electric water systems and other equipment to a prospect. 
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education program on lubrica- 
tion problems with the coopera- 
tion of an oil and grease com- 
pany, which provided the films 
and a barbecue and beverages. 
Attendance, at this the first ven- 
ture of its kind for the store, 
was on personal invitation and 
attracted more than 100 farmers. 


Created Goodwill 


“The whole deal,” says Mr. 
Tanner, “cost us around $125. 
And we got our cost plus, back 
immediately. In addition we 
created a lot of goodwill for our- 
selves.” More recently he ar- 
ranged for a similar program 
with the assistance of a paint 
company on its insecticides, and 
used both radio and newspaper 
ads to invite the general public. 
“The results and the enthusiasm 
from our first program of this 
type encourages us to think 
along broader lines. But we 
wanted to feel our way on our 
first program . .. and kept it 
limited,” says Mr. Tanner. 

According to Mr. Tanner, the 


hardware dealer needs a full and 
complete stock in order to round 
out his operations. “There is no 
point overlooking one phase of 
the operation at the expense of 
the other,” he said. “‘Departmen- 
talizing the store ... where your 
patronage is so decidedly varied, 
isn’t the complete answer. We 
have found that farmers in all 
income brackets, and all ages, 
are sensitive about their own at- 
tire when in close contact with 
well groomed people. This is not 
speculation ... nor does this in- 
formation come from observa- 
tion; the farmers themselves 
have commented on it. And we 
don’t consider it sound business 
to beckon one type trade and 
fend off others... nor to cater 
to the farmer and his family 
only when they are in town to 
shop. We want the farmer to 
feel at ease, regardless of his ap- 
pearance during working hours.” 

The back door provides the 
farmer with still another out- 
standing advantage. He can 
drive his truck up to the door 


without parking worries, load 
up, and be gone. 

“And this prevents us strug- 
gling through the store with 
heavy, cumbersome’ merchan- 
dise,” said Mr. Tanner. 


Can See Related Items 


Another point in favor of the 
backdoor operation is that all re- 
lated items can be seen by the 
backdoor customer without 
searching the various front-end 
departments. A good many im- 
pulse items are displayed here— 
but the majority of the larger 
items require many questions. 
And the sales clerks here are not 
anxious to get through with a 
customer in a hurry so that they 
can go to a customer impatiently 
waiting to make a small pur- 
chase. 

“And don’t think the farmer is 
going to be offended by being 
offered back door privileges. Re- 
member he doesn’t have to use it. 
He has a choice... . and 99 out of 
100 very much prefer to use the 
back door” says Mr. Tanner. 


Simple Display Sells Fishing Tackle 


peptone display facilities 
for fishing supplies have been 
achieved at the Adam Kroner 
Co., La Crosse, Wis., by a few 
easy-to-make display boards, 
plus the installation of small 
spotlights in an old glass show- 
case. 


Individual fishing supplies 


have been attached to long strips 
of plywood, which in turn have 
been placed at an angle in the 
showcase to give the prospect a 
better view of the merchandise. 
The center shelf, holding arti- 
ficial bait, has also been tilted. 
At the top of the case small 
spotlights, made in the store’s 





This special fishing tackle display is made out of an old glass case. 
Plywood display panels at bottom are tilted as is the center shelf. 
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shop, have been placed where 
they throw plenty of light on the 
items displayed below. 

The entire display calls atten- 
tion to the case and its contents 
and many sales are made. The 
plywood display panels have 
numbers below each item, so that 
the sales clerk can take those se- 
lected from stock. And if the 
panels need removing, they can 
easily be pulled out of the case, 
for they are put in the display 
positions by sections. 

An arrangement like this, ac- 
cording to the store manage- 
ment, permits customers to look 
over the stock without handling 
it. The display stock is kept 
orderly and therefore is more 
appealing to the trade. Finally, 
the case is so well lighted that it 
gets an inspection from most of 
the store traffic. 

Other sporting goods items, 
such as guns and ammunition, 
baseball and other equipment, 
are kept at a nearby wall loca- 
tion and can easily be inspected 
by interested prospects. 

The Kroner firm is located in 
an area where there is both win- 
ter and summer fishing, there- 
fore the panel board displays are 
kept in the case most of the year. 
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Wer makes a suc- 


cess of a gift shop? 

According to James Craig, 
manager of the Sparks Hard- 
ware Co., 607 Main St., Van- 
couver, Wash., it’s a gift stock 
large and varied enough to ap- 
peal to all ages and both sexes 
and to remember that everyone 
warrants a gift sometime dur- 
ing the year. 

Since most gifts are bought 
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To Sparks Hardware Co.—the largest gift center 

in Vancouver, Wash. The lure is large and varied 

stocks as well as big newspaper and direct mail 
promotions help build business. 


by women and most gifts are for 
women, the store’s large stocks 
have been selected to appeal 
most to the ladies. From there 
it’s a natural step to go after 
the bride’s trade. 

Newspaper advertising makes 
the main bid to get brides into 
the store but ad copy is not on 
a direct solicitation basis. The 
Sparks Hardware operates the 
largest gift shop in town, a fact 
that a consistent newspaper ad- 


vertising program keeps con- 
stantly before the public eye. 

The store devotes a big per- 
centage of gift sales to advertis- 
ing. This consists of newspaper 
ads in the local paper and a 
weekly ad in the Portland 
papers. Such advertising is 
especially effective in June and 
December. 

Some piece of direct mail also 


Mrs. Jan Gordon, head of the 
gift department displays a $650 
lace tablecloth to an interested 
patron. 
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An unusual section for a hardware store gift department is the “Watch 
Alcove" which carries the standard lines of men's and women's watches. 


goes out with every monthly 
statement and radio was tried, 
but not found suitable to the 
business. 


Records Kept 


When brides and other cus- 
tomers select their tableware 
patterns from among a large va- 
riety in china, crystal and silver, 
their names and addresses are 
entered in a record book, and the 
number of pieces and the pat- 
terns bought are noted along- 
side. The notation also includes 
the date of marriage, anniver- 
sary, and birthday. Thus the 
store knows just how every pa- 
tron stands in regard to her 
purchase and when a pattern is 
to be discontinued, or a new item 
in the pattern is introduced, the 
customers holding the particu- 
lar pattern can be advised of the 
fact. 

The gift shop is an entirely 
separate room, with its own en- 
trance and window, and is con- 
nected with the hardware sales- 
room by a big archway. The 
greater part of the wall space in 
the long department is devoted 
to tablewares—crystal on one 
side, china on the other. 

An extensive line of Spode is 
carried as well as other English 
cups and saucers. The balance 
of the line is in domestic wares, 
franciscan being especially 
prominent. Some Swedish 
crystal is also stocked and do- 
mestic lines make up the ma- 
jority of the crystal lines in the 
store. 

“We have stocked silver plate 
for years,” says Mr. Craig, “but 
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only recently have commenced 
handling sterling. Quite a good 
portion of our newspaper adver- 
tising is now devoted to promot- 
ing this line. We are also well 
known for our linens, stocking 
both the gay peasant cloths for 
informal entertaining and some 
of the finest hand made lace 
cloths. A set recently on display 
on a table in the front of the 
shop is valued at $650. We have 
only occasional calls for such 
luxury items, the average gift 
shopper, of course, seeking more 
popularly priced gifts.” 

Every square foot of wall 
space is used for display of pic- 
tures, mirrors, plaques, and 
panel hangings. Most of the pic- 
tures are of the gold frame type 
and are displayed on the walls 
above the open china cabinets. 
Mirrors, being mostly frameless, 
are shown on the walls above the 
crystal display arrangements. 


The Watch Alcove 


A somewhat unusual line for 
the average gift shop, is the 
“Watch Alcove,” near the en- 
trance of the Sparks Gift Shop, 
where a popular line of stand- 
ard watches for men and women 
is carried. There is also a spe- 
cial section for baby gifts and 
a section for men’s gifts, featur- 
ing hospitality items in particu- 
lar. 

The gift shop—save for the 
watch section—is staffed en- 
tirely by women, as they seem 
best suited to the selling of gifts. 
Mrs. Jan Gordon is in charge. 
She has a wide knowledge’ of 
tablewares and art wares, and 


frequently gives talks before 
different women’s organizations. 
Miss Gladys Berg has charge of 
the store and window displays. 

The shop has two large win- 
dows, and the contents of each 
is changed every week, so there 
is always something new to 
catch the eye. Attractive signs 
on all of the tables also do much 
to arouse interest. 

For example, in the midst of 
a large display of teacups and 
saucers, was the card “Show 
your friendship by giving 
friendship cups.” Other cards 
suggested “Gay ribbons for gift 
wrapping,” “Hot weather aids— 
Beverage sets of sparkling glass 
or cool silvery containers, ice, 
and a cool breeze,” “A favorite 
of all men and women—ties and 
scarves,” and ‘“Let’s have a 
party—Here are the party ac- 
cessories.”” These accessories in- 
cluded linen and crepe paper 
lunch cloths, gay pottery, place 
cards, stemware, and gay table 
decorations.” 


Handy Rack Helps Sell 


Razor Blades 


HIS plywood razor blade rack 

measures 20 in. high and 2% 
ft. wide and is the means of a 
good volume in these items at the 
McNamara Hardware store in 
Schuyler, Neb. Located next to 
the wrapping table this rack is 
the cause of numerous impulse 
sales and it is not unusual for 
men to buy several packs of 
blades at a time. Razor blade 
sales turned sharply upward 
when an employee of the store 
made and installed the rack about 
a year and a half ago. 








Razor blades are easy to get at, 
a fact that helps promote sales. 
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1—The Post Hardware, 23-40 Fulton Ave., East 
Meadows, Long Island, N. Y., is a community store 
in a community shopping center on a busy 
highway. Come spring and the first step toward 
bettering spring sales is this attractive 
gardening display window. 


2—The follow-up to spring and summer sales 
is just inside the store where this display of 
lawn furniture greets the customer. The market 
potential lies in the hundreds of newly built 
homes in that part of Long Island and the huge 
Levittown development just a few miles away. 
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3—The third sales punch is this attractive 
display of fertilizer and seed—right up front 
where it can't be missed. The Post Hardware is 
one of the new hardware sfores that have 
sprung up on Long Island and neat displays 
keep the store right up with competition. 


4— Arthur Guterding, Post Hardware's proprietor 
stands behind the wrapping counter. His large, 
well stocked paint department is a “natural’’ for 
making companion sales. When gardening time 
rolls around, it's time to paint-up and clean-up 
things around the home. 
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Guy Griffin, salesman, shows how 
easy it is to display rubber 
washers on "L" hooks in an ar- 
rangement that makes size and 
type selection simple. There is no 
clutter and confusion; no waste 
motion in making a sale. White 
discs are the price-markers. 
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Better Display 


Modernization of display methods at Imperial 
in a doubled sales volume in many departments. 
In this Hardware Age Photo Tour of the store are 
make it easier for the customer to see the merchan 


oOo 0 


Modernization was a home- 
made undertaking under the 
supervision of W. H. Frobes, 
manager of the Compton 
Cal., branch of the Imperial 
Hardware Co. Display panels, 
such as these, hide the former 
jumble of stock arrangement 
behind neat displays of sam- 
ples. From these, it's easy for 
customer or salesman to pick 
the exact item and size. 
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Results in Better Sales 


Hardware Co.'s Compton, Cal., branch, resulted 
The work was entirely a home-made undertaking. 
shown the new displays being used by Imperial to 
dise and easier for the salesman to handle a sale 












o oO 


Taking a lesson from fine jewelry 
stores, Mr. Frobes uses grey cloth 
to set off and accent the sparkle 
of crystal items. The cloth is easy 
to keep clean. By cutting it larger 
than needed and folding under 
the extra material, it permits dry 















Here the backboard for the kitchen- 
ware display counter sets off a display 
of can openers in a manner that invites 
customers to try them in action. Because 
they are fastened to the display, pilfer- 
age is minimized and the salesman 
doesn't have to be in constant attend- 
ance for a small unit sale. 
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cleaning and re-use. 





This home-made cutlery display 
was one of the factors that 
doubled sales of cutlery items. 
The arrangement gives each item 
its due display value thus speed- 
ing self-service selling and also 
impressing customers with the 
size of the stock. These and simi- 
lar displays gave the store its 
best December in its history. 


Half of the store's tool customers are 
women. They didn't put down their tools 
at the war's end but continued to use 
them as a hobby in copper work and 
even in making fishing tackle boxes. 
Top-of-ledge spot displays, such as this 
above the tool display, for tool kits 
suggest tie-in sales. Several such spots 
for different departments have been put 
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at various points about the store. 


Mr. Frobes also designed this display 
at the right for kitchenwares. Here the 
long backboard sets off an extended 
long array of kitchen tools for quick in- 
spection. Items are suspended on 2/16, 
6-in. stove bolts, double nutted, with 
heads cut off. Prices are marked on the 
handles. 







For every item featured on the door panels, 
shown at the left, additional stock is stored be- 
hind the panels. Panels are '/2-in. plywood and 
by making them 2 by 4 ft, full use was made of 
4 by 8-ft plywood sheets. All items are price- 
marked, an invaluable help to new salesmen. 
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24-Hour Windmill 


System Service 


Witeescese and 


water pumps are excellent vol- 
ume builders and profit items 
at the E. S. Jorgensen Hardware 
& Plumbing store, 212 Poyntz 
Ave., Manhattan, Kan., where a 
two-man crew is constantly busy 
servicing more than 500 water- 
pumping units of various types 
in this rich beef raising, dairy 
cattle and agricultural area. 


More Than 200 Serviced 


The Jorgensen firm has sold 
and is servicing more than 200 
windmills in this region, and 
also 300 farm well and water 
systems for homes and barns, It 
has built a fine business along 
these lines for many years, ac- 
cording to Fred B. Larkin, man- 
ager. 

Most farms in the Manhattan 
area, as in other Kansas regions, 
comprise 820 or more acres, 
much of it hilly, but excellent 
for grazing. Cattle raised for 
beef purposes require plenty of 
good drinking water, and this is 
where a windmill comes in very 
handy, according to Mr. Larkin. 

A windmill installation, includ- 
ing a drilled well of 75 to 100 ft. 
depth, pipes and watering tanks, 
costs on an average of from $350 
to $700. Some farmers have two 
or three such windmill installa- 
tions on their lands. A single 
windmill will usually supply all 
the water needed for 300 head 
of cattle. 

Some of the windmill instal- 
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and Water 
Helps Sales 


Whether it's windmills or pumps, Jorgensen's is 
really in the water supply business. It services 
more than 500 farms and tarm area homes 


lations are equipped with sec- 
ondary watering tanks, several 
hundred feet distant. In such 
cases, by means of float valves, 
the windmill keeps both tanks 
filled with water. In some in- 
stances piping to secondary 
tanks runs under roads, with 
the second tank in a field across 
the road. One windmill installa- 
tion made recently by the Jor- 
gensen firm on a dairy farm of 
the Kansas State Agricultural 
College fills a large hillside res- 
ervoir, which in turn supplies 
water to several nearby water- 
ing tanks for dairy cattle. 
With water tables falling in 
Kansas and many other middle 
and southwestern states, quite 


a few ranchers and farmers are 
finding that proper windmill in- 
stallations solve their water 
problem for out-in-the-field op- 
erations. Because many of the 
beef and dairy cattle spend much 
of the time in pasturage loca- 
tions, windmill installations in 
those pasturage areas help farm- 
ers to cut costs considerably. 


Knows All Angles 


When a windmill is sold by 
the Jorgensen firm, it is assem- 
bled at the store’s warehouse 
and then hauled to the installa- 
tion point. S. A. Wells, who han- 
dles the firm’s windmill jobs, 
has been with the company for 
many years and knows all angles 





Fred B. Larkin, manager of the firm, second from right, his service crew and a 
table display of shallow and deep well pumps in the center of the store. 
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of the job. The windmill is 
erected on the site with the aid 
of pulleys, the well driller hav- 
ing previously prepared the well. 
Through a working agreement 
with a well driller, located in 
another town, the Jorgensen 
firm, is able to establish an erec- 
tion schedule for windmills it 
sells, and then puts them up 
whenever the customer wants 
them. 


Drilling Charges 

The well driller charges farm- 
ers $1.12 per foot for an open 
hole drilling, and $2.50 per foot 
for a steel casing 6-in. hole. 

So far as the servicing of the 
windmill installations is con- 
cerned, it is confined mostly to 
the spring of the year. In the 
fall, just before freezing, the 
farmers and ranchers’ usually 
drain the tanks and piping. In 





the spring, the Jorgensen crew 
goes out and gets the windmills 
into operation again, seeing that 
they are in proper operating 
condition. 


Lasts for Years 

“More farmers and ranchers 
in this area are going in for 
windmill installations,’ states 
Mr. Larkin. “Through such an 
installation they are insured of 
an adequate water supply most 
months of the year. A good 
windmill installation is very in- 
expensive to maintain and lasts 
for years.” 

In some sections of the area 
served by the Jorgensen firm, 
farmers and ranchers also have 
irrigation pumps located on 
creek and river beds for pump- 
ing water to crop lands. In other 
instances pipe is laid under- 
ground for conveying water to 


Windmill and pump crew talk over windmill installation 
and water tank problems on site with farmer-owner, left. 





S. A. Wells, head of the windmill and pump service, left, and his assistant. 
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distant fields for irrigation pur- 
poses. The Jorgensen firm also 
sells and services such equip- 
ment. 

The store maintains 24 hour 
a day pump repair service. One 
truck is equipped with water 
pump repair parts and tools, and 
the crew is ready to travel to 
any farm home in the area to 
put ailing water pumps back into 
operation. Because water is so 
important in the farm operations 
today, this round the clock ser- 
vice is truly appreciated by the 
farm trade. It is one reason why 
the Jorgensen firm is popular 
with farmers and gives it the 
opportunity to sell many related 
items. The firm has a large dis- 
play of plumbing items in the 
store. 

Many a farmer who orders 
and installs a water system in 
his farm home, is also in the 
market for kitchen and _ bath- 
room fixtures, as well as appli- 
ances. The Jorgensen firm, be- 
cause of its contacts with farm- 
ers on the water systems, usu- 
ally gets a goodly number of 
these extra sales and installa- 
tions. 


Reminds the Farmers 


“We make a point of con- 
stantly reminding farmers of 
the additional lines we handle,” 
says Mr. Larkin, “which brings 
added sales. The _ installation 
crew suggests kitchen and bath- 
room items to many of the farm- 
ers who have our pump service.” 

It is significant that one table 
in the store is devoted entirely 
to a display of various types of 
shallow and deep well water 
pumps. This display is adjacent 
to the main wrapping counter, 
and so most of the store’s traffic 
is sure to pass the water pump 
display. 

Through newspaper and di- 
rect mail advertising, the Jor- 
gensen firm also contacts nu- 
merous farmers and ranchers in 
the Manhattan region on _ its 
water pump and windmill ser- 
vice. Mr. Larkin believes that 
the firm will sell many wind- 
mills in 1950 based on sales al- 
ready made during the first 
quarter of the year. Each sale, 
too, he points out, represents 
an opportunity for the store to 
continue to contact the cus- 
tomer regularly and to eventu- 
ally sell him other merchandise 
and service. 
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Dolls, doll carriages and juvenile furniture are shown toward the rear. The wrapping 
table is in this area, a fact that causes customers to move toward this back section. 


Toys a Profitable Year ‘Round Line 


Youncsrers want 
and need toys the year ’round 
and so for the past six years the 
State St. branch of Wolff, Kubly 
& Hirsig Co., Madison, Wis., has 
catered to that demand. Recently 
the basement toy display area 
was expanded to 80 by 15 ft., by 
the removal of a wall in the rear 
and a greater variety of year 
’round sellers was added. These 
changes resulted in an immediate 
upward curve in top sales, a 
trend that is continuing. 

Taking the period from June, 
1949, to the end of December, 
1949, as a prime example, in- 
creases over 1948 volume ranged 
as high as 55 pct in August, 
1949. 

Here’s the score in 1949 
month-by-month comparisons 
from June to the big Christmas 

(Continued on page 80) 
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Branch store of Wolff, Kubly & Hirsig Co. expanded 
toy display space and increased its line in 1948. 
Upward curve in toy sales is still continuing 





Here is the front of the toy department. Major lines of interest to adults, 
clothes storage equipment and unfinished furniture also are in this section. 
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Cliff Elliott can tell this 
angler exactly what fish 
are biting in local waters. 
He is sure of his knowledge 
because he has tried all 
of them—and on the com- 
pany's time. 


Fishing Trips on Company 











. = a customer 


goes to Wilmington Hardware 
Co., 910 Avalon Blvd., Wilming- 
ton, Cal., and says, “I’m going 
fishing at Lake Henshaw; fix me 
up with some gear, will you?” 
it’s no problem to the sporting 
goods department staff. Either 
Dan Ferrell, manager of the de- 
partment, or Cliff Elliott, his 
associate, can give the customer 
just what he needs. They’ve 
been fishing there themselves. 
As a matter of fact, they’ve 
been fishing on company time! 
That’s why the people in Wil- 
mington, a town of about 21,000, 


know that Dan or Cliff will ‘fix 
me up” with the right gear. 

“Fishing or hunting on com- 
pany time pays dividends for 
us,” says Dwayne O. Larson, 
manager of Wilmington Hard- 
ware. His father, Leon Larson, 
founder of the business 27 years 
ago, and president of the firm, 
agrees with him. 

Back in the early 1930’s, 
Dwayne Larson took an interest 
in the sporting goods section of 
his father’s hardware store. He 
started with a 4-ft case of sport- 
ing goods items. 

“T learned early that 80 per 
cent of selling sporting goods is 
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Time Pay Dividends 


Sporting goods department accounts for 20 pct 
of store volume though occupying but 10 pct of 
display space. Dan Ferrell who is the manager 
of the sporting goods department, works with 
fishing and hunting parties to store's profit. 


talk,” says the younger Mr. Lar- 
son. “That means knowing what’s 
going on at the fishing and hunt- 
ing places, and what lures, bait 
or gear are bringing best re- 
sults. That’s why we believe it 
pays for our sporting goods staff 
to take an average of one day 
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every other week to go out fish- 
ing, or hunting during the hunt- 
ing season,” he added. 

Learning what the boys are 
using is the main reason for the 
growth of the sporting goods 
department. Today, Wilmington 
Hardware carries an inventory 


Flanked by displays of 
tennis rackets and fishing 
poles on one side and reels 
on the other, these 30 
guns are featured for all 
12 months of the year. 














COMPLETE YOUR HUNTING NEEDS 
BY CHECKING THE LIST BELOW 

CHECK YouR CHECK YouR 
NEEDS HERE NELOS WERE 

HUNTING LICENSE WATER. PROOF 

AND TAGS CLOTHIN 

RIFLEORS.G GLOVE 

: 8 ANC 

AMMUNITION | HOES 

GUN CASE ae = SAME BAGS 

GUN OfL 

AND GREASE | DEER SACKS n - 

CLEANING HUNTING 

ROO NIFe 

sania eames -— + 

GUN PATCHES 7 COMPRESS 

WIRE BRUSNES HEAT TABS 

HUNTING CaP hy 

WOOL SHIRTS NO GREASE 


woot COATS 


After Checking Your Needs Bi 
This List To 
WILMINGTON HARDWARE SPORTING 
GOODS DEPARTMENT 
910 Avalon Blvd Phone TE 4-525] 











Cards like this, of regular post card 
size, remind customers on the store 
mailing list of the approach of the 
hunting season and of the needs they 
should check by visiting the store. 
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An expert hunter himself, Dan Ferrell, manager of the sporting goods 
department, sells more than 200 firearms a year. His sales of acces- 
sories, together with the gun, averages $150 for every sale. 


of $20,000 in sporting goods. 
And this department produces 
about 20 pct of the store’s total 
retail volume. It does this in 
only 10 pct of the store’s space. 
The turnover in the department 
is three or more times a year. 

Last year, for example, Mr. 
Ferrell and Mr. Elliott sold more 
than 200 good guns. 

“The average sale, with acces- 
sories,” Mr. Ferrell says, “was 
about $150.” 


Arranges Trips 


Mr. Ferrell had taken a hunt- 
ing party from Wilmington to 
the elk grounds of Idaho. In 
addition, he’d made arrange- 
ments with packers and guides 
in the area for 20 or more local 
nimrods. In addition to personal 
fishing and hunting trips, Mr. 
Ferrell gets information by 
means of reports from fishing 
and hunting grounds. He gets 
these from resort managers in 
the area. 

There are two other impor- 
tant factors in the high-volume 
sales of sporting goods at Wil- 
mington Hardware. 

First, the store features a 
large selection of sporting goods 
the year ’round. At a time when 
most hardware dealers put their 
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guns away for another year, 
Wilmington Hardware is show- 


A Scoreboard for Rentals 


ITH service the drawing 

card for numerous hard- 
ware dealers, rentals play an im- 
portant part in the service plans 
of many. Here is a simple score- 
board that will do the bookkeep- 
ing and scheduling of your ren- 
tal equipments. Devised and 
used by the Levittown Hard- 
ware, Levittown, Long Island, 


ing a mass display of more than 
30 kinds of rifles and shotguns. 

The gun display rack was 
built by Dwayne Larson back in 
1936. It consists of three end- 
to-end 50-in. panels angled out 
at the bottom. Each holds 10 
guns. And Mr. Ferrell has a 
different gun on each bracket. 

The firm also displays at least 
15 varieties of pistols. Mass dis- 
play is also the rule in fishing 
supplies and other sports sup- 
plies. The firm, for example, has 
a large and attractive display of 
artificial lures. They are hung 
on crescent-shaped wire brackets 
on the “backbar’”’. 


The Checking List 


The other sales builder is a 
checking list devised by Mr. 
Ferrell. At the top of the 31% by 
5\4-in. card is the heading: 
“Complete your hunting needs 
by checking the list below.” Then 
it lists hunting needs. 

“We give the checking list to 
customers so they can check them 
while we’re waiting on them,” 
Mr. Ferrell says. ‘We also stuff 
them in customer’s packages. 
These little cards have sold thou- 
sands of dollars’ worth of mer- 
chandise for us,” he added. 


N. Y., it tells who has rented 
what and for how much. 

Cup hooks are screwed into 
the “day” squares opposite the 
item that is out on rental. A 
tag, such as a price tag hung on 
the hook gives all the needed in- 
formation, including name and 
address, of the person renting 
the equipment. 

















| 4 TEM | |HR. | pay |peposit | M. T Tw. | Tt. F. Ss. S. 
| Waxer \$1.00 
| [exter | 1 28] | S| 
| | Step Ladder ~ | frool |. a I. | 
| Spreader 145 | 75 a = } } 
Roller - : | 25¢ 1.50 manta | 
| | PostHoleDiqger | | 75. (ey | | : 
| [BeltSander =| siso])—| | yl 
| [Extension tadder | | 5| | || | 
| _ Stapling Gun | .25 | | | 2-9 
| Electric Lawn Mower | 1.00| iz | : [_ L 




















This scoreboard answers all the questions relative to rentals. 
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Armed National Guardsmen patrolling the streets of South Amboy after the blast to prevent looting. 


Hardware Stores Have Key Role 
In New Jersey Blast Disaster 


—_—— stores 
played a key role in helping 
blast stricken South Amboy, 
N. J., fight its way back to nor- 
malcy following the munitions 
blast, last month, which killed 
34 dock workers. 

Despite severe damages to 
windows and stock, local hard- 
ware stores served as a center 
for material for emergency store 
and house repairs. In spite of 
opportunities for quick profits, 
the stores succeeded in main- 
taining orderly prices and bent 
their efforts to distributing sup- 
plies to the stricken community. 

This report of the role played 
by several hardware dealers in 
South Amboy, was written spe- 
cially for HARDWARE AGE, by an 
on-the-scene correspondent. 

The blast threw up a_ shock 
wave which damaged almost 
three quarters of the 4000 homes 
in the mile-square port town, 
also punched its way across the 
Raritan River to do tremendous 
damage to Perth Amboy, N. J. 
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For the time being, hardware 
store proprietors must await the 
settlement of millions in insur- 
ance claims before the. still 
dazed populace turns to home re- 
pair. 


Surprisingly, the consensus 
of the dealers is that business, 
both in the smaller across-the- 
counter items, and the major ap- 
pliance lines, has fallen off con- 
siderably. Estimates of the de- 





Typical scene in South Amboy as store owners work to replace window 
glcss. Hardly a store front in the downtown section was left intact. 
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cline range up as high as 50 pct. 

There were some orders, of 
course, including door lock sets, 
sash chains, sash cords, roofing 
paper, lumber as well as tons of 
glass. 

The blast damage runs into 
the millions, with an estimated 
50,000 panes of glass blown out 
in South Amboy alone. Perth 
Amboy also lost thousands of 
panes, particularly plate glass, 
in its downtown business sec- 
tion. 

Since then, the Red Cross and 
the South Amboy Disaster Re- 
lief Committee, have replaced an 
estimated 30,000 panes free of 
charge. 

The Titanium Div. of Na- 
tional Lead Co., located in Sayre- 


ville about three miles from the 
blast scene, sent in a crew of 40 
glaziers to handle emergency 
glass installations. 

Adhering to its policy of ob- 
taining supplies locally, the Red 
Cross channeled its orders 
through two South Amboy firms, 
Semer’s, Inc., and Eugene 
Morris. Both stores are within 
a half mile of the riverfront 
docks where the explosion oc- 
curred. 

Dan Goldman, secretary of 
Semer’s, estimates his store 
filled orders for at least a car- 
load of glass, which was paid 
for by the Red Cross. 

Like the rest of the town, 
Semer’s was hard hit. The store 
front was blown in. An employee 





To the Rit) 


¢ Newsworthy Comments 


on Current Problems 


COMMUNISM: Communism is one of the most ideal plans 
ever devised ... it offers only the best and the finest. But like 
a mirage on the desert, it never pays off. Let’s stick to reality. 
Let’s maintain our personal freedom, our free enterprise, our 
privilege of doing our own job standing on our own feet, and 
being proud of our own accomplishments.—O. H. Berryman, 
assistant treasurer and credit manager, John Pritzlaff Hard- 


ware Co. 
> > 


SHEER INSANITY: What is wrong with a competitive sys- 
tem under which we in America have made more progress in 50 
years than the rest of the world combined. What—short of sheer 
economic insanity—would prompt us to trade oyr streamlined, 
free-wheeling competitive system for some outmoded, old world 
jalopy even if the idea comes from high places and is all dressed 
up in a new coat of paint? Benjamin F. Fairless, president, 
U. S. Steel Corp. 
+ > 


SALESMANSHIP: No longer does the customer come in and 
buy on his own accord, as he did during the two years after 
the war. The customer today has the money and can be sold, if 
someone makes an honest effort to sell him. F. Adams, manager, 
appliance division, Mills Bros. Lumber & Hardware Co. 


+ + 


FIVE PERCENTERS: Government officials should recognize 
the vast difference between the illegimate, fly-by-night “five per- 
center” and the honest, established manufacturers’ agent ... We 
hope that the government will be able to eliminate the “five- 
percenter” without placing additional, unfair burdens upon those 
manufacturers who chose to sell their products through estab- 
lished agents, instead of through full-time, salaried salesmen.— 
E. A. Wilcox, president, Manufacturers’ Agents National Assn. 


was thrown 10 ft., his arm 
broken in three places. The store 
was closed for four days, both 
to facilitate repairs and to han- 
dle the orders for glass on an 
emergency basis. 

Also going like wildfire were 
window shades, nails, tarpaper, 
and roofing materials as shocked 
home owners rushed emergency 
repairs. 

Semer’s distributed two truck- 
loads of glass a day for six days, 
all paid for by the Red Cross— 
about 20,000 panes in all. 

Paying tribute to the national 
relief agency, Goldman pointed 
out that the Red Cross “didn’t 
spare a cent in helping the peo- 
ple. They went all out—a full 
100 pet. 

A half-block away, Oscar 
Reiner, proprietor of Reiner’s 
Hardware, found business 
“about normal” after the blast. 
He did sell glass cutters, and 
small repair tools such as planes, 
hammers, and chisels. 

Three miles away, in Perth 
Amboy, the Dublin Plumbing & 
Supply Co., was as hard hit as 
any. 

Dublin finds that refrigera- 
tors, sinks, washing machines, 
and television sets have taken 
a back seat for the time being. 

Dublin suffered an estimated 
loss of $10,000 to its building, 
and another $3,000 to the stock. 
A warehouse in another section 
of the city was damaged to the 
tune of $3,000. 

A center of activity following 
the blast was the Dymon Glass 
Co. in Perth Amboy. Distrib- 
utors for American Window 
Glass, this firm sold an “awful 
amount” of glass, according to 
Ralph Dymon, company secre- 
tary. 

Dymon’s newly erected ware- 
house accommodated seven 
trucks three or four times a day, 
as glaziers from such points as 
New York City, Long Island, 
Newark, Hoboken, Bayonne, 
Passaic, Philadelphia raced into 
the blast area. An estimated 100 
glaziers were on the scene. 
Dymon moved out three freight 
carloads of glass in the hectic 
week following the blast. 

Despite the advantage taken 
by some contractors and sup- 
pliers, one of the stores which 
advertised “We don’t want to 
get rich quick!” was D. Cohen 
& Sons, 711 State St., Perth 


(Continued on page 128) 
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Truman Veto Maintains 


Steel Pricing Muddle 


Hore for an early 
solution of the tangled federal 
prohibitions against payment of 
freight charges by manufac- 
turers was killed with President 
Truman’s veto of the so-called 
basing point bill (S. 1008). The 
bill, though something less than 
desired by industry, would have 
given businessmen _ another 
chance to put a clear-cut issue 
before the Supreme Court— 
could freight be absorbed or 
couldn’t it? 

Now steel and cement compa- 
nies, and other manufacturers 
as well, are right back where 
they started—with no clearly 
defined right to a return to ab- 
sorbing freight costs. 

Mr. Truman said in his veto 
message that the bill would “ob- 
scure, rather than clarify, the 
law.” There was no evidence, 
he continued, that business op- 
erations were being hampered 
“appreciably” as a result of the 
confusion over pricing policies, 
and he therefore saw no reason 
for legislative action. 


Clarification Up to FTC 


He took the position that 
clarification of the nation’s anti- 
trust laws should come from the 
FTC and the federal courts, and 
said, in his opinion that it was 
“quite clear that there is no bar 
to freight absorptions or de- 
livered prices as such.” 

And Senator O’Mahoney, 
Dem., Wyo., sponsor of the bill, 
said Mr. Truman’s veto makes 
it clear that the FTC “will not 
and should not” prosecute any 
manufacturer who absorbs 
freight costs without resorting 


HARDWARE AGE, JUNE 29, 1950 


Failure of President to sign freight absorption 
bill puts steel companies right back where they 
were—on f.o.b. mill pricing status. 


to conspiracy with other manu- 
facturers in so doing. 


Individual Basis Impossible 


But industrial lawyers say 
that the FTC majority holds 
that freight absorption is illegal 
unless it is on an individual 
basis without system or method. 
Yet there are too many cus- 
tomers and sales in steel to make 
each freight absorption an in- 
dividual matter. Even if it 
were, lawyers point out, that a 
number of absorptions were 
handled in the same way, it 
would naturally evolve into a 
system. 

The FTC also holds, accord- 
ing to industrial lawyers, the 
opinion that if identical prices 
result the effect is the same as 
if there were collusion. 


Corn Case May Point Way 


Only a few days before Mr. 
Truman announced his veto of 
the bill, the FTC issued an im- 
portant statement of its policy 
with respect to freight absorp- 
tion. Although it ostensibly 
dealt with a pending FTC suit 
against corn products manufac- 
turers, its wording is being 
carefully examined by congress- 
men for its possible application 
to manufacturers of all kinds 
of goods on which freight 
charges are necessarily absorbed 
by the seller. 

“The propesed order (which 


tells corn products manufac- 
turers to stop publishing de- 
livered prices mutually agreed 
upon) would prohibit use of 
basing point and zone systems 
of pricing only when such sys- 
tems involve concerted action, 
conspiracy, or unlawful agree- 
ments among sellers of corn 
products,” the commission’s 
policy statement said. 

“The public and the business 
community should not be left 
with the impression the FTC is 
acting, or has ever acted, to pro- 
hibit or interfere with de- 
livered pricing or freight ab- 
sorption when innocently and 
independently pursued with the 
result of promoting competi- 
tion,” the commissioners de- 
clared. 


FTC Must Solve Problem 


If this statement of policy is 
to be taken at its face value, 
then some day soon manufac- 
turers may be able to return to 
their traditional practice of pay- 
ing the freight bill in order to 
maintain their respective com- 
petitive positions in their sepa- 
rate industries. And, since the 
Congress and the courts have 
failed in their attempts to solve 
this all-important problem, busi- 
ness men and legislators alike 
look for the solution within the 
agency which, ironically enough, 
upset the apple cart in the first 
place—the Federal Trade Com- 
mission. 
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Check Indorsements Can Trap or Protect Businessmen 


Here's an outline as to how to safeguard yourself against loss 
because of improper indorsement of a check. In this, the first of 
a series of articles concerning the transfer of money, the author, 
an economist and financial writer, tells when an indorsement is a 
protection and also describes circumstances under which it can 


— indorsements, 
like hammer and nails, seem 
commonplace until their dor- 
mant potentials are realized. 
With a full know-how, such tools 
may work for you profitably and 
without injury. 

Suppose we start by seeing 
what the law has to say on in- 
dorsements, omitting the legal 
language. 


Indorsements Defined 


An indorsement may be broad- 
ly defined as a signature, with 
or without other writing, placed 
upon a check for the purpose 
of facilitating its delivery, nego- 
tiation or collection. The in- 
dorsement serves chiefly as a re- 
ceipt, a proof of payment, and 
a guarantee. It must be written 
upon the back of the check—or 
on a paper attached thereto, 
should the check afford no room 
for further indorsements. If 
the check is payable to “Cash,” 
“Bearer,” “Sam Doe” or “Bear- 
er,” it can pass from hand to 
hand unindorsed. But checks 
made out to “Self’’ or “Pay to 
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cause loss to the indorser. 


By WILLIAM HURD HILLYER 


the Order of —,” or “Pay to 
Sam Doe or Order’ must bear 
at least one indorsement. 

Were you to accept any unin- 
dorsed check other than one 
made payable to yourself and 
such check were not honored by 
a bank, you would be left without 
record from whom to demand 
payment and without evidence 
of cash or mer¢handise consid- 
eration for the check on its de- 
livery. The question might 
arise as to whether the maker 
of the check (a) intended deliv- 
ery and (b) received value for 
the check. Doubt on either or 
both of these points might well 
lead the bank to refuse pay- 
ment. 

When cashing or accepting 
a check, the indorsement gives 
proof that you are “a holder in 
due course” and enables you to 
sue if the check proves uncol- 
lectible. 


Five Types 


The Negotiable Instruments 
Act—supreme authority regard- 
ing checks—recognizes five types 
of indorsement: (1) Simply the 


indorser’s name; (2) _ instruc- 
tions to pay to a person or cor- 
poration, as “Pay to the order of 
—,” followed by the indorser’s 
name; (3) restrictive instruc- 
tions to pay, followed by the in- 
dorser’s name, as “Pay to the or- 
der of X Bank for deposit”; (4) 
an assignment of title, where 
the indorsement follows some 
such wording as “without re- 
course” or “without guaranty”; 
(5) where the indorsement is 
conditional, dependent upon some 
circumstance, as “Pay to Busy 
Hardware Store if grass cutter 
is satisfactory.” 


The Prime Consideration 

Your prime consideration in 
accepting an indorsed check is 
to make sure that the first in- 
dorsement agrees in every par- 
ticular with the payee’s name on 
the face of the check. A mistake 
in that indorsement may prove 
a trap to catch your money. If 
the presenter be a first indorser, 
and his indorsement should vary 
in any particular from the 
payee’s name on the face of the 
check, have him re-indorse it 
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Fig. 1—Simple 
indorsement 
or “in blank." 


correctly under his incorrect in- 
dorsement. 

On checks payable to two per- 
sons, even though the parties be 
man and wife, indorsement 
must have been made by both. 
The only exception to such rul- 
ing is in the case of unincor- 
porated partnerships, in which 
instance one of the partners can 
indorse with the firm’s name if 
the check is payable to the firm 
as such. However, beware of 
checks offered to you payable to 
a corporation and indorsed by 
that corporation. Such “paper” 
is properly usable only for ac- 
count of the corporation itself 
or for deposit to the corporatin’s 
credit in a bank. 

When the indorsement falls 
into Class 2, which names the 
person to whom indorsed, your 
safety cue is in the identification 
of that person as the presenter 
of the check. 

This type of indorsement 
might be classified from your 
viewpoint as cautionary, while 
the restrictive assignment and 
conditional types (3, 4 and 5) 
should give cause for an alarm. 


Time Limit Varies 


Checks can be refused by the 
banks when offered more than 
30 days after the date of their 
drawing. Time spans of “fresh- 
ness” differ in various States 
but more than a month might 
bring up a legal question of “‘un- 
reasonable delay.” Certain 
checks bear on their face, or on 
their back above the space for 
indorsements, restrictions as to 
the number of days’ within 
which the check should be 
cashed. All checks should be 
scrutinized for such a warning 
and the time limit respected in 
their acceptance. 

It is not generally realized 
among even the most astute bus- 
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Fig. 2—Special 
indorsement. 


iness men that blank spaces can- 
not be filled in by the check’s 
indorser or yourself at the time 
it is offered to you. When you 
see the check it must show (1) 
the date, (2) the amount in both 
digits and words, (3) to whom 
payable, and (4) bank on which 
drawn. Should any of these 
requisites be lacking when you 
first view the check, even though 
filled in before you accept it, the 
presenter’s indorsement will not 
make you a holder in due course. 
There are Court decisions 
against the acceptors of such 
checks. 


"Know Your Indorser" 


Your No. 1 safety rule for 
taking a check is the bank slo- 
gan: “Know Your Indorser!”’ It 
is upon the last indorser’s abil- 
ity to make good if the check is 
dishonored, that you depend. 
Unfortunately, there’s a grow- 
ing business in the passing of 
stolen and found checks which 
are fraudulently indorsed. Auto- 
mobile licenses, lodge cards, and 
such identifying material are 
easily acquired along with the 
check. 

Now for further warnings 
when you are the indorser. Don’t 
indorse checks simply with your 
name or the name of your firm, 
for such indorsement leaves you 
without defense should the check 
be stolen or fall into evil hands. 
Furthermore, your indorsement 
on checks for deposit should be 
so specified by you and should 
include the name of the bank. 
If your rubber stamp does not 
jibe with this type of indorse- 
ment, an investment in one with 
wording which does conform 
may save you from future loss. 

As to the checks you draw for 
cashing (if they are for your 
business needs) caution dictates 
that they be made payable to the 





Fig. 3—Restrictive 
indorsement. 






Fig. 4—Qualified 


indorsement. 


_ Fig. 5—Conditional 
indorsement. 


person taking them to the bank, 
and his or her official status in- 
dicated. Example: “Pay to the 
order of I. M. Good, Cashier.” 
Miss Good should be instruct- 
ed to carry the check without 
her indorsement, until she 
reaches the bank. Such proce- 
dure warrants you a_ twofold 
protection: (1) lessens’ the 
chances of the check being 
cashed by a wrongful holder; 
and (2) provides you as well as 
the bank with a proper record as 
to the person who received the 
money. If you carry insurance 
this last clause is most impor- 
tant in proving your loss claim. 
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Takes Appliance Story to 


Salary and commission make it profitable for 
two men fo divide their time between in-store 


and outside sales solicitations 





View of the basement appliance section 
looking from the rear to the front. 





Here is the appliance section as seen from front to rear. 
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Mosr of the farm- 


ers in the highly productive 
Red Wing, Minn., area have 
heard of or dealt with Beeman 
Hardware, of that city, because 
the firm has two trained sales- 
men who spend much time call- 
ing on farms within a wide 
radius of the store. These sales- 
men tell farmers about televi- 
sion, radio, milking machines, 
model kitchens, plug-in dairy 
hot water heaters, electric 
washing machines, oil space 
heaters, ranges and a variety of 
other major units of sale. 


Salesmen Divide Time 


The two outside salesmen re- 
ceive a salary and commission 
and divide their time between 
the store and calls at farms. 
Lynn Beeman, owner, finds that 
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both inside and outside selling 
helps give these two men a 
great deal of experience in han- 
dling sales under varied con- 
ditions. The outside salesmen 
often make appointments, while 
visiting farms, for farmers to 
visit the store’s large, well 
stocked appliance basement to 
discuss specific purchases. Of- 
ten they will have enough ap- 
pointments, resulting from such 
contacts, to warrant staying in 
the store all of certain days. 


Salaries and Quota 


Salaries of the outside men 
are arranged in line with a 
quota. When the quota is ex- 
ceeded by 10 pct, an extra com- 
mission is given, as a result of 
which the men make numerous 
outside calls and produce many 
sales each month. 

The Red Wing Chamber of 
Commerce says that close to 


the Farmers 


This ledge display and 
sign at rear of the first 
floor tell customers of 
the new basement de- 
partment. 


64 pet of the farmers in the 
area own their own farms, mak- 
ing them excellent prospects 
for farm and home appliances. 
Since the area is a dairy farm 
section milking machines are a 
particularly fine contact and 
sales source for outside sales- 
men. Another fast moving item 
is a plug-in electric water heat- 
er priced at $82.50, which a 
farmer keeps right in his milk 
house. Because milk sanitation 
rules are becoming more rigid, 
farmers need a great deal of 
hot water for proper washing 
and rinsing of utensils used in 
handling milk. 

Red Wing, a city of 10,000, 
is located on the Mississippi 





River and Beeman salesmen 
sell in Wisconsin as well as in 
Minnesota, both of which are 
high milk-producing states. The 
salesmen say that once they sell 
a single appliance to a farmer 
and handle the sale right, they 
can often sell additional types 
of equipment within a reason- 
ably short time. They make it 
a practice to spend consider- 
able time becoming acquainted 
with farmers, learning their 


(Continued on page 82) 


rm 


View of first floor of the re- 

modeled Beeman store. Note 

the appliance display ledge 
and sign at extreme rear. 
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Hard Hitting Promotion Results in 


High Appliance Volume 


How to use cold convassing, a continuing customer survey, 
slide films, constant advertising and traffic stopping dis- 
plays to build a high volume of sales in appliances are 
told in this report of the experience of Miami Hardware. 


A SUBURBAN loca- 
tion, plenty of parking space, a 
complete stock, and large dis- 
plays all over the store created 
success for the four year old 
Miami Hardware & Appliance 
Co., 2810 Salem Ave., Dayton, 
Ohio. 


Compact Arrangement 


From front to back on the 
main floor and in the basement, 
hardware and appliances are 
placed in compact arrangements 
where customers can browse and 
choose. Alert salesmen meet 
every prospect as he walks in the 
door. When the salesmen are 
not on the floor, they’re out 
making appliance surveys. And 
out of this activity has emerged 
a successful postwar hardware 
store that was begun by two 
brothers who, in the words of 
one, “didn’t know beans from 
apple butter about merchandis- 
ing, but were willing to learn.” 

Trying both proven and new 
selling techniques, the Gerson 
brothers, Perry and Samuel, 
have evolved the plans that keep 
the profits rolling in. 

Foremost among these plans 
is the matter of display. In their 
10,000 sq. ft. of space, the Ger- 
sons have appliance displays in 
the front of the main floor and 
in the basement while diagonally 
placed tables, each running 
about halfway across the store, 
hold every conceivable type of 
hardware from tools to kitchen 
utensils to paint to grass seed. 

Placing a good deal of em- 
phasis on major appliances, the 
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brothers have arranged a model 
kitchen immediately inside their 
front door. Grouped a little be- 
yond, in compact islands, are 
ranges, washers, ironers, and 
food freezers. Just behind their 
main front display window is an 
array of television sets, all oper- 
ating. In the downstairs store 
is a complete line-up of refrig- 
erators, ranges, sinks, and cab- 
inets. A separate section is used 
to display used refrigerators 
taken as trade-ins. 


“People seem to like bigness 
and crowds,” says Samuel Ger- 
son. “They also seem to be do- 
ing a lot of their shopping on 
the outskirts of town because 
of parking problems within main 
business districts. They like to 
browse and look over a complete 
stock. And they have more time 
going into town than coming 
out. So we built our store on 
these principles.” 

The idea they have developed 
in major appliance selling is the 
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Perry Gerson, partner, checks appliance selling points in the model kitchen. 
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ARDWARE dealers refer to chain as a 
“bread and butter” line. That’s because 







SS chain can be counted on for steady profitable 

T- ales volume—day after day... year after year. 
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on Dealers also tell us that many of their chain The Reel Salesman holds 4 reels (or equiva- Sales Master is ideal for large stores ... 
se ales are made to customers who come to lent in % or 3 reels) of popular small sizes holds 6 full reels (or equivalent in 1 or Vs 
* buy something else. But— seeing chain on of welded and weldless chains. reels). Welded Proof or BBB Coil chain is 
0 ‘ P : P 

i. display—they stop, look, remember they need stocked in 4 storage bins in base. 

1e thain—and buy. Proof?...a recent survey of 

rg 126 stores shows that chain on display con- 

” istently outsells chain under counters or in 

d tack room bins by more than 50%. 

ie 


Can you boost your chain sales 50%? You can 
iffyou’ll use Cleveland displays and sales aids 
otell your customers that you have Cleveland 
Chatn—and to ask for the order. A-3043 








There's beauty, color, 
(EVELAND “PRINTED SALESMEN" WILL HELP YOU SELL! sales appeal in rounded 


Let Cleveland's Promotion link dog chain. Plastic 








Department plan your handles in 4 colors 
chain sales campaign... add to attractiveness 
Our promotional staff will of nickel-plated chain. 











be glad to help you plan dis- 
plays, advertising for your 
“house organ” or newspaper 
(free mat and cut service), and Keg-ettes put popular sizes of heavy 
direct mail materiol . . . This chain out where customers see and buy. 


saiki i adie ns: 
eee > ae fr On ae Available in Proof Coil or BBB in 3.” Ya’, 


Just drop us a note, stating 
; 46’ and %”’ sizes. 
your needs. Or check and clip 


the coupon below. 


| 





The Cleveland Chain & Mfg. Co., Cleveland 5, Ohio 
(J Reel Salesman and Sales Master 
Cl Keg-ettes 
d ai fe) (] Dog Chain Displays 
gen on: (L] Envelope Stuffers 
(] Direct Mail Material 
(] Mats and Cuts 
(] Window Displays 


Ihe Gleveland Chain & Miz Co. 
| Cleveland 5, Ohio 


Round Associate Chain Companies: The Bridgeport Chain 
& Mfg. Co., Bridgeport, Conn. * Round California Chain 














SIGNED web ae 
Co., So. San Francisco and Los Angeles, Cal. * The Round isles 
Chain & Mfg. Co., Chicago, Ill. « Seattle Chain & Mfg. _— — 
EAR FE 





Co., Seattle, Wash. * The Southern Chain & Mfg. Co., 


tirmingham, Ala. * Woodhouse Chain Works, Trenton, N. J. OUR JOBBER IS i 




















Henry Kimball, appliance department manager with some used refrigerators 
and other equipment accepted as trade-ins. This display is in the basement 
and is separated from the new appliance section. 


use of a survey technique. Using 
a mimeographed form, salesmen 
canvass a neighborhood to de- 
termine the use and age of ap- 
pliances. They identify them- 
selves with the store but do prac- 
tically no selling on their initial 
calls. Instead, they gather infor- 
mation on the number of per- 
sons in a household, their ages, 
age of home, whether remodeled 
or not, whether they have 220 
volt service, number of outlets, 
and make, size, and age. 

“We actually try to learn if 
there is a real need for any ap- 
pliance,” says Samuel Gerson. 
“In one family, we found an 18 
year old refrigerator serving six 
people. They were a prime pros- 
pect. When there is a definite 
need, the salesman calls back 
within a week or two.” 

The salesmen also make exten- 
sive use of slide films. The Ger- 
sons claim that these films do 
more good in five minutes than 
a salesman talking for an hour. 
A good show, interwoven with 
the product presentation can’t be 
beat, they believe. The sales- 
men use portable projectors and 
take their slides into the homes. 

They’re cautious on major ap- 
pliance trade-ins. “After all,” 
they reason, “you’re really 
making two sales to get one.” 
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But they do handle used equip- 
ment in a separate display in 
the basement. 


Floor salesmen are impressed 
with the need of maintaining 
contact with prospects. Instead 
of asking, “What can I do for 
you?” the salesmen are more 
specific. They ask what type of 
appliance the prospect has_ in 
his home, then lead him to a 
display. The idea is to prevent 
the prospect from replying in 
the negative so that the sales- 
man has no further approach. 
Samuel Gerson calls it “creating 
a continuity of interest.” 

Advertising has played its 
part in shaping the store’s suc- 
cess. Large size ads are used in 
newspapers and the brothers 
have found, through experimen- 
tation, that it is better to fea- 
ture only a few items. Their 
first ads featured as many as 
15 items but are now limited to 
about four or five. They believe 
in advertising their fastest sell- 
ing items, not their slowest. 
They advertise no money down 
and mean it. But they’ve also 
found that purchasers will inva- 
riably put some money down and, 
in many cases, more than a mini- 
mum if they are only asked. 
About twice a year, they use a 
special pamphlet as a handbill 
distributing about 10,000 copies. 
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CONSUMERS! ELECTRICAL ECONOMY SURVEY 


Occupr.ticn 








Address 


Phone Xo. A 








Mo. of persons in household 





Age of home: 5 10 15 20 
Remodeled: an no. 


Size of wire in use: 110 circuits 





25 30 35 4 


Date remodeled 

















220 3/Phase: yes, BO. 
er of outlets: Kitchen . __...._ Living Boom: 
Wash rom 3% ss s«éBatthhrocor/ss : 
' B e *« Bedrocm/s 
Dining Room: — Extensions? where? 


List of Electrical Appliances in use? 


Moke Size sce 























1. Refrigerator. 9. 
2. Freezer 10. 
3. Range ay 
4, Water Heater. 1 

5. Washer. 13. 
6. Dryer 14, 
7. Ironer 15. 
8. Flat Iron 16. 





Consumers* Comuents: 


Surveyor's Sumery: 


MIAMI HARDWARE & APPLIANCE CO. INC. 


2810 Salem Ave. 


Phones Taylor 7414 


Surveyor's signature: 





E 
F 
E 


Space Heater 
Dish Washer 

Disposer 
Mirer 
Torster 
T.v. 




















Dayton, Ohio 





Date : 














Questionnaires, like this, help the firm determine which people in the 
area are prospects for varied household appliances and equipment. 
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BRILLIANT 
WHITE 
ATTRACTS 
ATTENTION 
0 
HIGHWAY 
SHOW 
ROOM 


Show room and main 
ice of Suburban 
— Gas Corpo- 
tion, Whippany, 
































CREAM 





GREEN 


GRAY 
ROSE 
SPANISH BUFF BRICK RED 


COLORS 











GET YOUR SHARE OF SALES 


TO CONTRACTORS 
FOR VOLUME PROFIT . 


Contractors use large quantities of Kay-Tite for two purposes: 
1. Control water seepage. 
2. Exterior and interior finishing of masonry. 
You as a hardware supplier to contractors, large or small, 
have the opportunity to cash in on 
this market... 


Kay-Tite is available in 50 lb. 
drums. List price $11.00 for white 
and all colors (except green and blue 
$14.00). 50 lb. drum covers approxi- 
mately 500 to 750 square feet. 





Order from your jobber. 





S ee More. han AL Aodea Ors 
ESET | Tee eT Sa / es cee ae 









COMPANY 


_ NEW JERSEY 


Ince 





WEST ORANGE 





actOry .F 
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MAHO WA LOStimam; 


Signs like this call attention to various departments of the Mahowald store. 





Reversible Signs Give Variety 
To the Store Front 


C cnen colorful and 
reversible window signs which 
advertise various departments 
in the store, are used effectively 
and seasonally at Mahowald’s 
Sporting Goods & Hardware, 
Faribault, Minn. 


Made to Order 


The signs which were made to 
order for the size of each front 
window, including a few smaller 
entrance windows, have a white 
background, red trim and red 
lettering. They are kept neatly 
painted at all times to increase 
visibility. 

Placed high in the window 
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Well kept, clear and easily visible for 100 ft. 
or more, they remind prospects of in-season or 
approaching season lines at the Mahowald store 


area, the signs, attached with 
screw hooks and wire, have let- 
tering high and large enough to 
be seen very plainly from con- 
siderable distance, but do not 
impede a view of the store in- 
terior from the street. 

“The signs help us to utilize 
for advertising purposes a win- 
dow area which otherwise is 
waste space,” says Irving Ma- 
howald. “The signs are easy to 
construct, paint and maintain. 
We have so arranged the copy 


that departments are advertised 
on each side. Therefore, sea- 
sonally, we can reverse the 
signs, giving the sidewalk and 
vehicle traffic the play on this 
seasonal appeal.” 


Work Both Ways 


When the signs are reversed, 
Mr. Mahowald explains, then the 
ad copy which faces the store in- 
terior, capitalizes on the store 
traffic, especially when the cus- 
tomer walks out of the store 
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Federal Practical Housewares 


"Sell Themselves Right Off the Shelves” 
_, -ttte” 








No. 861 
Sunmaster Jr Clothes Line 








.. No. 125 ‘ \ 
Shortening Measure Deluxe No-Drip Servet 








eee 
No. 486 


Tray-Top Toaster Cover 


No. 573- ~ 
Deluxe Nut Meat Chopper 











OF ght 
saint 0 UND 
“a "Or ” 
% 


Guaranteed by @ 
Good Housekeeping 
S 40 ~ 


Cs 
& 


Deluxe Onion Chopper 





, at’ 
45 aovenristd WE 


You'll find plenty of ‘Zip’ in the Federal Practical House- For complete details see your jobber, our repre- 
wares Line. Each item has been tested and sales proven sentative, or write for illustrated catalog sheets 


d price list. 
... All advertised nationally in some of the finest con- sata 


in n with “ - i 
ae Gaye & d counter promoted ut cracker Representatives in Boston, New York City, Canandaigua, 


good” point of sale displays. Ask your jobber about the N.Y., Baldwin, L.!., Baltimore, Newark, Atlanta, Seattle, 


famous No. 928 Assortment of "11 Best Sellers’ —a Los Angeles, Kanscs City, Memphis, Denver, Louisville, 
Dallas, Chicago, Detroit, Pittsburgh, Minneapolis, 


housewares counter in itself... Explode your sales sky- Emmitsburg, Md., St. Louis and Honolulu. 


high. See your jobber or our representative. They'll tell 

you why... FEDERAL 
oT ae 

PARCKLMLEA 


FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45 HOUSEWARES 





to 


wn 
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View of a sign for "House Wares" seen from the inside. Reverse sign features 
another line, this sign being interchangeable with other front-of-store signs. 


with his or her purchases. The 
window signs remind many a 
customer of merchandise which 
he may need now or in the near 
future. They have been re- 
sponsible for quite a number of 
extra sales each month, reports 
Mr. Mahowald. 

The Mahowald store is divided 


UILT-up window displays of 

a variety of housewares 
items in a show window, like 
that illutrated in this page, and 
the use of a four sided display 
rack, occupying but 36 in. of 
floor space, helped Piersol Co., 
Inc., Lancaster, Pa., enjoy a vol- 
ume of $1,800 last year in the 
sale of stove and utility mats. 
When back in 1948, Harry Herr, 
buyer for Piersol’s, put in a lim- 
ited stock of the line they were 
given some attention on table 
displays and attracted such in- 
terest that they were given reg- 
ular floor space and part of a 
window showing from time to 
time. 


Given Promotion 


Piersol’s display rack, with 
four-sided panel, was set up on 
the floor in clear view of incom- 
ing traffic in its basement and 
the line was given promotion in 
newspaper ads as well as the 
window showings. The store 
finds its customers buying these 
attractive items, with their 
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into two parts. One smaller 
store, connected with the main 
division by a central arched en- 
trance, is used exclusively for 
appliances and power tools. In 
the front window of this smaller 
store, facing the power tool and 
service shop customers is a win- 
dow sign which reads ‘“House- 


$1,800 Volume in Stove Mats 


floral patterns and _ stainless 
steel and chrome finish for pro- 
tection for range tops but also 


wares” with an arrow pointing 
the way to the main store. 

Copy on some of the other re- 
versible signs reads, “Appli- 
ances,” “Bicycles,” “Paints and 
Varnish,” “Electric Supplies,” 
“Tools.” 

From the street, the bright 
window signs as used by Ma- 
howald’s can be seen very clear- 
ly at distances up to 100 ft or 
more. They suggest lines of 
merchandise to the customer, 
giving him an idea of the many 
varied products and _ service 
which the store has available for 
him. 


Create Buying Impulse 


“One reason why I like these 
signs is that they put additional 
buying thoughts into the minds 
of customers as they leave our 
store,” says Mr. Mahowald. 
“While we suggest additional re- 
lated items to customers who 
aren’t in a hurry, we could not 
suggest all the extra items that 
the signs suggest, without, per- 
haps, offending some customers. 
But the signs do suggest many 
extra items and thus help us in 
our selling program. And at a 
very low cost, too.” 


in back of sinks and on top of 
new cabinets and even for serv- 
ing trays. 





The items shown in this window display are both varied and colorful. Both 
hard and soft housewares lines are featured and stove and utility pads are 
shown at center and ends. Smooth surface floor coverings form the background. 
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BRINGS REGULAR PROFITS TO 
HARDWARE DEALERS EVERY MONTH 













YOUR PRESENT TRUCK, 
BUILDING AND PERSONNEL 
ARE PROBABLY ADEQUATE TO 
START SERVISOFT IN 

YOUR TERRITORY 


SOFT WATER SERVICE 
We Soften the Wtedter for You" 















SOFT WATER SAVES THE What Servisoft is! 
Servisoft is a soft water service to homes and 


AVERAGE FAMILY ABOUT commercial establishments. Servisoft dealers are 
$100 A YEAR franchised by Servisoft, Inc. for exclusive 


operation in their territories. The Servisoft 
patents, processes and equipment are furnished 
to the dealer together with laboratory help, 


Your present customers need, want and will buy Servisoft ; ; s0s 
Service as soon as you offer it to them. Every Servisoft wae analysis, —— sales aids and advertising 
customer enters your store regularly at least once a month. assistance. Servisoft, Inc. cooperates with 


dealers in every possible way to help them get 
started toward a profitable operation. 


What Servisoft requires! 


Minimum requirements to add a Servisoft 
dealership to an existing Hardware Business are: 


1. Sufficient investment to install the central 
regenerating plant and to provide customers’ 
tanks and mineral. 





2. About 100 square feet of floor space to 
house regenerating plant equipment. 


3. A Servisoft service truck . . . this may be 
your present truck. 







TYPICAL HARDWARE DEALER'S SERVISOFT PLANT INSTALLATION 


, Gentlemen: 
Please send me complete information 


about the profit possibilities of a Servisoft 
Franchise exclusive in my territory. 
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Comparative Dollar Values of Total Test Order—1942-1950 





al Order 
Boone 
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Marl Nov.1 
1942 6 e 1946 


CHART BY HARDWARE AGE ~ DATA FROM THE SALT LAKE HDWE hy SALT aie CITY, UTAH. 


Are $Values Of 
Orders For 
Specified Date 
$3,787 $4,255) $4,212 | eon 
$3512 | | $4,214 | 


Nov.1 Jan15 June6 Nov5 - r4. Aug”? “hari Sepki Novi Novi JantS tunes NovS Apr4 Aug? Ape r25 


1947 1948 1948 1948 





Figures In Boxes 











1949 50 








A\ssuminc that a 
hardware dealer had placed an 
order in 1942 for the 428 staple 
hardware store items’ with 
which this survey deals,* his 
invoice would have _ totaled 
$2,955.87. Had he repeated the 
identical order in April, 1950, 
his invoice would then have 
totaled $4,212.66—an increase 
in value of 42.5 pct. 

And, had he compared the 
value of that order in April, 
1950, with April of the previ- 
ous year, he would have found 
that in that 12-month period, 
the total value had dropped .05 
pet. 

Two of the merchandise classi- 
fications which comprise the 
complete order, showed the larg- 
est decline in the 12-month 





* This same test order was more fully 
described in a previous article pub- 
lished in the Nov. 3, 1949, issue of 
Harpware AcE. 
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Test Order of 428 Items 
Shows General Price Trends 


Dealer's Test Order Costs Decline in Past Year 


A dealer's order for 428 staple hardware items 


shows that from Apri!, 1949, to April, 1950, it de- 
creased 0.05 pct in cost. This survey, made by The 
Salt Lake Hardware Co., also shows that the total 
cost of the order increased 42.5 pct since 1942. 


period, April, 11949, and April, 
1950; the plumbing group de- 
clining 9.6 pct and the electrical 
wiring classification, 8.5 pct. 

There were only two mer- 
chandise groups—small tools 
and builders’ hardware which 
showed a continuing rise. The 
greatest increase was in build- 
ers hardware, 3 pct. Small tools 
showed a 1.9 pct rise. 

These trends in hardware 
prices were revealed when The 
Salt Lake Hardware Co., in 
order to determine the effect of 
higher prices upon. its total 
volume, charted the course of 
an average order. The company 
prepared a stock of staple items, 
representative of an average 
hardware store’s inventory and 
of the volume producing items 


Percentage Change 
of Total Test Order 


% Change 
Date of Dollar From Previous 
Order Value Test Order 
March I, 1942 $2,955.87 
Sept. |, 1945 3,116.79 + 5.4 
Nov. |, 1946 3,512.31 +12.6 
Nov. |, 1947 3,787.25 + 7.8 
Jan. 15, 1948 3,848.02 + 1.6 
June 6, 1948 4,008.72 + 4.2 
Nov. 5, 1948 4,214.74 + 5.1 
April 4, 1949 4255.67 + 97 
Aug. 29, 1949 4,181.59 — 1.7 
April 25, 1950 4,212.66 + .74 


Percentage of increase March, 
1942, ora sien with April 25, 
1950 442.5 


Percentage of increase August 

29, 1949, compared with April 

25, 1950 . + .74 
Percentage of decrease April 4, 

1949, compared with April 25, 

1950 .. + .05 
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CYLINDRICAL LOCKS 
we ; 
Sierra design 


—latch set No. 200 
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Accepted by architects and builders | nce westock instotiation, 


Country Club Apartments, 
WESLOCK’S smart styles compliment any type of Houston, Texas. 
architecture. They are the only true cylindrical locks in the low cost Architect: Thomas C. Rhodes. 
field and their many quality features such as five-pin tumbler Contractor: Rhodes-Sereau 
j h-button locking, split spindle operati prac sncenage toon 
construction, Pus-uon : §, Split spindle operation, Hardware Distributor: Southwest 
dead latches, many types of finish and a complete guarantee Hardware & Equipment. 
are rapidly making WESLOCKS the No. l choice of Hardware Dealer: Shepherd Lumber 
architects and builders everywhere. Send for a catalog showing & Hardware 
the complete WESLOCK line for every door in the house. 


MANUFACTURING CO. 


ih 
"| 1420 South Evergreen Avenue WESLOCKS 
nd Los Angeles 23, California 
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For Extra Protits 
SELL STEWART 


NATIONALLY ADVERTISED 
PRODUCTS 


The sale of many Stewart Products 
originates in hardware stores, and pro- 
gressive dealers everywhere are turn- 
ing inquiries into profits. And it’s 
mighty profitable, too, because it re- 
quires no investment and you are not 
obliged to carry any stock. Here’s how 
it works. Send for catalogs and famil- 
iarize yourself with the Stewart line. 
Then when a customer inquires about 
a fence, railings or other metal special- 
ties, you'll be prepared to quote on 
his needs. A few of many items are 
shown below. Write for catalogs today. 
Please mention specific products in 
which you are interested. 
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WIRE MESH 
PARTITIONS 
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PICKET FENCE in many designs 
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STOOP RAILINGS 
made in many 
designs 





WIRE 
WINDOW GUARDS 
fit any opening 
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BALCONY, PORCH, STAIR RAILINGS in plain 
and ornamental iron are made in a wide 
range of styles. 


THE STEWART IRON WORKS CO., 
1737 STEWART BLOCK 
CINCINNATI 1, OHIO 
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Comparative Voluss of the Test Order 





MERCHANDISE GROUPS 


VALUE OF ORDER 
Apr. 25°50 | "40 


% CHANGE 


Mar. 2'42 Apr. 4 ‘49 


Mar. 2°42. Apr. 4°49 “te 
Small Toolsk—107 items; Contrac- | Apr.25'50 Apr. 25'50 
tors Supplies and Agric. impls. 
—48 items; Steel & Heavy 
Hdwe.—I6 items ........... $1,150.89 $1,663.78 $1,697.11 | +47.5% +1.9% 
Plumbing items (not including 
Enamelware)—20 items ...... 113.95 188.34 170.17 | +49.3% —9.6% 
Electrical Wiring — 
items ..... 172.97 258.22 236.26 | +36.6% —8.5%, 
Machinery lteme—7 items. 218.98 271.64 260.47 | +18.9% —4.1% 
Automotive Accessories and ol 
plies—20 items ... 240.18 297.11 289.29 | +20.4% —2.6% 
Paints, Oil & Glass—I8 items. 64.04 101.12 99.31 | 1+55.1% —1.7% 
Builders’ Hdwe.—40 items 196.16 279.99 288.70 | +-47.2 % +3.0% 
Housewares—76 items .. 386.15 579.43 570.36 | +-47.7% —1.5% 
Cutlery (excluding pocket knives) 
—9 items; Guns, Ammun. & 
Access. — II items; Athletic 
Equipment—10 items; Bicycles 
& Supplies — 8 items; ne 
Tackle—13 items ; 412.55 616.05 600.99 | +45.7% —2. 4% 





Chart by HARDW ARE AGE. Data tam The Salt Loke Rudin Co., Salt Lake City, Utoh 





in the company’s principal de- 
partments. 

Quantities of items on the 
order are as nearly average as 
the company could determine 
and each quantity was built in 
relation to the firm’s experi- 
enced sales volume. 

The same quantity of the 
various items was first priced as 
of March 1, 1942, which repre- 
sents the period when prices 
were frozen by OPA. The same 
list was again figured at several 


intervals thereafter, the latest 
date being April 25, 1950. 

The Salt Lake Hardware Co., 
Salt Lake City, Utah, which fur- 
nished these figures based on its 
own experience as a hardware 
wholesaler, covers a_ territory 
comprised of Utah, Nevada, 
Idaho, eastern Oregon, western 
Colorado, western Wyoming, 
and southwestern Montana. The 
company also maintains 
branches in Boise, Idaho, and 
Grand Junction, Colo. 


Toys a Profitable Year ‘Round Line 


(Continued from page 59) 


month, in terms of gain over like 
months in 1948: June, 11 pct; 
July, 22 pct; August, 55 pet; 
September, 15 pct; October, 12 
pet; November; 18 pct, and De- 
cember, 29 pet. These increases 
were accomplished because of 
better display, wider variety and 
particular attention to group dis- 
plays of toys for boys, toys for 
girls and toys by age groupings. 

Youngsters—the adult custom- 
ers of the future—like to accom- 
pany their parents to this store. 
While the adults are shopping in 
other departments, the young- 
sters make a bee line for the toys 
in the basement. When parents 
follow their children there, they 
walk past front-of-the-basement 
showings of unpainted furniture, 
clothes storage equipment and, in 
proper selling season, outdoor 
furniture. 

All people going to or from the 
firm’s contract builders’ hard- 


ware department, in the base- 
ment, pass toy displays. Those 
visiting the basement, primarily 
to see the toys, are immediately 
made aware of the contract 
builders’ hardware department, 
which opens off the toy section. 

A bright place with its fluor- 
escent lighting, buff walls and 
white ceiling, the department at- 
tracts those with limited budgets 
as well as those in higher income 
brackets. Ralph W. Patterson, 
manager of the toy department, 
says, “The biggest volume is in 
toys for really young children, 
particularly from one to five 
years of age, since they are at 
home and not attending school. 
We show lines for them toward 
the front of the department and 
work age groupings progressive- 
ly toward the rear for playthings 
for the older children.” 

As far as practical, boys’ lines 
are shown on one side and those 
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MR. DEALER...this is 
Important NEWS! 
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DON’T DELAY...MAIL 
THIS COUPON TODAY! 


IT MEANS MONEY IN 
YOUR POCKET! 
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£ IT MEANS MONEY WHERE IT FEELS THE BEST...IN YOUR POCKET! 


THE TETCO COMPANY... manufacturers of the amazing NEW HIGH- 
ay PRESSURE INSECT-O-BLITZ at a low pressure price and COLD 
ae RELEEF AEROSOLS — MOTH-O-BLITZ — ROACH-O-BLITZ — and 
other bombs...has a NEW EXCITING IDEA to increase your income 


every month in the year without any cost to you. 
This idea will not disturb your present wholesaler association...in fact 
he’ll like it! 


Just clip the coupon below...it will mean some real “green stuff’ you 
can fondle with joy. Don’t delay, fill it out now. There’s absolutely no 
obligation. We’ll send you the complete details immediately. 


FLASH NEWS: 
The latest Government and biological surveys say, with- 
out question, that this year the insect cycle will be more 
destructive than ever before. Be sure you cash in on this 
fact. HIGH-PRESSURE INSECT-O-BLITZ is known 
to be the best insect killer of them all..<Laboratory tests 
PROVE it to be the 100% killer. 





ACT NOW! YOU’RE UNDER NO OBLIGATION. MAIL COUPON TODAY! 


THE TETCO CO. bivision oF INDUSTRIAL MANAGEMENT CORP. 
458 South Spring Street, Los Angeles 13, California 


Please send me, without obligation, complete 
details of your plan to increase profits. 
NAME 
STORE NAME 


ADDRESS 


CITY ZONE STATE 


$1 
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4 
Protects the home 
The IVES Window Ventilating Lock 
safeguards the home... lets fresh air 
in... keeps children in... keeps bur- 
glars out. Winter or summer, win- 
dows can be left open for ventilation 
as well as security against intrusion. A 
safety and ventilating item that should 
be used in every home. Permanent... 
easily applied...no mortising required. 

















IVES Chain Door Guard protects the 
home against unwelcome intruders... 
door opens approximately 4 inches, 
just enough to see and carry onacon- 
versation with a visitor...and it’s fool- 
It will pay you to stock these 
one item helps to sell 


proof. 
two items... 
the other. 


Ask your Jobber. 


NEW HAVEN, CONN. 
br, 
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tor girls on the opposite wall. 
More easily damaged or pilfered 
items are shown on the higher 
shelving and dolls are displayed 
in glass wall cases in the rear of 
the department. Wood shelving 
of slightly sloping construction 
and of graduated depths are used 
on one side, adjustable glass 
shelving on the other. Every- 
thing is easy to see. 
Particular attention is given to 
medium and higher priced qual- 
ity toys, yet there is an assort- 
ment of 15 to 25¢ items, for party 
favors and for the youngsters 
with just a small sum to spend. 
To build greater traffic children’s 
books, priced from 25¢ to $2.50 
are included in the department. 
Juvenile wheel goods, children’s 


furniture and electric trains are 
shown the year ’round. 

The story of that year ’round 
toy department is carried outside 
the store, not only by customers 
but by spot radio announcements, 
and newspaper advertising. Such 
advertising is, of course, greatly 
expanded in the pre-Christmas 
selling season. In addition, some 
attention is given to _ toys, 
throughout the year in the State 
St. store’s display windows. 
While the department makes 
many impulse sales, it also serves 
many youngsters and adults who 
visit the store just to buy such 
merchandise. It does consider- 
able business in playthings for 
birthday gifts as a result of its 
large, well-arranged stocks. 


Takes Appliance Story to the Farmers 


(Continued from page 69) 


production problems and study- 
ing their appliance and other 
needs. This gives them an ex- 
cellent idea of the potential 
sales to each farmer. Record 
cards are kept on each farmer 
contacted, with data as to pos- 
sible future purchases. 

When the Beeman store was 
remodeled a year ago, a large 
basement appliance salesroom 
was installed. Measuring 20 by 
60 ft, it has three strips of con- 
tinuous fluorescent lighting 
equipment. The department is 
well stocked with ranges, 
stoves, refrigerators, milking 
machines and other appliances, 
including a model kitchen and 
displays of farm freezers. 
Farmers can 


find just about 





any type of farm or home ap- 
pliance they need in that dis- 
play. Between the store’s out- 
side salesmen and newspaper 
and other advertising a steady 
stream of farmers and their 
families is kept visiting that de- 
partment. 

A top ledge display, on the 
first floor of the store, calls at- 
tention to the basement appli- 
ance department, with a large 
sign pointing the way. It in- 
forms customers that “radios, 
refrigerators, milking ma- 
chines, separators, washers and 
stoves” are displayed in the 
basement. This pulls traffic to 
the back of the store, past dis- 
plays of housewares, tools and 
other hardware store lines. 


Po 


Milker and plug-in electric heater display in the basement. 
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“| LIKE to hand my customers neat, clean, well-wrapped 
packages that give a good impression of my store. And 
they like it! I’ve found that 9 out of 10 customers prefer 
packages sealed with ‘SCOTCH’ Brand Cellophane Tape. 


SELL THE FAST MOVING utility rolls of HANDY ALL OVER the store for sealing, holding, mending. Ask your 
jobber to fix you up with the cellophane tape in the familiar red and 
green plaid container, and the right dispenser for your store. 


“SCOTCH” Cellophane Tape. They will 
pay for the tape you use yourself. 


“Luse cellophane tape for wrapping... 
my customers like it and it saves 
me time and money” 





It makes my work a lot easier, too! All kinds of odd- 
shaped packages are a cinch to wrap with this stick-at- 
a-touch tape. Economical? I’ll say ... one roll will seal 
864 purchases!”’ 


pat. Off 


coT 


BRAND 





3 ii i en red 


Made in U.S.A. by MINNESOTA MINING & MFG. CO., St. Paul 6, Minn., also makers of other “Scotch” Brand Pressure-sensitive Tapes, ‘‘Scotch’’ Sound 
Recording Tape, ‘‘Underseal’”’ Rubberized Coating, ‘‘Scotchlite’”’ Reflective Sheeting, "‘Safety-Walk’’ Non-Slip Surfacing, ‘3M’ Abrasives, "3M" Adhesives. 


General Export: Durex Abrasives Corp., New Rochelle, N.Y. « 
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In Canada: Canadian Durex Abrasives Ltd., Brantford, Ontario 
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ag) TO MORE (e% 
Wed pRorits 


AND 
BIG SALES 


IN THE HOME 


Krylon's crystal clear 
plastic coat weather- 
proofs metal and 
wood garden furni- 
ture. Protects lawn 
mowers, shears, gar- 
dentools. Krylonends 
ugly stains from win- 
dow screens. Prevents 
tarnish of brightware. 
Keeps shades clean. 


FOR THE WORKSHOP 


A coat of Krylon’s 
liquid plastic stops 
rust, corrosion and 
mildew on _ tools, 
sporting equipment, 
leather goods. Dries 
fast... seals the sur- 
face, saves the finish. 


m AROUND THE CAR 


Krylon keeps bump- 
ers, hub caps and 
other chrome work 
shining. Sprayed on 
ignition wires and 
battery terminals, it 
waterproofs...makes 
starting easier. Ideal 
for boat brightwork. 


STOCK NOW! 
FOR 
QUICK SALES 


Krylon is available 
in 12 oz. Spray dis- 
pensers, quarts and 
gallons. Now selling 
at new low prices! 





wi 





FOSTER & KESTER CO.,INC. 
2601 N. Broad Street, Phila. 32, Penna. 
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NEWS and Views 


Reports on Events Affecting the Hardware Business 


(Continued from page 10) 


recently warned that accelerated 
price rises could lead into a 
“runaway boom.” This condi- 
tion could be followed by a 
“brutal deflation” caused by 
lack of investment capital and 
unemployment, he predicted. 


OUTLOOK: White House plan- 
ners are of the opinion that a 
“little inflation” between now 
and Election Day will be all 
right. Their problem is to keep 
it from getting out of hand. 
Look for a continued nudging-up 
of prices during the next couple 


of months, with a leveling-off 


trend developing late in the 
year. 


More Defense Contracts 
On Bid Basis Promised 


The efforts of Congress to 
help small business get a larger 
share of government contracts 
are beginning to pay off. 

The latest development in this 
struggle is the promise of the 
Department of Defense, after 
considerable prodding from the 
House Small Business Commit- 
tee, to let more of its procure- 
ment contracts on a “bid” basis 
and fewer on a “negotiated” 
basis. 

Secretary of Defense Louis 
Johnson told the House Small 
Business Committee recently 
that he would “take a critical 
look” at his negotiated contract 
procedures with an eye to trans- 
ferring “as many items as pos- 
sible” from this category to the 
advertised-bid category of pro- 
curement. 

Incidentally, the House com- 
mittee estimates that the dis- 
semination of information con- 
cerning contracts has resulted 
not only in many small firms bid- 
ding on government contracts 
that have never done so before, 
but in addition the government 
is receiving lower bids on some 
items than at any previous time. 


OUTLOOK: The Department of 
Defense currentiy is more sin- 
cere in its efforts to throw some 


business to smaller firms than 
at any time in the past. Trend 
is bound to continue, at least for 
a while, for Johnson has given 
strict orders to his staff to avoid 
anything resembling the “‘five- 
percenter” scandals of last year. 


Commerce Dept. Pares 
Division Duplication 


The Commerce Department 
has finally restored its com- 
modity and industry divisions 
to their original status. Former 
Secretary Henry Wallace had 
set up duplicate commodity divi- 
sions in the Office of Domestic 
Commerce and in the Office of 
International Trade. Present 
Secretary Charles Sawyer, never 
happy with the inefficiency and 
duplications in this set-up, has 
straightened them out. 

The offices have been com- 
bined under a new Office of In- 
dustry and Commerce as part of 
the Bureau of Foreign and Do- 
mestic Commerce, under direc- 
tion of H. B. McCoy who for- 
merly headed up ODC. Other 
changes include transfer of re- 
sponsibilities concerning com- 
modities, export controls, and 
transportation and communica- 
tions from OIT to the new office. 
However, it will work closely 
with OIT in promoting foreign 
trade. 


OUTLOOK: In addition to in- 
creased efficiency, this means 
that business and _ industry, 
especially the small businessman, 
will be able to obtain all avail- 
able information and assistance, 
both foreign and domestic, on 
particular commodities or indus- 
tries from a single source. 


New Study Will Trace 
City Growth Patterns 


A detailed study of the growth 
patterns of metropolitan areas, 
the first of its kind, is being 
launched under the sponsorship 
of the Housing & Home Finance 
Agency. The actual work of 
making the study has been given 
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_ Here's the best file your customer can buy! 


over under a research agreement 
to the Scripps Foundation, Mi- 
ami University. | 
The research program will 
make use of not only census 
data, but also all other available 
information which will show 
why a city and its suburbs grow 


and expand in various patterns. 
an 


: E 
A few such studies have pre- 
= viously been made but these | ‘a OT U Hy haw hd FILE 


were largely local in nature and 
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WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


combine is same as that on 
match grade Match Target. An- 
other change is replacement of 
stocks with custom-type stocks 
with thumb rests. 


Wood Boring Bit Kit 

Bor-All kit consisting of five 
wood boring bits which cover a 
boring range from 14 to 1% in. 





e 


Plastic covered roll with Clear 
Vu film pockets, consists of 14, 
5/16, *s and 7/16 in. solid center 
auger bits plus one model 100 
simplex precision made expan- 
sion bit with two cutters. Bits 
feature Super-Gleam finish. To 
retail for $4.98. Snell Mfg. Co., 
Worcester, Mass. 


Birds’ Summer Line 


Bird & Son, Inc., East Wal- 
pole, Mass., has added 24 pat- 
terns to the Armorlite yard 
goods. Linoleum marbleizations 
also have three new effects, 
tones of red, ivory and green 
and varying tones of blue. Rug 
line is supplemented with eight 
patterns including Striatile, 
6464, a 9 by 9 in. reverse block 
tile with diagonal jasp’ed stri- 
ations in pearl gray with shell 
pink pin. American Clipper rug 
features modern travel motifs. 
Yard goods innovation is Duo- 
tile series, enamel surface copy 
of the tile-within-a-tile pattern, 
with four color combinations. 


86 


Basket weave matting features 
a simulated woven effect in tan 
and green. Leading colors in 
florals are green, gray and wine- 
rose; in tile, ivory and gray 
backs with black and red accent. 
Green is prominent in tile and 
marbleized designs. 


Six Tine Cultivators 


Newco cultivators are made of 
high carbon steel with ash han- 
dles. Both straight and curved 
tooth models are 6 in. wide and 
have flat tines 3 in. deep. No. 
4-6, with straight tines, and 4 
ft. handle retailing for $1.25, is 
a garden fork and cultivator. 
Curved tooth type, 3-6, doubles 
as a grub hoe or small rake for 
flower beds and a _ cultivator. 
Sells for $1.40 and has 41% ft. 
handle. Newman Mfg. Co., Kan- 
sas City, Mo. 





Jig Saw, Sander Filer 


Atkins Industries, Inc., 5823 
N. Ravenswood Ave., Chicago 26, 
Ill., is making the Atkins electric 
motor driven three in one jigsaw, 
sander and filer. Adjustable arm 
permits cutting any length ma- 
terial. Retails at $14.95 with 
built-in motor, three project pat- 
terns, three saw blades and two 
4 by 9 in. pieces of wood. Made 
of aluminum with a table 6 by 8 
in. which tilts and rotates at any 
angle. Saw cuts to center of 16 
in. circle. To file user removes 
saw blade and arm and uses 14 
in. diameter standard filing ma- 
chine files. 








Non-Toxic Clothes Cleaner 


Re-Clean a non-toxic, non-ex- 
plosive clothes cleaner whose 
basic cellulostic ingredient com- 
bines with water to change the 
nature of water. Prevents color 
run and shrinkage from develop- 
ing. A 12 oz. can, retailing for 
98 cents packed 24 to carton, 
makes three full gals. Cleans 
dresses for 4 cents each, blouses 
for 3 cents, neckties four for 





1 cent and drapes 20 cents a 
pair. Will not leave rings. Con- 
tains an ingredient found in 
hand creams. Removes all types 
of stains without fading or run- 
ning colors. One quart can re- 
tails for $1.98, packed 12 to 
carton. Re-Clean Corp., Empire 
State Bldg., New York City 1. 


Picnic-King 

A metal carrying case that 
converts to a table for picnics, 
beach parties and outdoor gath- 
erings. Holds accessories for 
four for a day at the beach 
and opens to 24 by 24 in. table 
with legs. Has steel body with 
aluminum tubular legs and full 
length piano hinge. Weighs 10 
Ibs. Available in yellow, red, 
green, gray and brown. Retails 
for $9.95. Packed one per car- 
ton, 200 Ib. test. Lennox Metal 
Mfg. Co., Maspeth, L. I., N. Y.- 


Retractable Hook Tape 


Justus Roe & Sons, Roe Court, 
Patchogue, N. Y., makes a white 
nickle plated steel tape which 
features a retractable hook 
handle enabling one man to 
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A NEW NAME IN 





LVANIa ED WARE- 








J&L Steel Barrel Company (subsidiary 
















of Jones & Laughlin Steel Corporation), 
manufacturers of high quality shipping 
containers, takes pride in announcing its 


new line of galvanized ware: 


Jal WARE 


Any product that bears a J&L label miust 
be of the highest quality. J&L WARE is 


Piss no exception. Every item in the J&L- 


Pee, 


WARE line is galvanized for maximum 
protection and longest wear by quality- 


controlled methods. 


_STEFE BARREL COMPANY 
DIARY , B & LAUGHLIN STEEL CORPORATION i 
1 ING, NEW YORK.17, N. Y. | 


ay 





Ce a ae . 








SALES POLICY 
J&L WARE is sold exclusively through 


wholesalers. 


THE LINE 


Popular, fast-moving utility items strongly 
built . . . Sturdy corrugations . . . Reinforc- 
ing bands . . . Strong bails and handles with 
bail and handle ears securely fastened .. . 
Galvanized by the best quality-controlled 
methods . 


customer acceptance. 


. . A quality line with quick 


SERVICE 


J&L WARE is being manufactured in 
plants at Toledo, Ohio, and Atlanta, Ga. 
In addition conveniently located warehouses 
and sales offices are ready to serve you. This 
means shorter, faster deliveries to help re- 


duce your inventory requirements. 


WHOLESALERS: Mail This Coupon Now 
J&L STEEL BARREL COMPANY 


CHRYSLER BUILDING 
NEW YORK 17, N.Y. 


Gentlemen: We may be interested in handling 
J&L WARE. 


snananibalisiibias Send us the new J&L WARE cata- 
log and Price List. 


ienceeassdeaes Have a J&L WARE salesman call. 


NN esheets iological 
Address............. snlnspiisldaiiheieies tebe ihdatinis tees ouictnh ce dinbainoniiscan 


‘Jel. WARE 


THE NEW QUALITY LINE OF GALVANIZED WARE— 


PRICES AND PROFITS 


J&L WARE is priced right for the BIG 
VOLUME market—the market that gives 


you the most profit and quickest turnover. 


NEW CATALOG FOR WHOLESALERS 


The new free wholesalers catalog and price 
list is ready now. Get your copy. See all 
the items in the new J&L WARE line. Get 


these money-makers in your stock at once! 
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WHAT'S NEW 








make a long measurement with 
ease. Finished with transparent 
plastics. Tape packed in new die 
cut box, with bright label, which 
serves as a display. Leather, 
leatherette and chrome cases and 
four sizes are available. Retail 
price for 50 ft. leatherette 
model is $6, plus 15 cents for 
hook handle. 





Ridge Reamer 

Zim Mfg. Co., 3037 Carroll 
Ave., Chicago 12, Ill., is making 
ridge reamer No. 298 which 





turns as a unit in the engine 
cylinder. Combined cutter and 
automatic stop is carbide tipped 
and pivotally mounted, said to 
insure against over-cutting. Cut- 
ting pressure against ridge is 
maintained by coiled compres- 
sion spring. Produces a cut con- 
forming to shape of cylinder 
wall. Range 25% to 4 in. 


LP Gas Torch 

LP gas torch is a portable 
cartridge refill torch which 
lights instantly without pre- 


heating — reaches a calculated 
temperature of 3660 deg. F., 
and burns in any position. A 
tank of fuel will operate the 
burner for many hours, depend- 
size flame 


ing on the used. 
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Single control valve turns torch 
on and off and adjusts flame. 
Torch loaded weighs about 2% 
Ibs. in 2144 in. diameter and 
seamless steel cylinder is 114 
in. overall. Finished in metallic 
blue. Torch will operate in any 
position. Otto Bernz Co., Inc., 
Rochester, N. Y. 


Lawnette Roll-Away 


Two-wheeled flat bottom car- 
rier, the Lawnette Roll-Away, 
will carry 250 lbs. Equipped 
with 18 in. semi-pneumatic tires 
and Chrysler oilite bearings. 
Flat bottom of 14 gage steel is 
22 by 23 in. Lawnette also offers 
improved 115 Jr. lawn seed and 
plant food spreader which has a 
new type handle and brackets. 
O. E. Thompson & Sons, Ypsi- 
lanti, Mich. 


Trimspot Fixtures 


Six incandescent lighting fix- 
tures matching Sylvania’s 12 
shielded fluorescent Trimline 
fixtures. Both single and twin 
spotlight units are companions 
to the two and four lamp fluo- 





series 


rescent Trimline with 
same style end pieces. Each 
fixture is equipped with one or 
two 150 watt PAR 38 spot lamps 
which can be rotated in a 360 
deg. arc and tilted to an agle of 
20 deg. Spotlights have white 
Miracoat enamel finish with ro- 
tating section in aluminum as 
with fluorescent units. Sylvania 
Electric Products Inc., 500 Fifth 
Ave., New York City. 


Pie Plate 


Juice-Well pie plates made of 
one-piece solid aluminum, with 
an outside rim forming a well to 
catch all excess juice. Pie plate 
has no cracks or crevices. Plate 
is 9x 11/16 in. and retails for 
59 cents. United Aircraft Prod- 
ucts, Inc., 184 West 32 St., 
New York City 1. 


One-Coat Interior Paint 


Luminall Paint Division, Na- 
tional Chemical & Mfg. Co., 
3617 S. May St., Chicago 9, Ill., 
offers Satin Luminall, a scrub- 
bable one-coat interior paint for- 
mulated with synthetic rubber. 
Maker says this paint thins with 
water, one qt. per gal. of paste 
emulsion and may be applied 
with brush, roller or spray to 
painted or unpainted surfaces, 
plaster board, wall board, plas- 
ter, concrete, primed wool and 
metal. Available in white and 
12 pastel colors plus eight style 
tones. Packed in qts., gals., and 
five gal. cans. Maker states 
paint, which dries in 20 minutes, 





is non-inflammable and _ non- 
toxic and may be washed with 
soap and water 30 days after 
application. 


Ever-Fast Shingle 

The Barrett Division, Allied 
Chemical & Dye Corp., 40 Rector 
St., New York City 6, has de- 
signed a locking shingle known 
as the Ever-Fast. Provides 
double coverage over 100 pct of 
the roof’s surface; triple cover- 
age of 50 of roof area. Locking 
mechanism is part of shingle; 
two slots on each side of unit 
which slide under and over edge 
of adjoining shingles. Each is 
locked in four places and lock 
is a flexible one. Pattern of 
nailing results in each shingle 
being nailed in four places, all 
nails concealed. Specifications 
call for 111 shingles to the 
square, which weighs 235 lbs. 
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r Quick, Easy 
\ to Hands an 
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| INSTANTLY c 
enamel, varnis 
lacquer from 


rollers 


SOFTENS HARDEST BRUS 


— ysually in less than 


minutes 


* EXTRA FEATURE! * 
GLOSS from all 


d varni 
one wipe! 


Se eesti 





with (ightning-fast 


SAVOGRAN 
Kwikeeze 


LEANS paint, 
h, shellac and 
brushes and 


HES 


shed sur- 


- Harmless 





It's a Best-Seller...” 
Stock Up Now! 


THE SAVOGRAN COMPANY 
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WHAT'S NEW 








Available in plain, blue-black, 
deep green and red, and weather- 
grain finishes. Latter come in 
blends, greengrain, redgrain, 
bluegrain, slategrain and brown- 
grain. 


Outdoor Stove 


Yard Chef, a collapsible, waist 


high outdoor stove and grill 
burns charcoal or other solid 
fuel. Fries, broils, bakes, roasts 


and barbecues on turning spit. 
Heat is adjusted by moving fire 
pan up or down in three posi- 


tions. Stands 35 in. high, 19 
in. wide, 15 in. front to back, 
cooking height 24 in. above 


ground, oven space 5x18x65 in., 
turning spit, 2214 in. long. Fin- 
ished in heat resistant, baked- 





on-green enamel. Welded steel 
wire and sheet metal construc- 
tion. Folds into carton 36x20x5 
in. Union Steel Products Co., 
Albion, Mich. 


Port-O-Oven Packing 


Port-O-Oven, top of stove po- 
tato baker and oven is now 
packed 12 to carton and six to 
the carton of the three piece 
unit (bottom pan, cover and 
heat deflector), and in 12 and 
six to the carton packings of 
the four piece unit adding the 
single loaf pan to other three 


items. Cover is packed with 
thermometer set in. All made 
of Parkersburg blue steel. The 


Parkersburg Steel Co., Parkers- 
burg, W. Va. 





Nu-Top Stove Pads 


Two pads, Monterey and the 
Chef feature the mar-proof Nu- 
Round colors and are available 











in 17x19, and 15x19 in. Mon- 
terey carries a harvest motif 
and the Chef shows a chef pre- 
siding over an outdoor fireplace. 
Nu-Top line has a 8% in. round 
size now, with air-cell insula- 
tion and asbestos base to pro- 
vide cushioned protection. The 
Metaloid Co., 5815 Kinsman Rd., 
Cleveland, Ohio. 


Chalk-Line Box 


Self-chalking chalk-line box 
features an air tight case for 
holding both line and pigment. 
Strait-Line chalk-line box may 
be used also as a plumb bob. 
Boxes moulded of aluminum al- 
loy with brushed finish. May 
be refilled with red, blue, yellow 
or white pigment by removing 
screws. Each is furnished with 
50 ft. of line; capacity is 100 
ft. Suggested to retail for $1.25. 
Individually packaged. Strait- 
Line Products, P. O. Box 417, 
Santa Ana, Cal. 
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Electric Lanterns 


Focal-Ray, model 900 and 
Twin-Lite model 924, electric 
lanterns feature a_ spot light 
with focal adjustment; when 
the lens head is turned, light 
can be charged from concen- 
trated beam to spreading flood 
light. One model has a side- 
mounted diffused light. Lan- 
terns have 51% in. bases and may 
be pivoted in all positions. May 
be hung by handles, mounted on 
wall, or stood upright. Bodies 
are steel, plated and enameled. 
Both have rounded Tenite plas- 
tic handles. The Metal Ware 
Corp., Two Rivers, Wis. 


ELECTRIC DOOR CHIME 
= continuous MELODIOUS CHORD, 


as long as front door button is pressed. Two-note 
signal for rear door. Styled by famed designer, 
Lurelle Guild, to harmonize with every decora- 
tive scheme. Tone purity guaranteed by exclusive 
Sonoscope-test! Mahogany and brass or chrome 
and white. sizE: 1112” high, 5” wide, 3” deep. 


NOW RETAILS FOR "$625 


a Fatfax 


DOOR-KNOCKER CHIME 


Looks like a knocker, but sings out a sweet 
“Welcome’’! Sonoscope-tested for tone purity. No 
wires, no fuss installing. Gleaming brass, styled 
by Lurelle Guild. Inside, the mechanism is con- 
cealed by convenient, “‘last-look” mirror. 


NOW’ RETAILS FOR ONLY $6295 












Nylon Fly Line 


Cilesto, nylon fly line, employs | 
a reformulated silicone finish, | 
which is said to be highly resis- 
tant to abrasion, kinking and 
curling. This line is reported to 
have the same weight as silk fly 
lines, size for size, facilitating 
univers?! balancing of rods. 
B. F. Gladding & Co., Inc., South 
Otselic, N. Y. 








SELL THE DOOR CHIMES AMERICA’S SOLD ON! 
Bean Pot Unmatched for precision performance... widely, consist- 


Glazed ceramic electric bean ently promoted . .. EDWARDS DOOR CHIMES create steady, 


pot may be immersed in water, all-year profits where none bloomed before! 

as it has a separate Heat-Rite ORDER THROUGH YOUR DISTRIBUTOR TODAY 
base, rated 95 watts. May be 

used for warming rolls or keep- 

ing coffee hot. Made of chro- | DWARDS Y) IF 

mium plated steel with molded k GOOF CODICES 
las i e J is > is > \ 

Plastic feet. Cover is polished “~~” EDWARDS COMPANY, INC., NORWALK, CONN. 


metal with brown plastic knob 
to match Gile tenes, tlalt In Canada: Edwards of Canada, Ltd. 
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For man, woman or child 


No. 41 Automatic Drill 


easiest to use ..¢ 
easiest fo sell 





Pah it! ... nothing 
could be easier or more 
attractive to housewife, 
handyman or to the skilled 
mechanic. Sturdy spring 
in handle makes drilling 
any hole a simple, one- 
hand job. Return stroke 
revolves drill backward to 
clear chips. Magazine 
handle contains 8 drills 

. 4, to 114, inch... easy 
to see, select and replace. 
Drills easily inserted and 
removed from chuck; yet 
cannot pull out in use. 
Chromium plated, fine 
looking and sturdy as all 
“Yankee” Tools. Every 
one you sell makes a 
friend as well as a profit 
for you. 


YANKEE TOOLS NOW PART OF 


THE TOOL BOX OF THE WORLD 


NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 





7 + 


YANKEE 
































WHAT'S NEW 








needs no watching during cook- 
ing. Capacity is 2 qts.; retails 
for $6.50, excise tax included. 
West Bend Aluminum Co., West 
Bend, Wis. 





Milk Strainer 

Stainless steel milk strainer 
with a wide top flange permit- 
ting strainer to be lifted with- 
out getting fingers inside the 
streamlined bowl. Handle of 
disc holder is welded on so all 
grooves or crevices are elim- 
inated. Strainer has 18 qt. ca- 
pacity and takes 6% in. filter 
disc. Geuder, Paeschke & Frey 
Co., Milwaukee, Wis. 








Breeze Tables 

Breeze tables, fan and table 
combinations are available in 
square and circular models. 
Constructed of steel with baked 
enamel Hammertone finish. 
Tables equipped with Safe-flex 
rubber bladed fan. Operation 
said to be quiet. Square model 
has 12, 2-speed fan and circular 
table offers 12 in. two speed, 12 
in. single speed and 10 in. single 
speed fans. Samson United 
Corp., Rochester, N. Y. 


Deodorizing Lamp Bulb 


A four watt lamp which gives 
off just barely noticeable con- 
centrations of Ozone, a form of 
oxygen which has the effect of 
neutralizing many objectionable 
odors. Bulb operates on house- 
hold current and is used with 
a ballast in simple fixture allow- 
ing escape of ozone, but shields 
eyes from ultraviolet energy 
generated by lamp. Ozone pro- 
duced by one bulb is sufficient 
to mask odors in areas up to 
1000 cu. ft. General Electric Co., 
Nela Park, Cleveland, Ohio. 








Flexible Baseboard 


The Cassidy Co., 5659 N. Lin- 
coln Ave., Chicago, Ill., offers an 
all-purpose flexible rubber base 
board. Sani-Base is made of 
pure rubber and may be applied 
with linoleum paste or rubber 
cement and can be fitted with 
ease to straight or curved wall 
and cabinet areas. Available in 
black or white and four colors. 
Packed in bulk form in 10 ten 
ft. lengths or 100 ft. to carton. 
Also being packed in a merchan- 
diser package for counter dis- 
play with a 20 ft. roll and a can 
of Sani-Cement. 





Akro Oval Mat 


Buxbaum Co., Canton, Ohio, 
is introducing a larger model, 
22 by 39 in. of its Akro oval 
rubber mat. Has the same non- 
skid, non-slip qualities of the 
smaller mat. Ideal for under 
bathinetts by sink or where 
floor wear is heavy. Available 
in nine color combines. Sug- 
gested to retail for $2.69. 
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Arvin Table Radios 


Noblitt-Sparks Industries, 
Inc., Columbus, Ind., has added 
two series of table model radios 
to the Arvin line. Model 450T, 
illustrated, and 451T retail for 
$19.95 and $24.95 respectively 
and 460T and 461T carry retail 
prices of $34.95 and $29.95 re- 
spectively. With plastic case, 
both the 450 and the 451 feature 
Arvin’s velvet voice tone system 
and magna bass amplifier circuit. 
Model 450 is marketed in rose- 
wood and ivory, 451 in ebony, 
ivory, sandalwood and willow 
green, 461T in rosewceod and 
460T in ivory sandalwood or 
willow green. Both 460T and 
461T have five tubes plus rec- 
tifier. 


Car-Plate 


S. C. Johnson & Sons, Inc., 
Racine, Wis., has developed a 
liquid auto wax known as Car- 
Plate. Said to require no polish- 
ing, rubbing or buffing and may 
be applied in 20 minutes. Deal- 
ers are to be supplied with pro- 
motional material, including 
window display posters, jumbo 
canvas signs, counter die-cut 
displays and hand bills. A 10 
oz. can of Car-Plate enough for 
two applications. Retails for $1. 








Nickel Plated Fry Pans 


Ekco Products Co., 1949 N. 
Cicero Ave., Chicago 39, IIl., has 
resumed the production of nickel 
plated fry pans in three sizes, 
retailing at from 29 to 49 cents. 
Formed of full finished, full 
weight cold rolled steel with a 
heavy nickel plated polished 
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Quality Built 
Superior Features 
Full Dealer Profit 
LOW PRICE 







ff Vf Retail Price 





Now YOU CAN SELL the man with a 50-foot lot an 
ELECTRIC MOWER ... STEP UP SALES and MAKE 
MORE PROFIT with SENSATION’S new low-priced 
MODEL CP 16. One-third horsepower heavy duty motor ; 
—hball-bearing wheels—big rubber tires—16-inch safety 
blade—S80-ft. No. 16 rubber-covered cord, and a dozen 
more real selling features. But best of all, a REAL DEAL- 
ER DISCOUNT FOR YOU with no sacrifice of product 


quality. 


See your jobber today. AW AW Wann MM Aa a 


dealer franchise. 


RALSTON, NEBRASKA 








WELCOME 


eT le) :1:11- 6 eel 


; WHO BRINGS YOU 
“UNIVERSAL 


Sprayers 


He's the sole ambassador of this fastest- 
selling, most profitable line of hand and 
compressed-air sprayers — for the 
Universal line is sold EXCLUSIVELY 
through Jobbers and their salesmen. He 
can accurately gauge your needs, and 
knows that what is good for you is good 
for him. He's your friend. Policy-wise 
as well as price and profit-wise, 
UNIVERSAL is by long odds the best 
line to handle. 




























UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 





— 


WZefel) 
S KO TCH JOINERS 
A Steady Prose 


Profit Puller 
Every 






8” x 10” carton display 
< printed in red and black 
or on cards for bin display 


Here's a wood joiner that really 
HOLDS .. . and holds without 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, “T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 
Sample wood joints that show uses 
of SKOTCH Wood Joiners plus a new 
counter folder are yours FREE. Ask CHAIRS 
your Jobber or write direct for gen- 
erous supply Dept. HAI. 


SUPERIOR FASTENER CORP. 


2949 ELSTON AVE.. CHICAGO 18, ILL. SIGNS 


GRIPS LIKE A VISE 


the Olympic WIRE 
and CORDAGE METER 


(atatoale 


a 



































DOES WORK 


OF 4 MEN”... 
Quickly and Accurately! 


Maybe you don't want to replace 
4 men! But when you have to 
measure ANY flexible materials 
up to |" in diameter with speed, 
efficiency, and accuracy — you 


need the NEW Olympic. 
What OLYMPIC does for you: 


@ STOPS losses due to error! 
@ SPEEDS up service! 


@ BUILDS customer confidence! 





* Case history: | man with Olympic 
Meter equalled output of 4 men in 
Aircraft Plant at a saving of $32.64 a day! 











Jobbers & Dealers — write for information 


OLYMPIC INSTRUMENT LABORATORIES 


Cove, Washington 
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WHAT'S NEW 


look. Pans feature modernized 
handles permanently welded to 
pans. Air cooled long handles 
have slotted ends for hanging 
on the wall on cabinet. Special 
assortment of fry pans is avail- 
able with a wire nickel plated 
counter rack and metal display 
card. 








Root Eliminator 


American Home Chemical Co., 
Indianapolis 8, Ind., is making 
Root Eliminator, a year’s supply 


Paint Drip Saver 

Unit fits any quart size can 
and features a wide rim to elim- 
inate dripping. Handle makes 
can easy to carry and acts as 
brush rest. Eliminates paint on 
top rim of can; wipe brush on 
inside edge. Suggested to retail 





of which retails for $3.95 ... 12 
dated chemical briquettes. Ef- 
fective in toilet wall tank and 
septic tanks. 


Electric Water Heater 


Superfex, model 250, fully au- 
tomatic electric water heater 
with a 52 gal. tank capacity. 
Equipped with two Chromalox 





for 29 cents. McDonald Pred- 
ucts Corp., Duk-It Bldg., Buffalo 
10, N. Y. 


Broiler 


Roedter Products, 341 Bryant 
Ave., Cincinnati 20, Ohio, is 
making a broiler, the Versatile, 
which snaps to size for bacon or 
steaks. Holds firmly all types of 
meats. Folds into the package 
and also into the dish pan. Has 
heat resisting handle, is well 
balanced. Suggested to retail 
for $2.25. Each broiler is packed 
in an individual cardboard box 
upon which are printed the fea- 
tures of the broiler. 





immersion type heating units, 
the upper 1500 watts and the 
ower, 1000 watts. Each unit has 
separate thermostats which can 
be set up for interlocking or si- 
multaneous operation. Requires 
no flue; can be installed wher- 
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DOG FIGHT ON YOUR 


Did you ever stop to think that a 
couple of mongrels mixing it up out- 
side your store will arouse more in- 
terest — then and there — than an 
atomic explosion in Russia? 


Interest is a local proposition. 
What interests any individual most 
is what’s happening right where he is 
at the time. 


Pump advertising is the same. At 
Goulds, for instance, we're proud of 
our national advertising .. . feeling 
that our campaigns are well thought 
out, our messages convincingly pre- 
sented. Continued enthusiastic re- 
sponse to our advertising justifies 
our attitude. But — your own local 
advertising has a peculiar power that 
no national advertising, no matter 
how good, can duplicate. 


Most People Don’t Write 


Literally millions of prospects are 
attracted to our national advertis- 
ing each year. Most of them don’t 
write us. Instead, they'll look for a 
Goulds dealer in their own town, 
preferring to see our pumps, and to 
deal directly with a local merchant. 
All too often, they are not conscious 
of any local Goulds promotion, and 
assume that there is no Goulds deal- 
er in the vicinity. In that case, they 
may turn to your competitors, or 
defer the purchase of a water sys- 
tem entirely. 


Let People Know 
What You're Selling 


That’s where your local Goulds 
promotions come in. They establish 
your store as “the Goulds store”— 
the place to remember for pumps 
and all related equipment. Your 
own pump advertising, displays, 
mailings, etc. let you capitalize on 
our national advertising — and they 
are highly profitable in their own 
right. Don’t forget that profits from 
related items — made possible by 
the pump sale — multiply your 
pump profits many times over. 
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by R. C. Broyles 


STREET! 


Sales Promotion Department, Goulds Pumps Inc. 


Manufacturers Help Local Promotions 


Naturally, pump manufacturers 
are anxious to help you with your 
local promotion of their products. 
Here at Goulds, we're in a position 
to supply you without cost with dis- 
play material, point - of - purchase 
signs, wall posters, envelope stuffers, 
letters and letterheads, newspaper 
mats and radio scripts. Also, at cost, 
we furnish demonstrators, electric 
signs and all the other material need- 
ed to make your store “the Goulds 
store.” 


One especially interesting — and 
effective — part of the Goulds deal- 
er program is a series of direct-mail 
— designed to cover rural box 
1olders in your area. We're set up 





here in Seneca Falls to mail these 
(four) cards, imprinted with your 
store name and address at any in- 
terval you specify. There’s a nomi- 
nal charge for each hundred. These 
engaging-but-convincing cards _ sell 
pumps and that’s not all. They help 
to establish your store with all the 
prospects in your area as “the place 
to go for pumps and related equip- 
ment. 


Our Sales Promotion Department 
will be glad to furnish details on 
Goulds dealer helps, upon request. 
Remember, a dog fight (or a pump 
promotion) that’s focal attracts 
plenty of attention locally, where it 
does the most good. 





SELLS 


Goulds 
JET-O-MATIC 
Demonstrator 


“Action means interest” 


it right in your own store. 


your store 
can supply to their dealers. 


GOULDS PUMPS INC. 





( Adveriisement ) 


Water running 


running water 


and that’s why Goulds demon- 
strators have compiled their unduplicated selling record. 
They provide action (and therefore interest) where you want 


Write for details on how you can set up a demonstrator in 
and on the dozens of other selling helps Goulds 


Seneca Falls, New York 


WATER SYSTEMS 










*Tesas 


FOR EVERY FARM AND HOME NEED 
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POWER LAWN MOWERS. 


Plenty of sure-fire appeal in the new Homko Mower Line! 
Jobbers and dealers . . . from coast-to-coast . . . are praising Homko sky-high! 
Dealers themselves, with a variety of brands to choose from, are comparing 
and deciding on Homko as the brand-preference for their own personal lawn mowing use! 
Yes, when dealers themselves choose Homko, that is proof-positive of 
Homko’s superior merits. Constantly orders are coming in from new territories 
where consumer demand has opened up tremendous new markets. 
NOW more than ever before the Homko line offers amazing economy, 
long-life dependability, trouble-free, smooth performance. 
You can’t afford to miss seeing and inspecting the new 1951 Homko Line. 













r- =~) i 


See why everyone . . . dealers, jobbers, consumers . . . are wildly 
enthusiastic about the fast-moving Homko mowers . . . America’s No. 1 
Quality Line of Reel Type and Rotary Power Mowers, Hand Mowers { Glc. 


and Lawn Sweepers. Priced right for volume sales. 


See us at 
National Housewares and Home Appliances Exhibit 


Atlantic City—Booth 1430 - D on t Wa i t I 





ae a MAIL THIS COUPON TODAY 
rg == BEFORE YOU BUY 
ett Sees OY oy 1M YOUR 1951 
ge wo _ MOWER LINE 











ae DEMAND 
nome DEPENDABLE 
9mpony grate 
poor ‘ ~HOMKO 
cit ‘3 TRULY A QUALITY PRODUCT 






/ 
WESTERN TOOL AND STAMPING CO. 


LAWN MOWER DIVISION 


2725 SECOND. AVENUE . DES MOINES 13. IOWA 
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ever there is a 220 volt line. 
Casing finished in white baked 
enamel with rust proofed base 
in black japan. Perfection Stove 
Co., 7609 Platt Ave., Cleveland 
4, Ohio. 





Steel Container 


Continental Can Co., Inc., 100 
E. 42nd St., New York City 17, 
has developed an improved cor- 
rosion resistant, five-gal. steel 
container for storing, carrying 
and pouring both liquids and fine 
grained solids. Handi-Can fea- 
tures welded body construction, 
rolled metal seams and domed 
top. Has oversized filling spout. 
Drop handle prevents finger 
pinching when carrying. Wood- 





en grip is extra wide. Finished 
in red, blue and silver and 
equipped with tin-plated filling 
and pouring spout caps. 


Pad-Hacksaw 

Semi automatic hacksaw de- 
signed without the top frame. 
Cuts of unlimited length and 
shape can be made as there is 
no top frame to pass over or 








through work. Uses any stand- 
ard type of wood or metal saw- 
ing blade. Available in chrome, 
enamel and plain finishes and is 
suggested to retail for $2.98, 
$2.50 and $1.98 respectively. 
American Mercantile Co., Inc., 
33 West 42nd St., New York 
City 18. 
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Electric Torch 

Flameless thermal-jet electric 
torch has a one piece aluminum 
jacket with 3 in. orifice, high 
speed, replaceable electric unit 
and a pistol grip handle with 
an 8 ft. Underwriters Labora- 
tory approved heavy duty cable. 
Gun may be used with 115 volt 
ac or dc. Weighs 2 lbs. Radiant 
heat projected by the thermal- 
jet will reduce multi-layers of 
paint, enamel or varnish to a 
dry flaky ash that can be re- 
moved in one stroke by a 
scraper. Paint may be removed 
without disturbing undercoat, 
filler or caulking. Suggested re- 
tail selling price of model SA750 
is $9.95. Replacement element 
is $2.25. Kinetic Products Corp. 
31 South 18th St., Philadelphia 
a Fa 


Folding Whisk 

Whiskaway folding whisk 
broom is suggested to retail for 
79 cents. Bristle end is tele- 
scoped into the handle for travel 
or when brush is not in use. 
Slip bristles to first printed in- 
dicator suede and a stiff brush 
is formed. Next indicator is 
for upholstery and the third for 
clothing. Bristles and container 
are plastic. E-Z-Do, 261 Fifth 
Ave., New York City 16. 





(Resume reading on page 13) 


Make 3 sales 
F. 3 profits with 






End-o-Pest! 


A sales natural! Comes 
ready-to-use. Every 
garden needs it because 
it protects against 
chewing and sucking 
insects and fungus dis- 









VIGORO*! 


New Process Vigoro . 


. produces 
greener, healthier plants as it sup- 
plies all the vital nutrients growing 
things require. 


* VIGORO is the trode 
mark for Swift & Com 
pony's complete, boa! 
anced plant food. 


r End Weed End-o-Weed! 


ee Destroys over 100 


—~ 


a 


kinds of weeds 
without harming 
ordinary grass. 
Kills entire weed 
roots and all. 





Products Presented by 


Swift & Company 
Plant Food Division 


U.S. Yards Chicago 9, Ill. 
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VLCHEK 
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COMBINATION 
WRENCHES 







7 


Narrow, 
streamlined jaws. 






Thin walled 
15° box end. 









- Expertty: saabicled fo meet 
_ the mechanic's needs—nar- 
* row, streamlined jaws on 
open end—thin walled 15° 
box end—slender, long 
e for needed leverage. 
oF alloy steel accurately 








VLCHER 


A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 
= —_— 
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New Displays and Other Dealer Sales Helps 





(Continued from page 13) 
duct cuts of the full appliance 
line and the company slogan ap- 
pear at the bottom of each page. 
Dealer’s name and address with 
the Westinghouse identification 
circle are imprinted on each cal- 
endar. Four menus listed on 
back of each page. Each back 
page illustrates an individual 
product with a description of its 
features. The 9x12 in. calendars 
are spiral bound and punched 
for handling. Westinghouse 
Electric Corp. Electric Appli- 
ance Division, Mansfield, Ohio. 





Mirro-Matic Display 
Mirro-Matic display fixture to 
display the various sizes of pres- 
sure pans with a large compart- 
ment fitted drawer which may 
be opened from either side. 












Day-Glo fluorescent paint is used 
for the Mirro-Matic logotype on 
drawer handle. Maker absorbs 
part of $40 unit offering it to 
dealers for $19.95. Made in 
light golden oak or limed oak 
finish. Aluminum Goods Mfg. 
Co., Manitowoc, Wis. 


Nylon Fishing Tackle 


E. I. du Pont de Nemours & 
Co., Inc., Polychemicals Dept., 
Room N-9529, Wilmington 98, 
Del., has issued ‘“What’s New in 
Fishing Tackle Made from Du 
Pont Nylon Monofilament” which 
contains all the sections covered 
by “Knots and How to Tie Them 
with Du Pont Nylon Leader 
Material,” with up to date re- 
visions and additions. A 10 page 
section on the use of nylon— 
leader material for all types of 
salt water fishing, has _ been 
added. 


Detergent Package 


Fun, the combination soap, 
detergent and water softener 
for automatic washers has a 
new package. Dial in the design 





ties-in this usage. Large size 
holds 15 ibs. and is packed in 
large carton with luggage car- 
rier handle. Round canister 
holds 7 lbs. Top of package is 
white, bottom band red. Fun is 
red on the white background; 
dial two shades of gray. Some 
of copy is in green, and some 
in dark grey. Back provides full 
instructions for use. Economics 
Laboratory, Inc., St. Paul, Minn. 


Beaver Pipe Tools 


Four-page folder relates ex- 
periences of users of Model-B 
power driven tool. Beaver Pipe 
Tools, Inc., Warren, Ohio. 





Pocket Knife Display 

Gits Molding Corp., 4600 W. 
Huron St., Chicago 44, IIl., has 
designed a double faced easel 
display carrying six slide-blade 
knives on each side. Each knife 
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Mr. Herman W. Yecies, proprietor, Yecies’ Hardware Store, 
42 Dodd Street, Bloomfield, New Jersey. 


‘Our National Sales Register 





is invaluable in regulating 
our purchases and inventory” 


“We use one of your National four-drawer, department- 
izing sales registers for the purpose of controlling cash 
and records in our business. The information which this 
machine provides is of invaluable assistance in regulating 
our purchases and inventory. 

“We give the customer a printed, itemized receipt with 
every purchase. This eliminates errors in addition, and 
enforces a correct record of every transaction. 

“The individual totals enable us to determine the sales 
made by each salesperson. And the separate cash drawers 
make them responsible for all cash and records handled. 
We are convinced that a modern National Sales Register 
is a very sound business investment.” 

Because today’s high costs and narrow profit margins 
make turnover a vital problem in the hardware business, 


what Mr. Herman W. Yecies says about his National 
Sales Register is important. It enables him to keep his 
inventories low, sales high. He can now buy often—in 
right quantities—thanks to up-to-the-minute informa- 
tion provided by the register on departmental sales. 

Knowing exactly how much each salesperson sells daily, 
leads to a larger sales volume. Separate cash drawers re- 
duce cash shortages. Mechanical addition on multiple- 
item sales prevents mistakes, saves time, builds customer 
confidence. 

Find out how National “‘ Floor Audit” will give you 
better control and increase your profit. Your 
local National represent- 
ative will gladly explain. 

No cost or obligation. t, ; 
CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO WW 
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, REFILLABLE 
| REFILLABLE 


Shanon Gout aud Scheu Co 


BOSTON 10, MASS. 


YOURE 
COVERED 


..with SHARON'S “4 
FM and RM GROUPS! iT 

















YOU'LL HAVE 
ALL THE MOST 
WANTED SIZES | 
RIGHT AT YOUR | 

FINGERTIPS | 

WITH TWO | 

COMPLETELY | 








REFILLABLE 
GROUPS! 











— Tee | 
ara 


* 11,948 PIECES 

* 80 SIZES 

* ELECTRO GALY. STEEL 
and SOLID BRASS 

* A COMPLETE 
FASTENER DEPT. 

*% 5-SHELF RACK 

* ONE GROUP EQUALS ONE 
FT. OF SHELF SPACE 


Ask your jobber or write us. 












ROUND 
fo) ¢ 
FLATHEAD [i 
MACHINE 
SCREW 
GROUPS | 











Shanon Olt aud Sekai Co 


BOSTON 10, MASS. 
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cradled in a protruding pocket 
made to permit easy removal of 
knife for examination of one- 
hand operation. 





Kitchen Knife Display 


Stay Sharp kitchen knife box 
contains 12 hand honed knives 
with assorted blades and colored 





handles. 
into a 
heavy 
natural wood finish and printed 


Opens and folds back 
display unit made of 
cardboard with a light 


in color. Sent free to dealers or- 


dering 12 or more knives. Rob- 

ert Murphy Sons Co., Ayer, 

Mass. 

Lumite Wesen Fabrics 
Lumite Division, Chicopee 

Mfg. Corp., 40 Worth St., New 


York City 18, issued a 22-page 
product booklet, Lumite Woven 
Fabrics, describing the various 
qualities and uses of Lumite’s 
insect screening. Covers brief 
history of Chicopee, saran, and 
fabricating methods and _ test 
results of Lumite insect screen 
cloth. 


Leigh Pocket Catalog 


Air Control Products, Ince., 
Coopersville, Mich., is issuing 
the Leigh building products 
pocket catalog which covers the 
full Leigh line. Illustrates, de- 
scribes and lists specifications. 


Storage Methods 


A six page fully illustrated 
folder No. 220 on storage meth- 
ods is available free from The 
Frick-Gallagher Mfg. Co., 401 
Shubert Bldg., Philadelphia 2, 
Pa. Twenty-five types of equip- 
ment and 18 accessories are il- 
lustrated and described. 


Saw Blade Folders 


Milford flexible Rezistor and 
all-hard Rezistor hack saw 
blades and profile and wavy set 
band saw blades are described 
in four product folders. Folders 
feature application pictures, 
hints on metal cutting. The 
Henry G. Thompson & Son Co., 
New Haven, Conn. 


Staple Machine Tray 


Arrow display tray, 10x21 
in., printed in four colors in 
silk screen on masonite wood 
holds five stapling machines 
bound by elastic. Can be used 
on counter or hung on wall. Per- 
tinent information and price on 
each stapler is printed on the 
board along with model. Arrow 
Fastener Co., 30 Maujer St., 
Brooklyn 6, N. Y. 


Dixon Paint Folders 


Joseph Dixon Crucible Co., 
Jersey City, N. J., has issued 
circulars on Dixon silica graph- 
ite paints and primers. One 
folder features the four horse- 
men of paint destruction. Other 
points up the features of Dixon 
primers and paints, for water- 
tank painting. 


Outdoor Cooking Equipment 


Prepackaged assortment No. 
500 of outdoor cooking equip- 
ment includes hamburgrills, red 
hot roasters, extension forks, 
camp forks, four styles of broil- 
ers and a camp grid. Furnished 
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THESE PROFITABLE, TESTED PRODUCTS by CENTRAL STATES 


PLASTIC STORM WINDOW 


(patent applied for) 


$1.00 List 


Protection against cold and 
storms for a fraction of the 
cost of storm sash. Fits any 
standard window. Transpa- 
rent plastic with nailing strips, 
nails and simple directions. 
In cartons of 36, including 
free counter display with actu- 
al miniature plastic window. 




















STORM DOOR 


(patented) 


$1.00 list 9 — == 
This sturdy, specially ont cctiee ]] * 
' : 








































treated, creped water- al ieee Te 
proof cover quickly turns —— s 
PLASTI-MAT WALL PROTECTORS =| See=ns=rineasem —) J << 
door. Resists cold, wind —— aioe 
and rain, fits any size jon- me 
door. Has transparent 1 ssa 
Two heavy 30 x 40 in. plastic eye-level window. —— ~ 
sheets of transparent Complete with framing ~ | 
plastic in a tube. Walls strips and tacks. In ——~| se 
are protected against displey cartons —i 
dirt, water and grease. of 25. 77TTT"! 
Dispenser unit with color- 

















ful display card holds 16 
Plasti-Mat packages. Also single sheet 25 
x 40 in. in picture box to retail at 39c. 


SEE US IN BOOTH 1335 











FROZEN FOOD 
AND REFRIGERATOR 
SHOWBAGS 








at the 
24 transparent bags of 


HOUSEWARES SHOW 


polyethylene. Can be AT L A N T | C C | T Y 


tied or heat-sealed. Re- 
usable. Colorfully 
packaged. Pints 59c., 
quarts 69c., chicken 
bags 89c. list. Also 
assorted sizes of 
7 and 12 bags to 
rotall at 9c. ond WRITE FOR SAMPLES AND PRICES 


“CENTRAL STATES PAPER & BAG CO. 


5221 Natural Bridge «+ St. Louis 15, Mo. 


Offices in Principal Cities 
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NEW STAR 


moly flex BLADES 





OUTPERFORM 


ALL LEADING 
BRANDS! 


Average 
23.8% 
MORE METAL 
cur 


Laboratory tests 
pitted Clemson’s new 
“Molyflex” blades against eight lead- 
ing competitive blades and although 
several were heavier, and none lighter, 
STAR “Molyflex” cut 23.8% more 
metal than the average of all other 
blades tested. 

Here at last is a hand blade that cuts 
like a genuine “Moly”, yet is so flexi- 
ble it cannot be broken when used in 
a frame. 

““Molyflex” blades are finished in all- 
over copper color and carry specifica- 
tion data clearly printed in green 
right on the blade. They are available 
in all sizes and pitches. 


STAR STEELRITE 
METAL MARKING CRAYONS 


Another profit-producing 
item in the STAR line. Mark 
hot, cold, damp or grimy 
metal. Marks withstand pick- 
ling but do not affect enamel applica- 
tion. Specially extruded genuine soap- 
stone insures uniform composition 
and strength. Attractively boxed and 
available in a variety of sizes. 


CLEMSO 


MIDDLETOWN, N. Y. 
Manufacturers of Hand and Power Hack 
Saw Blades, Frames, Metal Cutting Band Saw 
Blades and the Cl Lawns Machi: 





@ 5987 





BROS., 
INC. 
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| TO HELP YOU SELL 





assortment is a display 
card and window display ban- 
ner, and an easel-type display 
fixture. Other new equipment 
in Androck line includes, Pik- 
Pak 4520, with four stainless 
steel extension forks in carrying 
case with shoulder cord; barbe- 
cue set 21X, barbecue spoon, 
fork and hamburg turner and 
No. 22X includes barbecue fork 
and hamburg turner. The Wash- 
burn Co., 1802 Preston St., 
Rockford, III. 


National Electrical Manufac- 
turers Association, 155 E. 44th 
St., New York City 17, has pre- 
pared an electric fan sales-aid kit 
including two copies of the sec- 
tion’s 16 page manual, Fans for 
Year ’Round Comfort and 50 
copies of a four page consumer 
folder, Electric Fans for Your 
Comfort, describing graphically 
the uses, selection and care of 
electric fans. Kits available 
for $1. 


Phosphate Coating Chart 


A chart has been issued of 
phosphate coating chemicals. 
Some of the headings include: 
product and process, metals sur- 
faces treated, type of coating, 
method of application, scale of 
production, chemicals required, 
pre-cleaning methods, phosphat- 
ing bath conditions, acidulated 
rinse, object of coating, coating 
weight range, after treatment. 
American Chemical Paint Co., 
Ambler, Pa. 


Mecco Price Sheet 


Curtis Mfg. & Asbestos Co., 
29-30 Lewis Wharf, Boston, 
Mass., has issued a catalog and 
price sheet covering Mecco 
patching plaster, spatuling com- 
pound, furnace cement, stove 
lining, concrete mender, pipe 
joint cement, and plastic filler. 


Hettrick Catalog 


The Hettrick Mfg. Co., Toledo, 
Ohio, offers its 1950 catalog illu- 


trating some 300 products in 
color, with descriptions and 
specifications of many others. 


(Resume reading on page 14) 











Scientific design, pre- 

cision construction, 

and top-quality ma- 
terials . . . backed 
by BLAIR’S seventy 
years’ experience... 
make this the out- 
standing mower in 
the medium-priced 
field. 


The 
Homestead 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 





























the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


© Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it’s the line for replace- 
ment used in original assembly in al? 
fields of manufacture. Why? 

® They're Stronger— More uniform—give 
& perfect fit for every replacement need, 
and... 


© They Cost Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs to your customer, which makes 
them “easier to sell." 

© Better Service—Increased ‘‘Chicago” 
plant facilities and production means 
“round the clock” service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you to feature—all four ways. 
Remember to ask for these “Chicago” 
products from you hardware distributor: 
Hexagon Head Cap Screws, Steel and Brass ° 
Square Head and Headless Cup Point Set Screws 
© Semi-Finished Hexagon Nuts, Steel and Brass © 
Hexagen Castellated Nuts © Fillister and Flat Head 
Cap Screws * Taper Pins * Milled Studs ° 
Socket Head Cap Screws * Socket Set Screws ° 
Socket Pipe Plugs * Stripper Bolts or Shoulder 
Screws Square Head Dog Poi: Set Screws 
© Keys, Assortments and Kits 


‘The CHICAGO SCREW COMPANY 


2509 wa NCTON BLVD., BELLWOOD, ILL 


ished 18 
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NEW 


Low-Priced Cabinets 


ONLY $9.22 LIST 


Here's good news! A standard size cabinet 
(14" x 18" wall opening) with a stainless steel 
mirror frame and other quality features at an 
unheard of low price—only $9.22 list. 

Richly finished in high-lustre, baked-on white 
enamel, it will retain its original beauty in- 
definitely. 


Note these additional features which put it 
in a class with much higher priced cabinets: 
Two bulb-edge glass shelves. Eight shelf sup- 
ports, spaced 2" apart. Chrome-plated tooth 
brush holder. Nickel-plated bar door-stop. 
White enamel continuous piano hinge. Spring 
catch. Razor blade slot. 


17 Models 


@ Write for descriptive 
literature on our complete 
line of bathroom cabinets. 


Ideal 
Cabinet Corporation 


Division of Deslauriers 
Column Mould Co., Inc 


7722 JOY ROAD DETROIT 4, MICH. 
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PROFIT FACTS 


Q. What copper pot cleaner gives you a HIGH 


profit and sells faster than any other on the 


A. HIGH PROFIT, fast-moving CHORE GIRL, 
the all-copper, non-rusting, non-splintering pot 
cleaner that’s kind to women’s hands. 


“Mr. Merchant: It’s the more rapid 
turnover sellers like me, CHORE 
GIRL, that make up for the slower- 
moving items in your store. My HIGH 
profit, plus the fastest sales of all 
copper pot cleaners make it good busi- 
ness for you to keep me well-stocked 
and well-displayed on your counters 
and shelves. I take up so little room 

. but I pay you a BIG profit for 
that little space. 

“Your customers know my quick- 
cleaning, no-rust, no-splinter qualities. 
They’re used to seeing my lively ads 
in Life, Better Homes and Gar- 
dens, Country Gentleman, Good 
Housekeeping, Saturday Evening 
Post, Family Circle, Farm Jour- 
nal, Woman’s Day and in Nancy 
Sasser’s widely-read Buy-Lines. So 

. keep me in plain sight to remind 
your patrons they need me and you'll 
show handsome profits . . . 


AND I MEAN PROFITS!” 


CHORE GIRL 


METAL TEXTILE CORP. ROSELLE 19, N. J. 











KKKKKKS 


Read it in 


HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





ELECT GEMMELL EXEC. 
V.P. CLEVELAND CHAIN 


The election of David J. 
Gemmell as executive vice 
president of The Cleveland 
Chain & Mfg. Co., Cleveland, 
was announced recently by 
Raymond L. Round, presi- 
dent and chairman of the 
board. 

Mr. Gemmell has been as- 
sociated with Cleveland 
Chain since 1929. At that 
time he joined the company 
as western sales manager 
with headquarters in Chi- 
cago. In 1935 he was named 
general sales manager and 
was elected vice president in 
charge of sales in 1942. Re- 
cently he was named chair- 
man of the executive com- 
mittee of the Round Chain 
& Mfg. Co., Chicago, which 
is an affiliated company of 
Cleveland Chain. In his new 
position he will continue to 
direct Cleveland Chain’s na- 
tional sales program and will 
assume new duties in con- 
junction with over-all com- 





DAVID J. GEMMELL 


pany policy. 

Before joining The Cleve- 
land Chain & Mfg. Co., Mr. 
Gemmell was associated with 
The United States Chain 
& Forging Co. for 10 years. 
Prior to that he was a sales 
executive with The Beaver 
Board Co. 








Barrett Marks Centennial With Series of 
Exhibits, Open House for Its Customers 


As part of the celebration 
of the completion of its 100 
years in business, Barrett 
Hardware Co., Joliet, Ill., re- 
cently held a series of three 
exhibits and open house for 
its customers. A Plumbing 
and Heating show was held 
May 19 and 20; and Indus- 
trial show, June 1 to 3, and 
a Hardware show, June 7 
to 9. 

Admittance to all shows 
was strictly by invitation, 
and customers from more 
than 100 towns were regis- 
tered. Exhibits were made 
by 166 manufacturers over 
the eight-day period. 

All of the company’s fa- 
cilities were open for inspec- 
tion since the shows were 
held during working hours, 


106 


and customers were able to 
watch operations from the 
point of receiving merchan- 
dise to the final billing op- 
erations in the accounting 
department. 

Buffet lunch was_ served 
continuously during show 
hours. Centennial souvenir 
books, matches and leather 
key cases were given to cus- 
tomers and items of mer- 
chandise, donated by manu- 
facturers were given away 
every half hour. 

These trade shows cli- 
maxed the company’s 100th 
anniversary activities, which 
started with an open house 
for all employees and their 
families. Another event was 
an inspection of the Barrett 
facilities by 4-H farm boys 


and girls, in conjunction with 
an annual Joliet Chamber of 
Commerce project. 





URGE QUALIFIED PEOPLE 
TO VOTE IN NOVEMBER 


Rowland Jones, Jr., presi- 
dent of the American Retail 
Federation, 1627 K St., N.W., 
Washington, D. C., has an- 
nounced a nation-wide non- 
partisan effort to get out the 
vote in the November elec- 
tions. Mr. Jones declared 
that the “failure of over 48 
pet. of the qualified voters to 
vote in 1948 is an indictment 
of all of us.” 

He stated that the Federa- 
tion is acting as a clearing 
house for information and 
suggestions for use by retail 
groups in encouraging mer- 
chants, their families and 
friends to register and vote. 


BYRD NOW VICE-PRES. 
LAU BLOWER CO. SALES 


The Lau Blower Co., Day- 
ton, Ohio, has recently an- 
nounced the election of 
Thomas I. Byrd as _ vice- 
president in charge of sales. 
Mr. Byrd has been sales 
manager of the company 
since Sept., 1943. Prior to 
that he had been department 


‘manager in the market de- 


velopment division of the 


Armco Steel Corp. 





THOMAS L. BYRD 
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SILEX CO. APPOINTS 
GEN. SALES MANAGER 
The appointment of Don- 

ald W. Rogers as sales man- 
ager of the Silex Co., Hart- 





DONALD W. ROGERS 


ford 2, Conn., was announced 
recently by Frank E. Wol- 
cott, general sales manager 
of the company. 

Mr. Rogers was formerly 
divisional sales manager for 
a large paper mill and later 
served as an_ independent 
consultant on merchandising 
problems. He joints Silex 
with over 10 years’ experi- 
ence as owner and general 
manager of several general 
department stores in Illinois 
and Connecticut and will as- 
sume his duties immediately. 





DETROIT-MICHIGAN 
ADVANCES M. W. ELERT 


The promotion of M. W. 
Elert to assistant sales man- 
ager of Detroit-Michigan 
Stove Co. was announced re- 
cently by John A. Fry, presi- 
dent. 

Mr. Elert joined the com- 
pany in 1937 while a stu- 
dent at the University of 
Detroit. After a three years’ 
leave of absence during the 
war he returned to the com- 
pany as head of the sales 


order department and in 
1949 became advertising 
manager. 
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STINSON HEADS NESCO 
STEEL BARREL DIV. 


The appointment of Thomas 
M. Stinson as general mana- 
ger of the steel barrel divi- 
sion of National Enameling 
& Stamping Co., was an- 
nounced recently. 

Mr. Stinson re-joined Nes- 
co after serving for a year 
as general sales manager of 
U. S. Steel Products Co., a 


subsidiary of U. S. Steel 
Corp. 

He entered the Milwaukee 
concern in the sales division 
in 1933, and in 1936 was 
made assistant sales mana- 
ger of the barrel division. 

In 1938, Mr. Stinson be- 
came general sales manager 
of that division, and shortly 
thereafter was appointed 
general manager. He joined 
U. S. Steel Products in 1949. 








Hardware Age Wins Award in Editorial 
Competition; Fair Trade Article Honored 


An article on Fair Trade 
published in HARDWARE AGE 
has been awarded a first 
place prize in the annual 
Editorial Achievement Com- 
petition, it has been an- 
nounced by Industrial Mar- 
keting, sponsor of the compe- 
tition. The award was for the 
best single article published 
in 1949 in merchandising, 
trade and export magazines. 

The article, “Fair Trade,” 
which won the first place 
plaque, was published in 
HARDWARE AGE, Sept. 8, 
1949, and was written by 
J. R. Keagy, associate editor. 





J. R. Keagy, associate 

editor, Hardware Age, 

author of the prize-win- 
ning article. 


Right—Plaque awarded 
to Hardware Age by the 


The article was an authori- 
tative report of the status of 
Fair Trade in the hardware 
industry, written after an 
especially intensive investi- 
gation by Mr. Keagy of every 
phase of the subject. The 
article received national at- 
tention and was_ reprinted 
several times. 

Mr. Keagy has been a 
member of the HARDWARE 
AGE editorial staff since 
1946. Prior to that time he 
served for six years on the 
editorial staff of Jewelers’ 
Circular - Keystone; another 
Chilton publication. 
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Stronghold Screw Purchases 
Corbin Screw Inventory 


Stronghold Screw Prod- 
ucts, Inc., 216-222 W. Hub- 
bard St., Chicago 10, IIl., has 
announced the purchase of 
the inventory of fasteners of 
the Corbin Screw Division 
of The American Hardware 
Corp., New Britain, Conn. 

All orders 


inquiries and 


received by Corbin are being 
processed by Stronghold. The 
inventory, consisting of many 
millions of screws, bolts and 
nuts of most every type, will 
be added to the stock Strong- 
hold carries in its factory 
and warehouse in Chicago 
and warehouses in Cleveland 
and Atlanta. 











JOHN J. REIDY 


ELECT REIDY CASCO 
PRODUCTS VICE-PRES. 


John J. Reidy has been 
elected vice-president of Cas- 
co Products Corp., Bridge- 
port, Conn., it was announced 
recently. Mr. Reidy will con- 
tinue to direct the sales of 
the company’s appliance di- 
vision. 





MITCHELL DIRECTOR 
FOR GENERAL TIME 


Don G. Mitchell, president 
of Sylvania Electric Prod- 
ucts, Ine., has been elected a 
director of the General Time 
Corp. Mr. Mitchell was re- 
cently named chairman of 
the executive committee of 
American Management As- 
sociation. 


TOASTMASTER ELECTS 
ASS’T VICE-PRESIDENT 


Burton M. Riker has been 
elected assistant vice-presi- 
dent of the Toastmaster 
Products Division of McGraw 
Electric Co., Elgin, Ill. Until 
recently Mr. Riker was gen- 


eral manager of the com- 
pany’s Clark Division, Chi- 
cago, makers of automatic 
electric water heaters. He 
will now be closely asso- 


ciated with D. S. Campbell, 
executive vice-president. 

Mr. Riker joined McGraw 
Electric Co. in 1938 as as- 
sistant sales manager in the 
Toastmaster Products divi- 
sion. In 1939, he became sales 
manager of the commercial 
equipment division, and from 
1942 to 1945 was manager of 
the industrial department, in 
charge of the company’s war 
contracts and materials. 

In 1945, Mr. Riker was ap- 
pointed assistant to the ex- 
ecutive vice-president, and 
while in this position was 
also given managerial re- 
sponsibility for the Clark 
division. 


GEO. WALLS JOINS G.E. 
N. Y. SALES STAFF 


George E. Walls has re- 
cently been appointed assis- 
tant to C. P. Dunning, man- 
ager of General! Electric 
Corp’s appliance sales in the 
New York district. 
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American Steel & Wire Names 
Assistant to V.P. of Sales 


Perry T. Coons, who has 
40 years of sales service with 
American Steel & Wire Co., 





E. T. EGGERS 


Cleveland, was appointed as- 
sistant to vice  president- 
sales of this U. S. Steel sub- 
sidiary. 

H. M. Francis, vice presi- 
dent-sales of the wire com- 
pany, also announced that 
the wire rope and construc- 
tion materials division of 
the company, headed for 14 
years by Mr. Coons, will be 
split into two separate sales 


units. M. E. Capouch was 
named manager of the con- 
struction materials sales di- 
vision and E. T. Eggers man- 
ager of the wire rope sales 
division. 

Mr. Coons started in the 
company’s New York sales 
office in 1910, and since then 
has been identified with the 
company’s sales activity in 
the construction materials, 
wire rope, and tramway 
lines. Since 1937 he has 
been in Cleveland as man- 
ager of the wire rope and 
construction materials sales 
division. 

After 
Portland 


several years with 

Cement Co., he 
joined the Chicago sales 
office of American Steel & 
Wire as a salesman in 1926. 
He held various assignments 
there and in 1945 came to 
Cleveland as assistant man- 
ager of the wire rope and 
construction materials divi- 
sion. 

Mr. Eggers joined the 
company in its Philadelphia 
office as a salesman in 1934, 
and a year later was trans- 
ferred to the Chicago sales 
office. In 1947 he came to 
Cleveland as assistant man- 


ager of the wire rope and 
construction materials divi- 
sion. 





JACK PERKINS RETIRES 
FROM CALIFORNIA HDWE. 

Jack Perkins who has re- 
cently retired as buyer of 
general hardware for the 
California Hardware Co., 500 
E. First St., Los Angeles, 
Cal., wholesalers, was ten- 
dered a testimonial dinner by 
125 of his friends at the 
Jonathan Club. 

Mr. Perkins joined the 
company 42 years ago. Mas- 
ter of ceremonies for the oc- 
casion was Ed Hallock. Jack 
Palmtag, Bob Homan and Joe 
Wilson presented a gold wrist 
watch inscribed “from your 
Pals.” He was also given a 
pen and pencil set as well as 
a case of Scotch. The ar- 
rangement committee con- 
sisted of Jack Palmtag, who 
originated the testimonial; 
C. J. Peterson, Ed F. Buie, 
Joe Wilson and Bob Homan. 


CHURCH CORP. SELLS 
TRICOLATOR LINE 


The Tricolator Corp., Inc., 
has announced the appoint- 
ment of the William G. 
Church Corp., Inc., Empire 
State Building, New York 
City, as exclusive manufac- 
turers’ representatives for 
the Tricolator line. 











MULLINS’ 64 DISTRIBUTING FIRMS SEE DISHWASHER: Left to right: D. F. Rucks, 
Jr., assistant sales manager, Mullins Mfg. Co., Youngstown, Ohio; Julian Schwander, 
president Schwander Appliance Co., St. Louis; Harry M. Heckathorn, executive vice- 
president and George E. Whitlock, president of Mullins; Robert Sweeney, vice-president 
and general manager Buhl Sons Co., Detroit; Charles A. Morrow, vice-president in charge 
of merchandising; Peter Sampson, general manager, Sampson Co., Chicago, and J. A. 


Rishel, Jr., manager appliance sales for Mullins. 


The distributing firms were given a 


preview of the new dishwasher and were shown the merchandising and advertising pro- 


gram which will back it. 
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DICKHAUT SALES HEAD 
IN NEW ENGLAND 
FOR LIBBEY GLASS 

F. E. Dickhaut has been 
appointed director of the 
sales activities conducted in 


New England for Libbey 
Glass, division of Owens- 
Illinois Glass Co., Toledo, 





F. E. 


DICKHAUT 


Ohio, with headquarters in 
Boston. Mr. Dickhaut joined 
Libbey earlier this year fol- 
lowing more than 10 years’ 
experience in selling restau- 
rant equipment and related 
institutional merchandise in 
the East. 


ROYAL VACUUM CLEANER 
APPOINTS SALES EXEC. 

A. H. Zirke, president, 
Royal Vacuum Cleaner Co., 
540 E. 105th St., Cleveland 
(formerly P. A. Geier Co.), 
announced recently that Ed- 
win A. Hamala has been ap- 
pointed assistant sales man- 
ager, headquartering at the 
main offices. 

Mr. Hamala joined Royal’s 
executive sales staff in Feb. 
Previous associations in the 
electrical industry were with 


The Apex Electrical Mfg. 
Co., the Premier Vacuum 
Cleaner Division, General 
Electric Co., and Jack & 


Heintz Precision Industries, 
Inc., all in Cleveland, Ohio. 


ELECT THORNBROUGH 
FERGUSON DIRECTOR 


At a recent meeting of 
Harry Ferguson, Inc., 3639 
E. Milwaukee Ave., Detroit 
11, Mich., Albert A. Thorn- 
brough, vice-president and 
director of procurement, was 
elected to the board of direc- 
tors. He joined the company 
in 1946 and in 1947 was made 
director of procurement. 
Earlier this year he was 
made a vice-president. 
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THIS UNSURPASSED 


DEEP WELL 


JET 


IS ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 





Exterior view of Peerless 
Deep Well Jet Pumping 
System. 





Double and Single Pipe Systems 
FOR FARM AND HOME USE 


The Peerless deep well jet system for CAPACITIES 
shallow wells is unsurpassed for Up to 7500 gals. 
economy, performance and simplicity. per hour 
Easiest of all water systems to under- 

stand, install and operate. Finest LIFTS: 


mechanical design; nothing in the Up to 170 feet 
well to get out of order. It is priced 
right, it is backed up by national 
advertising and merchandising and 
offers adequate profits. There’s a big 
market for water systems. Your best DRIVES: 
bet is to cash in on it with the Peerless V4 to 3 h.p. 
deep well jet and other pumps in the 
complete Peerless line. 
Write today for full details. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 


Factories: Los Angeles, California © Indianapolis, Indiana 
Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


PRESSURES: 
To 40 Ibs. or more 













FILL ALL YOUR CUSTOMERS’ NEEDS WITH 
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WATER SYSTEMS 


THE COMPLETE LINE 











HARDWARE AGE, JUNE 29, 1950 













HEATERS SELL 
THEMSELVES! 









“Put me out where folks'Il see me . . I'll do 90% of 
your selling for you. All you have to do is close the 
deal . . get the signature on the dotted line! 


“That's easy, too, because Mrs. Home Maker will 
marvel at my beauty and utility . . ana, the man of 
the house—who clings to the family purse strings— 
will cater to her whims when he glances at my 
amazingly low price. SUCH VALUE! 


“‘Low price, yes . . but your fair profit's there. You'll 

profit more with the sale of Wagoner Water Heaters 

and Ranges than any similar items. 

“MAIL THE COUPON BELOW for 1950 Wagoner Book- 

let in color, showing complete Wagoner family 
of Water Heaters and Ranges. 
It gives complete facts, too!" 


MR. W. G. WAGONER, President 
America & Southern Corp., Nashville 10, Tennessee 


Please send me booklet H-65 whick describes the complete line of Wagoner 
Products—free of charge and without obligation, of course. 


NAME 








STORE NAME 


ADDRESS. 





CITY 
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G. R. Seidlitz Elected 


The Seidlitz Paint & Var- 
nish Co., Kansas City, Mo., 
announced recently the ap- 
pointment of George R. Seid- 
litz as vice-president and 
general manager of the firm. 
Mr. Seidlitz has been asso- 
ciated with the company 
since 1938, with the excep- 
tion of five years’ service in 
the Navy in World War II. 
For the past four years he 
has been vice-president in 
| charge of sales for Seidlitz. 

Joe C. Huntoon, Jr., who 
has been associated with the 
firm since 1945 in various 
sales capacities, has been 
named vice-president and 
| sales manager. Mr. Huntoon 
| has been in the paint busi- 
| ness in the mid-west for the 
past 15 years. 

Established in 1910 in 
Kansas City by C. N. Seid- 
litz, the Seidlitz Co. now 





Vice-President, 


General Manager, Seidlitz Paint Co. 


serves some 2,000 dealers 
throughout the mid-west 
from the Kansas City fac- 
tory, and through 37 distribu- 
tors, located in 22 states. 





GEORGE R. SEIDLITZ 








EKCO CO. CONSTRUCTS 
WOODWORKING PLANT 


Ekeo Products Co., Chi- 
cago, Ill., plans to build a 
| woodworking plant to re- 

place the E. L. Tebbets Spool 
For more than 50 years Griffin Co., plant at Locke Hills, 
Me., which was destroyed by 
fire February 26. 

The Tebbets company is a 
wholly-owned subsidiary of 
Ekeo and was Ekco’s princi- 
pal supplier of woodenware 
handles and other wood 
part of a wide variety of light items. 

Benjamin A. Ragir, presi- 
dent, estimated that the new 
plant would be in operation 

| by November 1. 

Tentative construction 

,| plans call for a 35,000 square 
foot building with additional 
foundations and footings to 








hinges have been known for their 
fine materials and workman- 


ship. Griffin hinges are 


builder's hardware... 
quality produced by 
Griffin. 






every DOOR NEEDS THREE! 


be laid for a 20,000 square 
foot building to be construct- 
ed at a later date. 
WESTINGHOUSE APPOINTS 
APPLIANCE AGENT 


The appointment of Hugh 
P. Lynch as major appliance 
factory representative for 
Westinghouse Electric Corp., 
Middle-Atlantic district, was 
announced recently by Elmer 
M. Binns, appliance district 
manager, 

Mr. Lynch, formerly buyer 
of appliances and furniture 
for General Department 
Stores of Huntington, 
W. Va., will serve the West- 
inghouse distributors in 
Charleston and_ Bluefield, 
West Virginia, and Bristol, 
Virginia-Tennessee. 











Neue 


_yRIFFIN-| 


anufacturing Company 
ERIE » PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 
(639 Fargo Avenue, Chicago 26, Illinois 

9344 Woodward Avenue, Detroit, —— 
(15 Broad Street, Boston, Massachu 

703 Market Street, San Franciseo 3. Calitornia 
917 St. Charles Avenue, Atlanta, Georgi 

306, North Harwood, Dalias, Texas 

4524 East 60th Street, Seattle, Washington 








2611 Garrison Bivd., Baltimore (6, Maryland 
1620 Garfleid Street. Denver 6, Colorado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 








Managership of Orgill Bros., Jackson, Miss., Branch Goes From 
Father to Son. From left to right are: Edmund Orgill, president 
lof the parent wholesale hardware company, Memphis, Tenn. 
: |H. E. McRae, who has retired as manager of the Jackson 
branch after 21 years of service; John McRae, his son and 
the new manager, who has been with Orgill 12 years; and 
W. I. Moody, Memphis, president of the board, who has 64 
years with Orgill. 


110 HARDWARE AGE, JUNE 29, 1950 











Hardwe 
title for 
aoe 
rifles prox 
Repeating 
men, has :; 
Stewart. 

The filr 
famous W 
forming tl 
ceptionalls 
latter par 
owned on 
dore Roos: 

A press 
sored joir 
Wincheste 
tries, was 
press repr 
tertaining. 

In additi 
Dan Durys 
Anthony ( 
and Shelle: 
ing a Winc 


Belknas 


Belknap 
Co., 111 E 
ville, Ky., 
elected R 
sporting ¢g 
president. 
the same 
new direct 
les W. Alle 
personnel | 
les C. Ba 
neer; Ric 
general tr 
Bersot G. 
superinten 
was ap 
goods buy 
joined the 
Then in 19 
territory i1 
sion. The 
nounced th 
entire mer 
Myer-Bridg 

Officers 
annual I 
Charles R 
dent; Lutl 
president; 
vice-preside 
Allen Ga; 
and _ treas 
Cross, Sr.., 
Mark B. 


treasurers; 


HARDWAR 








it Co. 


dealers 
d - west 
ty fac- 
istribu- 
tes. 











square 
struct- 


‘OINTS 
NT 

' Hugh 
pliance 
re for 
Corp., 
ct, was 
Elmer 
district 


- buyer 
rniture 
rtment 
yton, 

West- 
ors in 
uefield, 
Bristol, 





-s From 
resident 
, Tenn. 
Jackson 
on and 
rs; and 


has 64 


, 1950 





Hardware in the movies would make an appropriate sub- 
title for the new Universal-International film “Winchester 
°73."" The film, which has as its “hero” one of the famous 
rifles produced by a predecessor of the present Winchester 
Repeating Arms Co., a name well known to many hardware- 
men, has as one of its stars the son of a hardwareman—James 
Stewart. 

The film tells the story of one of the rare and historically 
famous Winchester ‘73 “One of One Thousand” rifles in 
forming the early West. Only a small quantity of these ex- 
ceptionally accurate rifles were manufactured during the 
latter part of the past century. Among the notables who 
owned one of them were Presidents U. S. Grant and Theo- 
dore Roosevelt, and Buffalo Bill. 

A press preview, held recently at New Haven, Conn., spon- 
sored jointly by Universal-International Pictures and the 
Winchester Repeating Arms Co., a division of Olin Indus- 
tries, was attended by some 2000 leading business men and 
press representatives, who found the film authentic and en- 
tertaining. 

In addition to James Stewart, the film stars Shelley Winters, 
Dan Duryea, Millard Mitchell, Will Greer, Jay C. Flippen and 
Anthony Curtis. James M. Olin, president, Olin Industries 
and Shelley Winters, are shown in the above illustration hold- 
ing a Winchester “73.” 


Belknap Hardware & Mfg. Elects Procter 


A Vice-Pres. and Four New Directors 
Belknap Hardware & Mfg. Jr., and Herbert 











secretary, 





Co., 111 E. Main St., Louis- assistant sec- 
ville, Ky., wholesalers, has 
elected Russell Procter, 
sporting goods buyer, a vice- 
president. The company at 
the same time elected four 
new directors, namely: Char- 
les W. Allen, Jr., head of the 
personnel department; Char- 
les C. Bassett, plant engi- 
neer; Richard A. Whitty, 
general traffic manager and 
Bersot G. Wilhoyte, general 
superintendent. Mr. Procter 
was appointed sporting 
goods buyer in 
joined the company in 1925. 
Then in 1930 he was given a 
territory in the western divi- 
sion. The company also an- 
nounced the purchase of the 
entire merchandise stock of 
Myer-Bridges Co. 


Officers re-elected at the 
annual meeting include: 
Charles R. Bottorff, presi- 


dent; Luther R. Stein, vice- 
president; Charles B. Price, 
vice-president; and Charles 
Allen Gage, vice-president 
and treasurer; Dara E. 
Cross, Sr., Berl Boyd and 
Mark B. Davis, assistant 
treasurers; E. A. Converse, 
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1945.- ‘He - 


W. ‘Spencer, 
retary. 

The directors 
re-elected are: Charles W. 
Allen, Sr., William B. Belk- 
nap, Glenn R. Brewer, Wiley 
B. Bryan, Houston H. Bur- 
nett, William R. Caskey, 
Dara E. Cross, Jr., William 
C. Gibson, Edward W. Heller, 
Fred Kimmel, Jr., G. E. Me- 
Makin, George C. White, and 
Lewis Herndon. 





RUSSELL PROCTER 


1950 


who were | 


Dealers! Imagine! 
A PRODUCT THAT TAKES THE 
WORK OUT OF REMOVING 

PAINT AND VARNISH 


You simply wipe the paint away! 


_ Imagine the demand for a product that changes an 
irksome task, rating all time high in messiness, to 
a simple 1-2-3-process. 1. Apply EX-KOLOR Paint 
and Varnish Remover in paste form. 2. Allow time 
for EX-KOLOR to do all the work by itself. No 
scraping or burning with a torch. 3. Simply wipe 
away dissolved paint or varnish with a damp cloth 
... the job is done. 


Easy? You Bet! .. . and easy to see what it means 
to you. EX-KOLOR IS NEW! EX-KOLOR will be 
advertised nationally to consumers. EX-KOLOR 
WILL SELL! Prepare now to cash in on this im- 
portant new product. 





NON-INFLAMMABLE 
ODORLESS 
SAFE TO USE 





| HIGH 
| PROFIT 
PRICE 1, MARGIN! 
| QUANTiTy si 
| 8 ounce b Debicoee 
_ WHOLESAIE 
2 dozen 0 © carton $ 94 
y — box ' $20.30 $13.53 
CP cae 69 
| dozen to © carton 
| 2 Pound box 18.25 12.17 
Six to g sovten 2.95 
12 pound bag 15.93 10.62 
9.50 








MANUFACTURERS’ REPRESENTATIVES WANTED 


Some choice territories are still open. Write us 
for full details. 


THE EX-KOLOR COMPANY INC. 


LONG RIDGE ROAD 
DANBURY, CONNECTICUT 
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Elect Woodward Executive VP 
Of The Ruberoid Company 


Stanley Woodward, for- 
merly vice president’ in 
charge of the southern divi- 





STANLEY WOODWARD 


sion of The Ruberoid Co., 
with headquarters in Balti- 
more, has been elected exec- 
utive vice president of the 
company, it was recently an- 
nounced. 

Mr. Woodward will be lo- 
cated in New York in the 
main offices of The Ruberoid 
Co., which operates 12 new 
plants in different parts of 
the country for the manu- 


facture of asphalt and asbes- 
tos building products. 

Mr. Woodward has been 
associated with The Ruber- 
oid Co. as a vice president 
and director for the past 22 
years. Prior to that he had 
been vice president of the 
Continental Roofing & Mfg. 
Co. of Baltimore, which he 
had helped to organize in 
1922 and which was acquired 
by Ruberoid in 1928. He has 
been connected with the 
building materials industry 
all of his working life, first 
with the Warren Chemical 
& Mfg. Co. and later in ex- 
ecutive positions with the 
Jarrett Co. 

Mr. Woodward is a past 
president of the Old Guard 
Southern Hardware Sales- 
men’s Association. 





AM. STEEL & WIRE 

ADVANCES TWO 
Two major personnel shifts 
in the headquarters sales or- 
ganization and in _ district 
sales offices of American 
Steel & Wire Co. at Cincin- 
nati and Pittsburgh were an- 
nounced recently by John 
Graham, general manager of 











GRAHAM R. TREADWAY, second from left, receives con- 
gratulations from his father, Charles T. Treadway, as the 
former assumed his new duties as president of The Horton 
Mfg. Co. Charles T. Treadway is a former president of 
Horton's, and since 1941 has been chairman of the board. 
The father-son duo are flanked by Townsend G. Treadway, 
left, vice-president of the company, and Morton C. Treadway, 
right, treasurer. Both of these men are uncles of the new 
president. Graham Treadway succeeded Herbert C. Lager- 


blade who has resigned. 


112 


sales of the United States 
Steel Corp. subsidiary. 

Thomas M. Camerden, Cin- 
cinnati district manager of 
sales and a veteran of 41 
years of service with the 
company, was named Pitts- 
burgh district manager of 
sales, succeeding the late 
J. J. Reagan. 

Appointed to succeed Mr. 
Camerden is Paul L. Lind- 
say, who has been identified 
with several U. S. Steel sub- 
sidiaries for 17 years in en- 
gineering and sales capaci- 
ties. For five years he has 
been general staff manager 
in the wire company’s head- 
quarters sales organization 
at Cleveland. 


RAIN-BEAU APPOINTS 
NEW ENGLAND AGENT 


Irving S. Hendry has been 
appointed factory sales rep- 
resentative for the New 
England territory by the 
Rain-Beau Products  Co., 
Canton, Mass. Mr. Hendry 
has represented several sport- 
ing goods items for a num- 
ber of years in that area. 





EXPECT 3,000 DEALERS 
AT PITTSBURGH SHOW 


The Pittsburgh Wholesale 
Merchants Association, Sec- 
ond Floor Chamber of Com- 
merce Bldg., Pittsburgh, Pa., 
will hold its 17th Merchan- 
dise Mart at the William 
Penn Hotel, Sept. 5-7, 1950. 

This is a dealer show and 

the entire fourth floor of the 
hotel will feature new lines 
of hardware, housewares, 
paint, lighting fixtures, ap- 
pliances, hard and soft floor 
coverings, toys and sporting 
goods. 
_ There will be a wrestling 
show and vaudeville enter- 
tainment produced for the 
dealer and his associates. 


DOTI SEEKS LINES 
AS MFR’S. AGENT 


Robert E. Doti, for more 
than 30 years associated 
with Igoe Bros., New York 
City, hardware wholesalers, 
is seeking lines for the met- 
ropolitan New York district, 





ROBERT E. DOTI 


as a manufacturers’ agent. 
Mr. Doti, whose address is 
5-33 College Place, College 
Point, Long Island, N. Y., is 
particularly interested in 
handling merchant wire 
products and hardware spe- 
cialties and will call on 
wholesalers in the territory. 
His early activity with 
Igoe Bros., was as a travel- 
ing salesman. Later he was 
sales manager and directed 
purchases and at the time of 
his resignation was manager 
of the company’s Stamford, 
Conn., warehouse branch. He 
served in the U. S. Army 
during World War I. 


BELLE CITY GLOVE 
IN GRESHAM, WIS. 

The Belle City Glove Co., 
formerly located in Chicago, 
Ill., has recently moved to 
Cresham, Wis., and is under 
new management. 








Bain Wins Golf Cup at Philadelphia 
Hardware Merchants & Mfrs. Meet 


The annual golf-tourna- 
ment and dinner meeting was 
held on Friday afternoon and 
evening, June 2, at the North 
Hills Country Club, North 
Hills, Pa., by the Hardware 
Merchants & Manufacturers’ 
Association of Philadelphia, 
505 Arch St. A total of 60 
members and guests were 
present for the dinner meet- 
ing. Several participated in 
the golf tournament and 
E. C. Griswold, chairman of 


the golf and entertainment 
committee presented the golf 
cup to Henry Bain, Henry 
Disston & Sons, Inc., Phila- 
delphia, Pa. 

Edward J. Weierstall, 
North Bros., Mfg. Co., divi- 
sion of Stanley Tools, Phila- 
delphia, president of the as- 
sociation, presided at the 
business meeting. The next 
meeting will be held on Tues- 
day, Sept. 19, at the Bala 
Golf Club. 
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THE Yeyecton LINE OF 


TOP QUALITY PORCH GATES 


\ 


INVA 
INAV AVAN 
NV 

/ Made from selected, 


NVVV 
wy 
\ / | Saames hardwoods, 


with VY, steel rods. 
Highly varnished. 








(PAT. PEND.) 


@Secures safety gate in arch and doorways 
without drilling holes or marring woodwork. 
Solid metal construction 
with rubber inserts ... 
easy to install. 


L. HOPKINS MFG. CO. 


ESTABLISHED 1895 


NORTH GIRARD, PA. 


puts Magic in Your 
Tool Sales! 


P a C Hand Forged 
Tool Company 

Portland 22, Oregon 
Cable Address: PANDCTOOL 
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The Perfection No-Mar 
Adjustable Gate Holder 


















TACKLE 
BOXES 


SEAMLESS 
WATER PROOF 
ONE PECE 


















Now .. this new My Buddy 
has been awarded the NATIONAL 
SPORTSMEN’S RESEARCH INSTITUTE 
AWARD for 1950, received the highest 
recommendation on all these counts . . 


7 = composition 
© DESIGN 

‘® CONSTRUCTION 
© EFFECTIVENESS 









write FOR approveo EN’S e RELIABILITY 
CATALOG ESEARCH © RETAIL 
v/) (MOM.PROFIT) SELLING PRICE 








Stock the compiete line of My Buddy TACKLE 
BOXES and FALLS CITY MINNOW BUCKETS . . 
don't give your customer less than the best! 


STRATTON & TERSTEGGE CO. 





MANUFACTURING DIVISION 


P.O. BOX 1659 LOUISVILLE 1, KENTUCKY 





Sell more tools FASTER when 
Thrifty-50 reminds your 
customers of tools they need 


Thrifty-50 is the closest thing to magic for 
sparking tool sales you have seen yet. 


Spot Thrifty-50 in your highest-traffic, highest- 
profit counter location. Watch its flashing 
beacon attract attention. See customers 
instinctively reach for the P&C tools they 
need. The tools on Thrifty-50 are the tools 
that sell— FAST. 


Here’s the ideal combination hardware 
dealers want... FAST TURNOVER ona 
mighty LOW INVENTORY. Ask your 
P&C distributor salesman to show you 
Thrifty-50. Or write today for information 
on Thrifty-50 to make more money ona 
smaller tool stock. 


Tool locations shadow marked. Prices, tool numbers 
save time and work for sales clerks. 


Make more profit per sq. ft. T-50 takes only 18-in. 
diameter space. 


Three attractive colors set off the tools to best advan- 

4 tage on this beautiful new revolving salesmaker. it 
sells for only $7.25, complete with flashing, illu- 
minated beacon. 


Total tool cost to dealers with two each of the 50 
most popular P&C tools, is only $63.96. 








CLEAN UP ON SALES AT FAST 
TURNOVER PRICES! 


pertistie 2 Kitehenatds 
atthe 
wr astle Finishes 


MAKE REAL FRIENDS because they are convenient space 
savers. Highly functional, coated with sturdy, dependable 
VINYLITE, they will not rust or peel. VINYLITE PLASTIC 
cushions and protects; it is superior to any other coating. 
It outlasts rubber many times over. This finish, which is 
nationally advertised by BAKELITE, does not stain, discolor 
or become soft and sticky in soapy water. ARTISTIC Kitchen- 
aids are priced right for fast volume selling at real profit! 


+ 50-GD 
Smart combination 
GLASS DRYER and 

DISH DRAINER 
163%, x13Ye, x7 


TWIN-SINK SIZE RACK 





14°x11 544° x1", 


TWIN-SINK SIZE DRAINER 
14, "12g 23%,” 


248-9 
LARGE SIZE SINK RACK 
16%," "12%," x1 
+49-BB 
LARGE DISH DRAINER } 
16/9 "213-%y 7x4” 


=49 PLATE STORAGE RACK 
1x6 "x5 Y_” 


*48-E EGG BASKET 
7°27" 234%” 


Contact your nearest distributor for 
cost prices and promotional allowances. 
— or write to our main office direct. | 


ARTISTIC 
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WIRE PRODUCTS CO., Inc. 
EAST HAMPTON, CONN 








Anderson Elected Vice-Pres. 


Director, Pratt & Lambert 


At a recent meeting of the 
board of directors of Pratt & 
Lambert, Inc., Buffalo, O. E. 
Anderson, formerly resident 
manager, western division, 
Chicago, was elected vice- 
president and director, suc- 
ceeding the late C. OD. 
Sproule. 

Employed in the com- 
pany’s western division since 
1920, Mr. Anderson § suc- 
cessively became _ cashier, 
credit manager, office man- 
ager, and was appointed 


| resident manager in 1946. 


0. E. ANDERSON 








TUBMAN HEADS JOHNSON 
WAX MERCHANDISING 


Harold L. Tubman, Boston 
district manager for S. C. 
Johnson & Son, Inc., Racine, 
Wis., since 1946, has been 
named merchandiser for 
household waxes. Under the 
direction of A. R. Mertens, 





HAROLD L. TUBMAN 





A. D. MALLOY 


household products merchan- 
dising manager, much of Mr. 
Tubman’s work will entail 
the organization of special 
test sales programs for new 
and regular Johnson wax 
products for home use. 
Another appointment an- 
nounced simultaneously 
transfers A. D. Malloy to St. 
Paul, Minn., as district man- 
ager. Mr. Malloy has been on 
the Johnson sales force since 
1938 when he joined the com- 
pany as a sales representa- 
tive. His most recent position 
before moving to St. Paul 
was that of South Bend, Ind., 
area manager of the com- 
pany’s Chicago district. 


KIERSTEAD RETIRES 
FROM J. WISS & SONS 
C. Raymond §Kierstead, 

credit manager of J. Wiss 


& Son Co., Newark, N. J. 
has retired after 35 years 
with the company. He served 
previously about 10 years 
with R. MHeinisch Works, 
which was taken over by 
Wiss. 


Mr. Kierstead is a member 
of the New Jersey Associa- 
tion of Credit Executives and 
was also made a life member 
of the Hardware Manufac- 
turers Group of the National 
Association of Credit Men. 
He is also an associate mem- 
ber of the Stationers & Pub- 
lishers Board of Trade. 

He plans to devote his 
time to his garden and oc- 
casional trips with Mrs. Kier- 
stead to Albany, Ga., where 
other members of the Kier- 
stead family are located. 
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Ira A. Harap Trade Sales Mgr. 
For David Linzer & Sons, Inc. 





IRA A. HARAP 


Ira A. Harap has recently 
joined David Linzer & Sons, 
Inc., New York City, as trade 
sales manager. Mr. Harap 
was formerly with the Far- 


boil Paint Co., Baltimore, in 
the same capacity. He was a 
member of the Baltimore 
Paint, Varnish & Lacquer 
Association, serving on the 
executive board for the years 
1947 and 1948, during which 
time he organized the first 
series of Paint Power courses 
for salesmen, dealers and 
painting contractors, in con- 
junction with the University 
of Baltimore. 

An _ inscribed 
and chain was presented to 
Mr. Harap by M. D. Swartz, 
president of Farboil Paint, 
upon his resignation. Mr. 
Harap was with the Pitts- 
burgh Plate Glass Co., Brook- 
lyn, as a salesman from 1919 
to 1930 and then served as 
manager of the paint depart- 
ment of the eastern division 
until 1944, with a total of 25 
years of service. 








ACCEPT ENROLLMENTS 
FOR CCNY SUMMER 
RETAIL SESSION 


Enrollments are still being 
accepted for the intensive 
summer Retail Hardware 
Training Course of the Mid- 
town Business Center, City 
College of New York, which 
will be held from July 10- 
Aug. 11. 

The enrollment to date 
represents nine states. The 
class includes mostly expe- 
rienced hardware store per- 
sonnel who are taking the 
\pportunity to obtain a re- 
fiesher on successful meth- 
eds and the presentation of 


product knowledge by ex- 
perts from the industry. 
Tuition, payable in ad- 


vance, is $85, plus about $30 
for books; veterans being 
eligible under the GI Bill. 
Applications should be sent 
to the Supervisor of Admis- 
sions, Citv College Midtown 
Business Center. 430 W. 50th 
St., New York City 19. 


GEBHART HEADS DISSTON 
MARKETS REQUIREMENTS 


Ellwood J. Gebhart, a vet- 
eran of 42 years in produc- 
tion and sales with Henry 
Disston & Sons, Philadel- 
phia, has been named man- 
ager of the market require- 
ments department. 


Mr. Gebhart succeeds Wil- 
liam P. Gillespie, who 
been made sales manager of 
the chain saw division. 

The department gathers 
data from its own distrib- 
utors, dealers and salesmen, 
from consumers and from its 
own engineers, and on that 
information 
what kind of new products 
should be developed; how 
they should be packaged. 





I. B. FINKELSTEIN 
HEADS DELAWARE 
HARDWARE CoO. 

At a recent meeting of the 
board of directors, I. B. Fin- 
kelstein was elected presi- 


gold watch | 








has | 


recommends | 


dent of the Delaware Hard- | 


ware Co., Wilmington 
Del., wholesalers, succeeding 
the late Harry Topkis. 

The other 


99, | 
| 


officers of the | 


company are: J. Henry Top- | 


kis, vice-president; Arthur 
Finkelstein, M.D., secretary, 
and Perry Topkis, assistant 
secretary and treasurer. 





BOZART FOR VAN HOESEN 


The F. P. Van Hoesen Co., 
New York distributor of 
Martin-Senour 
Buffalo, Rochester and Syra- 
cuse, has appointed Ralph 
Bozart manager of its branch 
and warehouse in Rochester, 
N.Y. 
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Dealers...get high 
profits and year- 
round sales with 
these comfort- 
able, sturdy... 


JUDSEN 


MOLDED RUBBER 


KNEE PADS 











Cement Layers 
Roofers 

Floor Layers 
Carpenters 
Industrial Workers 
Home Gardeners 
Household Chores 





ph 





@ TOUGH MOLDED RUBBER 


@ SOFT SPONGE RESTING PLACE 
FOR THE KNEE 


@ ADJUSTABLE STRAPS— MOLDED RIGHT 
INTO PAD FOR SECURE FASTENING 


@ PREVENT SORE, ACHING KNEES 
@ WATERPROOF—SAVE CLOTHES 


CAN BE WORN 
ALL. DAY LONG 


<. _ KNEELING, 
5 STANDING 
* or 

5, WALKING 


z eee bids wa 


GENTLEMEN: Please send us 
Retail price $2.25 per pair. 


) pairs at $16.00 per dozen. 


Name 
Address 
State 


JUDSEN RUBBER WORKS, INC. 
4107 West Kinzie Street Chicago 24, Illinois 


City 








Union Hardware & Metal To Soon Occupy 
$3 Million Plant With Four Buildings 


Union Hardware & Metal 
Co., wholesalers, 411 E 1 St., 
Los Angeles, Cal., will soon 
occupy its $3,250,000 plant in 
East Los Angeles. The plant 
is departmentalized into four 
major buildings, the entire 
plant embracing 500,000 
square feet. The merchan- 
dise building, containing 
215,000 square feet, will 
house all shelf stock handled 
by the company. Large prod- 
ucts will be handled by ele- 
vators in the building and 
the handling of orders to the 
shipping department will be 
facilitated by use of convey- 
ors. The heavy hardware 
building is a one-story struc- 


ture embracing 74,000 sq. ft. 
Trackage in the loading area 
will accommodate 25 cars. 
Other trackage facilities on 
the property will accommo- 
date about 25 more. 

A method of unloading 
freight cars embodies spe- 
cially designed tilt docks 
which are hydraulically con- 
trolled as to their up and 
down and outward and in- 
ward movement. The will- 
call department has a set- 
back drive-in loading plat- 
form extending about 100 ft. 
across the front of the build- 
ing. The entire plant will be 
serviced by a paging system 
for checking stock. 








ADAMS-FEAGIN BUYS 
PEELER HARDWARE 
RETAIL BUSINESS 

Adams-Feagin Co., corner 
Third and Walnut Sts., Ma- 
con, Ga., has recently pur- 
chased the retail business of 
Peeler Hardware Co., Macon, 
which will now confine its 
business to wholesale opera- 
tion. Adams-Feagin Hard- 
ware Co., which is the name 
the business is now using, 
has moved to a new building 
at Third and Walnut Sts. 





PIERCE & STEVENS 

NAME SALES AGENT 

Pierce & Stevens, Ince., 
Buffalo, N. Y., has an- 
nounced the appointment of 
Earl E. Lunger, 2424 Cedar 
Lane, Drexel Hill, Pa., as 
sales representative, special- 
ties division. He will repre- 
sent Fabulon floor finish and 
Pronto remover in Southern 
New Jersey, Delaware, East- 
ern Maryland and Eastern 





EARLE E. LUNGER 
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DONAHUE 


JAMES F. 


who was recently elected execu- 
tive vice-president of Lamson 
& Sessions Co., Cleveland, Ohio. 








Pennsylvania. Well-known 
to the paint trade, Mr. Lun- 
ger was for many years rep- 
resentative and sales man- 
ager for Benjamin Foster 
Co., Philadelphia. 


LENNOX METAL AGENTS 


Lennox Metal Mfg. Co., 
has appointed seven sales 
agencies throughout the 
United States, it was re- 
cently announced. 

The _ following appoint- 
ments have been made: Du- 


raline Sales Corp. for the 
Middle Atlantic States; Bill 
Uthe for eastern Pennsyl- 


vania, Maryland, Delaware, 
Washington, D. C.; Eaton 


and Hake for western Mis- 
souri, Kansas, Nebraska, 
Oklahoma, Iowa; Paul Moel- 
ler for Georgia, Alabama, 
Florida; Blunt, French & 


Young of Boston for New 
England; L. Levison for New 
York, New Jersey and west- 
ern Pennsylvania; and Bill 
Savage for metropolitan New 
York. 





DEWALT HEADS PROCTOR 
WESTERN REGION 


The appointment of Rob- 
ert H. Dewalt as sales man- 
ager of the western region 
of the Proctor Electric Co., 
Philadelphia, Pa., has been 
announced. 





ROBERT H. DEWALT 


Mr. Dewalt joined the 
company in 1940. More re- 
cently he has been district 
manager of the Kansas City 
area. His new territory will 
cover the entire western re- 
gion with headquarters in 
Los Angeles. 





H. H. WINTERBERG 


who was elected secretary and 
treasurer of Lamson & Sessions 
Co., Cleveland, Ohio. 








PIONEER RUBBER NAMES 

TWO SMALL AGENTS 

The Rand Sales Co., 972 
3road St., Newark 2, N. J., 
has been appointed by The 
Pioneer Rubber Co. (Willard, 
Ohio), to represent its house- 
hold glove division. They will 
represent this division in 
New Jersey, Delaware, Mary- 
land, Virginia, District of 
Columbia and eastern Penn- 
sylvania. Also named was 
Howard S. Hammond, Em- 
pire State Bldg., Suite 3022, 
of New York, as representa- 
tive for The Pioneer Rubber 
Co. (Willard, Ohio) house- 
hold glove division. 








Southern Coal Organizes Subsidiary 
For Warm Morning Heater Distribution 


Southern Coal Co., Inc., 
America’s largest distributor 
of Warm Morning heaters, 
has organized a wholly 
owned subsidiary to handle 
the distribution of Warm 
Morning heating products 
and other equipment, accord- 
ing to an announcement by 
C. C. Davis, sales manager. 

The new company is to be 
known as the Sinclair-South- 
ern Co., Inc., and will begin 
active operation on July 1. 
General sales offices will re- 
main at 333 North Michigan 
Ave., Chicago, however, gen- 


eral office accounting will 
be moved to 114 West 
Eleventh St., Kansas City 


6, Mo. 

In announcing the organi- 
zation of the subsidiary, Mr. 
Davis stated that there 
would be no change whatso- 
ever in present sales activi- 


ties. Nine branch offices in 
Atlanta, Birmingham, Char- 
lotte, Chicago, Knoxville, 
Louisville, Memphis, Nash- 
ville, and St. Louis will be 
maintained, and 16 ware- 
houses will be operated at 


strategic points throughout 
the company’s distribution 
area, 


A sales group to specialize 
in the distribution and mer- 
chandising of stoves and 
other equipment was devel- 
oped in the name of Stove 
Division, Southern Coal 
Company, Inc. The new Sin- 
clair-Southern Co., Inc., has 
been formed to direct the ac- 
tivities of this specialized 
sales force. 

Officers of Sinclair-South- 
ern are: L. Russell Kelce, 
president; R. J. Billings, 
vice-president; C. C. Davis, 
sales manager; and David S. 
Ogle, advertising manager. 
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Lamson & Sessions Assigns Merchandising 
Director and Assistant Sales Manager 


The Lamson & Sessions 
Co., 1971 W. 85th St., Cleve- 
land, Ohio, has announced 





JAMES G. RAYBURN 


the assignment of new re- 
sponsibilities to James G. 
Rayburn, named merchan- 
dising director, and William 


E. Custar, assistant sales 
manager. 
Mr. Rayburn practiced 


law prior to his service in 
the U. S. Air Force, after 
which in 1945 he joined 
Lamson & Sessions in a 
sales capacity. Since then he 


has served as assistant to 
A. U. Klingman, railroad 
sales manager, and also as 
sales assistant in the com- 
pany’s general offices. 

Mr. Custar has been with 
Lamson 15 years. His ex- 
perience covers five years in 
Lamson’s payroll and sched- 
uling departments and 10 
years in sales, during which 





WILLIAM E. CUSTAR 


time he served as assistant 
manager of the aircraft di- 
vision and as manager of 
machine screw sales. 








ALADDIN OCCUPIES 
MODERN PLANT 


Completed at Nashville, is 
the functionally modern 
plant for Aladdin Industries, 
Inc., makers of the nation- 
ally distributed Hy-Lo line 
of vacuum bottles, lunch kits, 
Aladinettes and sports kits. 

Air-conditioning of office, 
provisions for air cooling of 
all work spaces, easily re- 
movable walls and partitions, 
trolley-ducts which permit 
plugging into 440, 220 or 110 
volt lines anywhere in the 
plant, all contribute to mak- 
ing this one of the most 
modern plants in the state. 





OVER 6,000 ATTEND 
PHILCO CONVENTION 


With deep faith in the 
American people and _ the 
American dream of peace 
and prosperity, the Philco 
Corp., Philadelphia, played 
host at Atlantic City to 5,000 
Philco dealers and 1,000 dis- 
tributors from the 48 states 
and 500 more from 18 for- 
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eign countries, June 19 to 21. 

The new 1951 line of Philco 
television and radio models 
was shown to the conven- 
tioneers, and new promotion 
and advertising plans for 
1951 were outlined in detail. 

The Mummers parade, 
hitherto seen only in Phila- 
delphia on New Year’s Day 
each year, was viewed by the 
conventioneers on the board- 
walk for two hours. The con- 
ventioneers also saw a water 
carnival with world cham- 
pion high divers and swim- 
mers, boxing and wrestling 
matches. Paul Whiteman, 
Martha Raye and other stars 
were presented in a show in 
Convention Hall as the finale 
of the convention. 





AMERICAN STANDARD 
ON WRENCHING BOLT 


A new American Standard, 
High Strength, High Tem- 
perature Internal Wrenching 
Bolts, has been announced by 
the American Standards As- 
sociation, 70 E. 45th St., New 
York City 17. 


1950 


The bolts have a round 
head with hexagonal recess, 
the head being larger than 
that of regular socket head 
screws. When the round bolt 
head is located in a counter- 
bore, it may be peened to 
lock it against rotation. 

The American Standard 
lists bolts in nominal diame- 
ters from % to 2 in. Bolts up 
to 7% in. inclusive have course 
threads and larger bolts, 8- 
pitch threads according to 
the American Standard BI. 
1-1949. 





ZINA GOODELL CORP. 
HOLDS OPEN HOUSE ON 
115 BUSINESS YEAR 


The Zina Goodell Corp., 
Corner of Lafayette and 
Dodge St., Salem, Mass., re- 
cently held open house on 
two consecutive evenings to 
celebrate its 115 years in 
business. The staff was pres- 
ent to conduct the _ public 
through the different depart- 
ments, and show the 10,000 
items carried by the store. 
Light refreshments were 
served and factory demon- 
strations given. 

The store has four main 
divisions, hardware, house- 
wares, sporting goods and 
toy shop, and the machine 
shop. In 1943, when the pres- 
ent owner, Ernest Whitney 
purchased the business, ex- 
tensive alterations in the 
store itself were made and 
many new lines added. The 
corner store was acquired in 
which a housewares depart- 
ment was installed and final- 
ly the entire building was 
purchased. The second floor 
was then fitted for a toy and 
sporting goods department. 


CONDIT REPRESENTS 
FITLER COMPANY 
The Edwin H. Fitler Co., 
Philadelphia, Pa., has _ re- 
cently announced that Dud- 
ley Condit will represent the 





DUDLEY CONDIT 


company in Wisconsin, Min- 
nesota, Iowa, Illinois and 
Indiana, with headquarters 


for the present at 613 Hin- 
man Avenue, Evanston, IIl. 
For the eight 
Mr. Condit has been 
ciated with the Sterling 
Products Chicago, as 
assistant to the president 
and during the war managed 
the Industrial Tool Stores 
created for the purpose of 
locating and moving into the 
stocks of 


past years, 


asso- 


Co., 


market’ inactive 
critical 

Prior to this, Mr. Condit 
years as a 


tools. 


traveled for 15 
manufacturer’s 
tive, calling on the hardware 
and industrial trade. 


representa- 











THE NUTMEGGERS SPRING GOLF OUTING, June 1/4 at 
the Avon Country Club, Avon, Conn., attracted 18 goifers 
despite rain, twice that number turning out for the dinner 


that evening. 


Golf winners were: Felix Atwood, Brush Divi- 


sion, Pittsburgh Plate Glass Co.; F. J. Trieber, Clark Bros. 
Bolt Co.; J. G. Trieber, North & Judd Mfg. Co. and C. Collier, 
Mall Tool Co., Mr. Atwood’s card being 78 and the other 


three winners having net cards of 79. 


Fred E. Christopher, 


Uarco Business Forms, Deep River, Conn., chairman of the 
entertainment committee was in charge of the day’s activities. 
In the photo left to right are three of the four golf victors: 


F. J. Trieber, J. G. Trieber and Felix Atwood. 
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HARDWARE BRIEFS 








ARIZONA 


Benson Builders’ Supply 
Co., Benson, has been opened 


by V. L. Arnold and H. 
Taylor. 
COLORADO 
J. R. Shea has left his 


duties with the state high- 
way department to join his 
wife in the Graham Hard- 
ware Co., Durango, which 
Mrs. Shea has operated for 
18 years. 





Mr. and Mrs. L. S. Nall 
have opened Nall Hardware 
& Supply, Salida on High- 
way 50. The new building 
has a 50 ft. glass front and 
ample parking space. Olathe 
Hardware, Olathe, has a new 
sign constructed of translu- 
cent plastic. It is lighted 
from within by fluorescent 





tubes. 

GEORGIA 
Adams-Feagin Hardware 
Co., Macon, Ga., soon will 


take over the retail business 
of Peeler Hardware Co. in 
the new Adams-Feagin Store, 
Third and Walnut Sts. Peeler 
Hardware will continue to 
operate its wholesale busi- 
ness. B. Sanders Walker is 
president of Adams-Feagin 


Hardware Co.; J. Davis 
Adams, vice-president and 
secretary; and R. Douglas 


Feagin, Jr., 
and treasurer. 


vice-president 





KANSAS 


H. S. Mackey, Howard 
Mackey and Buford Mackey 
have purchased the hardware 
department of the Lakin 
Lumber Co., Syracuse; How- 
ard Mackey will be resident 
manager. The Mackeys own 
stores at Syracuse, Kans., 
and Holly and Center, Col. 





Moore’s Hardware, Hutch- 
inson, 6 North Main St., for- 
merly operated as Moore’s 
Farm store, has been com- 
pletely remodeled and fea- 
tures serve-yourself display 
racks and fixtures. 


—_—_—_~ 


E. W. Richter is 


owner 
and manager of the new 
Coast to Coast hardware 


store at 305 Main St., Scott 
City. 





MISSISSIPPI 


Everett Hardware Co., 
Jackson, was damaged con- 
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siderably by a recent fire in 
the second story of the build- 
ing. 





MISSOURI 

Ault Hardware Co., 108- 
110 Main St., Charleston, re- 
cently completed its modern- 
ization and remodeling plans. 
The store is equipped with 
open display wall cases, 
island displays, glass shelv- 
ing and modern lighting. The 
store operated for many 
years as Smith-Ault Hard- 
ware Co. N. M. and Glenn 
Ault purchased the interests 
of the late I. N. Smith and 
purchased the stock and 
building of another hardware 


merchant. Early this year 
the latter store was _ liqui- 
dated and the activities of 


the stores consolidated. 


MISSOURI 


A 22x40 ft. cement block 
addition has been made on 
the back of Rush Hardware, 
Mansfield. 


Mr. and Mrs. Dean Davis 
have purchased L. R. Hale 
Hardware Co., Fairmount. 


The store is now known as 
Davis Hardware Co., High- 
way 40 and Pittman Rd. 

Caldwell hardware store, 
Lockwood, has increased its 
stock of merchandise. Ray 
Caldwell, owner and opera- 
tor, had been ill for some 
time, but has now improved 
in health. His son-in-law, 
Tom Dodd, has joined him in 
the store. 


NEBRASKA 


Babcock Hardware, Sar- 
gent, has installed a new 


front. The large panes are 
replaced with shorter glass 
resting on a brick ledge. 





NEW MEXICO 


A second floor shop de- 
signed for women customers. 
featuring china, glassware, 
silver and table appliances 
has been opened by Carlsbad 
Hardware & Lumber Co., 
Carlsbad. The space over the 
offices has been converted 
into this special department. 
A dining table is kept set 
with some pattern of china 
with crystal and a silver pat- 
tern to harmonize. 





NORTH DAKOTA 
Clara Sobolik and _ son, 
Voss, have purchased the 
Minto Hardware Store, for- 


Henry 


merly operated by 
Slominski. 





NEW YORK 


Clifford Meade has _ pur- 
chased the C. W. Guile Hard- 
ware, Naples. The store will 
operate under the name 
Meade Hardware Corp. 





OHIO 

George Burer, connected 
with retail hardware field for 
16 years, has opened his own 
store at 312 South Third St., 
Hamilton. Extensive altera- 
tions and decorations have 
been made on the store room, 
which the Hamilton Hard- 
ware Co. will occupy. 





PENNSYLVANIA 
The re-opening of Jere 
Woodring & Co.,_ store, 
Hazleton, after extensive re- 
pairs and alterations, held 
recently, attracted many 
people from the city. The 


expansion has been coinci- 
dental with a new ownership- 
employee plan, with the 67 
employees each becoming 
stockholders of the firm. 





SOUTH DAKOTA 
Andy Nerison, has pur- 
chased the Mahlum Hard- 
ware, New Effington. 











HARDWARE ASSOCIATION OF THE CAROLINAS held its 45th annual convention at the 
George Vanderbilt Hotel in Asheville, N. C., June 13 and 14. Jim Owen, Jr., Owen Hard- 
ware Co., Elloree, S. C., was elected president succeeding H. C. Gabriel, Rhyne Hard- 
ware Co., Newton, N. C. Mrs. Sally Couch Masten of Charlotte was re-elected secretary- 


treasurer. 
dent. 


Vic Huggins, Huggins’ Hardware Co., Chapel Hill, N. C., 
Directors are A. R. Craig, honorary director, Hardware Mutual Fire Insurance Co., 
Charlotte; Jack Ellenberg, Planter’s Hardware, é 
Hardware, Hampton, S. C., and T. A. Groce, Citizen’s Hardware, Asheville 


Greenwood, S. C.; J 


is the new vice presi- 


M. Rivers, Rivers 


Convention 


favored repeal of excise taxes, taxation of co\sumer cooperatives on same basis as profit- 


making companies, enforcement of fair trade 


laws, and 


endorsed 


re-establishment of 


National Hardware Week. Shown in picture, front row, left to right, Huggins, Owen and 
Mrs. Masten; back row, L. to R., Craig, Gabriel, Ellenberg, Rivers and Groce. 
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DE LAVAL TO MOVE 
TO POUGHKEEPSIE 


George C. Stoddard, presi- 
dent of The De Laval Sepa- 
rator Co., 165 Broadway, 
New York City, has an- 
nounced that the company’s 
executive staff and general 
office will move to a new and 
modern building in Pough- 
keepsie a short distance from 
the factory some time late in 
the summer. A small execu- 
tive office will be maintained 
in New York City. 





SUNSET LINE FISHING 
WHOPPER CONTEST 


L. E. Christenson, presi- 
dent, Sunset Line & Twine 
Co., 564 Sixth St., San Fran- 
cisco, Cal., has announced a 
fishing whopper contest for 
consumers which offers a 
total of 650 awards with an 
aggregate value of $16,500. 
Twenty-five prizes are award- 
ed weekly and each of these 
winners are automatically 
eligible for 27 major prizes 
awarded after two seven- 
week periods and then pro- 
gressively, these winners are 
competitors for the 42 grand 


prizes. The first award is 
worth $3,100 and _ includes 
everything from a Willys 


Overland station wagon to a 
tackle box. The other grand 
prizes, in order, have values 
of $1,000, $800, $500, $250. 

All fish whopper entries 
must be accompanied by a 
front label from any Sunset 
fishing line. If a dealer’s 
customer wins, the dealer 
receives a savings’ bond 
worth anywhere from $50 to 
$500. The contest closes 
Sept. 1, 1950. 


TOPFLIGHT OFFICES 
CONSOLIDATED 


The Topflight Tape Co., 
York, Pa., has recently con- 
solidated its administrative, 
sales, order, accounting and 
advertising departments at 
116 E. Market St., York. In- 
stead of four locations, there 
will be but two, the other at 
52 S. Duke St., York. 





MINNESOTA RETAIL 
GROUP MOVES 


C. J. Christopher, mana- 
ger-treasurer, Minnesota Re- 
tail Hardware Association, 
has announced the location 
of the new offices of the 
group at 2110 Nicollet Ave., 
Minneapolis, Minn. In this 
location the office features a 
model hardware store equip- 


ped with association designed 
step-up fixtures. Added fa- 
cilities will be installed to 
provide store engineering 
promotion and _ accounting 
services. The offices have 
ample parking space. 





G.E. APPOINTS SEATTLE 
APPLIANCE SALES MGR. 


H. A. Oliphant has been 
appointed Seattle manager 
of appliance sales for the 
General Electric Co., Bridge- 
port, Conn., it has been an- 
nounced. 

Mr. Oliphant was formerly 


sales representative for G-E 
ranges and water heaters in 
San Francisco. 





EXTEND PARENTS’ SEAL 
ON HUFFMAN PRODUCTS 


The extension of the Par- 
ents’ Magazine Commenda- 
tion Seal & Legend awarded 
to the Huffman Mfg. Co., of 
Dayton, Ohio, has been an- 
nounced. 

An “Extension Certificate” 
has been awarded the bicycle 
manufacturer for its Dayton 
and Huffy-Convertible prod- 


ucts. 


MAJOR APPLIANCE CO. 
COVERS FOR BENDIX 


The Major Appliance Co., 
Lansing, Mich., has been ap- 
pointed distributor by Ben- 
dix Home Appliances, Inc., 
South Bend, Ind. 

J. G. Chapman, vice-presi- 
dent and general manager, 
until the formation of the 
distributorship three and a 
half years ago, was associ- 
ated with Duo-Therm Corpo- 
ration for 16 years. He was 
sales-manager of Duo-Therm 
when he resigned to form 
the company. 








O 


BITUARIES 








WILLIAM D. DISSTON 
William Dunlop Disston, 


retired vice-president of 
Henry Disston & Sons, Inc., 
died 


Philadelphia, recently. 





WILLIAM D. DISSTON 


He was 62. Prior to the ill- 
ness which forced him to re- 
tire in 1946, Mr. Disston had 
been active in Philadelphia 
civic and political life. He 
was a grandson of Henry 
Disston, founder of the tool 
and saw firm. He began work 
in 1908 and was made a di- 
rector in 1911. He served as 
a member of the Philadelphia 
Board of Education for two 
years. 


ARTHUR PERKINS 


Arthur Perkins, 68, former 
operator of the Thorne Hard- 
ware Co., Compton, Cal., died 
suddenly while on a visit to 
Boston, Mass. 

Mr. Perkins was owner of 
the Barrett-Hicks Hardware 
Co., Fresno, and then became 
sales manager for the Cali- 
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fornia Hardware Co., Los 
Angeles, Cal. After acquir- 
ing the Thorne Hardware 
Co., he sold that business to 
the Imperial Hardware Co., 
retiring from a life long as- 
sociation with the hardware 
business. He is survived by 
his widow, Esther, a son and 
a daughter. 


HARRY TOPKIS 
Harry presi- 
Hard- 
Wilmington 99, 


Topkis, 65, 


dent of the Delaware 
Co., 


ware 





HARRY TOPKIS 


Del., wholesalers, died at his 
home 413 West 21 St., after 
suffering a heart attack. 
After leaving school, Mr. 
Topkis became a clerk for 
the Delaware Notion Co., and 
during the next 19 years ad- 
vanced through various posi- 
tions with that company 
finally becoming its president 
in 1920. Three years later 
the Delaware Notion Co. 
combined with the Delaware 
Hardware Co., and Mr. Top- 


kis was elected president. Mr. 
Topkis was a member of 
Temple Beth Emeth, the Wil- 
mington Elks Lodge, and the 
YMHA. Two sons, J. Henry 
Topkis, vice-president of the 
company, and Perry Topkis, 
assistant secretary and trea- 
surer, and two daughters 
survive him. 


CHARLES D. STARKS 

Charles D. Starks, 62, re- 
tired Far Rockaway, L. L, 
N. Y., hardware dealer and 
past president of the New 
York State Retail Hardware 
Association, died recently at 
his home, 2721 Cold Spring 
Rd., Far Rockaway. 

His firm the D. L. Starks 
Hardware Co., discontinued 
its business in 1939, having 
been founded in 1882 by the 
late Delmar Starks. Mr. 
Starks, in announcing the 
firm’s closing stated, we have 
been in business for over 30 
years and we all feel entitled 
to a rest to engage in some 
smaller business that is not 
so demanding. 





CHARLES D. STARKS 
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How's the Hardware Business? 


(Continued from page 14) 


East St. Louis. This represented 
a rise of 434¢ since mid-March. 
Brass and bronze ingot prices 
are also higher, the new prices 
representing increases ranging 
rom 1'4¢ to 2¢ a Ib. 
Meanwhile, supplies of practi- 
cally all the nonferrous metals 


HE number of retail hard- 

ware establishments increased 
only 19 pct in the decade be- 
tween 1939 and 1948, but their 
sales showed a three-fold in- 
crease. 

In 1948, 34,681 retail hard- 
ware establishments had _ sales 
and service charges to the 
amount of $2,497 millions, as 
compared with $629 million sales 
totals for the 29,147 hardware 
stores in business in 1939. 

This sales increase of 297 pct 
for retail hardware establish- 
ments, shown in the preliminary 
national report of the Census of 
Business for 1948 just released 
for publication, is considerably 
higher than the 210 pet increase 
shown for retail sales of all 


continues very tight, with little 
prospect of improvement in tne 
near future. 


PA's Predict Good Business 


A recent poll of purchasing 
agents reporting to the Business 


& Survey Committee of the 


National Association of Pur- 
chasing Agents, showed that 
53 pet of them expect good busi- 
ness until the end of 1950, fol- 
lowing a mid-year leveling off; 
23 pet anticipate good business 
only through the third quarter, 
with a drop in the fourth quar- 
ter; 17 pct would not venture a 
guess beyond July, while 7 pct 
would only go as far as June. 





Hardware Sales Tripled 


19 pct more hardware establishments did 297 pct more busi- 


kinds of establishments over the 
10-year period, as shown in the 
accompanying graph. 

While there were 0.02 pct 
fewer retail outlets of all kinds 
in business at the end of the 
decade, there were 19 pct more 
retail hardware establishments 
in 1948 than there were 10 years 
earlier. 

In making any sales compari- 
sons for the two years, 1939 and 
1948, it must be remembered 
that prices of everything have 
advanced greatly over the de- 
cade. Consequently, the 297 pct 
increase in dollar sales of hard- 
ware stores is considerably 
greater than the increase in the 
number of units sold. 

The only lines of trade which 


New Census Shows Hardware Sales Gain Larger 


Than National Average for All Retail Stores 
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Hardware 
Change in Sales Volume, Stores 
300% in Dollars, in 1948,as Gain - 297% Seiden ot tev 
SS tail hardware field 
in the 10 years from 
ees asia 1939 to 1948, as 
inNumber of | Gain-210% pat Aig : we 
—~ 200% | Establishmentsin 1948 changes in the na- 
e ascompared with 1939 tional total for all 
> types of retail es- 
4 a tablishments is 
oe 150% ma Siwes shown here. Based 
o ye Gain- 19% on the latest data 
” Loss-0.02% on the 1948 census, 
@ 100% j : 1939 Level just released by 
_ Bureau of Census, 
graph shows the 
50% percentage gain, or 
loss, from the 1939 
level of activity. 
Chart by: HARDWARE AGE 
Source: Bureau of Census 


have shown greater sales in- 
creases than hardware stores, 
dollar-wise, are those lines kin- 
dred to hardware which are sold 
through thousands of retail 
hardware stores. 

Of these lines, the greatest 
advance was shown by sporting 
goods and bicycle stores, which 
showed a sales increase of 441 
pet. Increases shown by other 
stores, kindred to hardware 
stores, were: Plumbing, paint 
and electrical stores, 307 pct; 
feed, farm, and garden supply 
stores, 303 pct; furniture, fur- 
nishings and appliance stores, 
298 pct; and lumber yards, and 
building materials dealers, 247 
pet. 

The tremendous growth in in- 
terest in sports and recreation 
that has taken place over the 
past decade is reflected in the 
increase in the number of sport- 
ing goods and bicycle stores, 
from 3,546 in 1939 to 8,603 in 
1948. 

The next greatest increase in 
the number of establishments, 
among the major lines of trade, 
was in the furniture, furnish- 
ings and appliance stores. In 
1948 there were 62 pct more 
stores in this category. 

It is interesting to note that 
while there were 10 pct fewer 
stores in the food group in 1948 
than in 1939, sales by those 
stores were 204 pct greater. 
Again, it must be pointed out 
that food prices also advanced 
greatly over the period covered 
in the Census of Business. 

Hardware stores had 95 pct 
more paid employees in Novem- 
ber, 1948, than they had in the 
same month of 1939. The in- 
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Employment Nearly 
Reached 60-Million Mark 


Employment rose to 59,731,- 
000 in May, a gain of 1,063,000 
over April, and the highest since 
August, 1949, says the U. S. 
Dept. of Commerce. Only a lag 
in the number of farm workers 
kept total employment for the 
month from topping 60 million 
for the first time since July, 
1948. 








crease in employment for retail 
establishments of all kinds over 
the 10-year period was only 
14 pet. 

Although the Census prelimi- 
nary shows that there were only 
21 pct more wholesale establish- 
ments of all kinds in business 
in 1948 than in 1939, it shows 
60 pet more wholesale hardware 
firms in business at the end of 
the 10-year period. 

The Census reports that there 
were 2,147 firms engaged in 
hardware wholesaling in 1948, 
which figure is greatly in excess 
of the number which is gener- 
ally accepted in the hardware 
trade. This difference is due to 
the liberal interpretation of the 
term “hardware wholesaler” by 
the Bureau of the Census. It 
includes a great number of spe- 
cialty jobbers of numerous lines 


Unemployment in May 
dropped to 3,057,000, a decrease 
of 458,000 from the preceding 
month, and the lowest total since 
April, 1949. 

Fewer workers were laid off 
by manufacturing companies in 
April than in any month since 
October, 1948. The Bureau of 
Labor Statistics reported the 
April rate of layoffs was 13 for 
every 1,000 employees. In April, 
1949, workers were furloughed 


From 1939 to 1948 


ness in 10-year span, according to the latest Census report 


of merchandise frequently 
stocked by hardware stores. 

For 1948 Census purposes, a 
wholesale business establishment 
is defined to include enterprises 
from a_ recognizable place of 
business, provided that the an- 
nual sales were in excess of 
$5,000. In the case of retail 
establishments, a yearly sales 
minimum of $500 is the deter- 
mining factor. 

HARDWARE AGE interprets 
the term “hardware wholesaler” 
to mean a firm which is “in 
position (under normal condi- 
tions) to supply approximately 
80 pet of an opening stock order 
for establishing a retail hard- 
ware store and also equipped to 
render a constant service of 
supply that will enable such 
stores to stay in business, as 
distinct from the many hun- 


at the rate of 28 per 1,000. Lay- 
offs declined in most manufac- 
turing industries during April, 
but increases took place in tex- 
tile and apparel lines. 


Prices Will Advance 
On Columbiana Pumps 


Columbiana Pump Co., Co- 
lumbiana, Ohio, has issued a 
new price list, effective July 1, 
on all items in the Columbiana 


dreds of firms which are spe- 
cialty wholesalers for limited 
lines and therefore able to ren- 
der only a partial wholesaling 
service.” 

At this time the HARDWARE 
AGE Verified List shows 543 
firms which fit the foregoing 
description. 

The sales increase in hard- 
ware wholesaling over the de- 
cade, 238 pct, for the 2,147 hard- 
ware establishments covered by 
the Census, coincides almost ex- 
actly with the increase in sales 
for wholesale firms of all kinds, 
which was 239 pct. 

Employment by the 2,147 
firms considered hardware 
wholesalers by the Census Bu- 
reau, increased only 34 pct over 
the decade, as compared with a 
45 pet increase in employment 
in all wholesale establishments. 


Hardware Retail Sales Gain 297 pct in 10 Years 


Changes in the hardware retail business, as compared with some 
other types of retail establishments, for the years 1938 and 1949. 


KIND OF BUSINESS 


HARDWARE STORES 


Plumbing, paint, electrical stores 
Lumber yards, bldg. material dealers 
Food group. ; 

Eating and drinking places . 

General merchandise group 

Apparel group. . 

Furniture, furnishings, appliances. . . 
Automotive group... . ; 

Drug and proprietary stores 

Feed, farm, garden supply stores 
Jewelry stores... 

Sporting goods and bicycle stores. . 


RETAIL TRADE, Total**...... 


Source: Bureau of Census 


ESTABLISHMENTS 
1948 1939* 

(number) (number) % Change 
34,681 29,147 19.0 
20,598 14,600 41.1 
26,128 25,067 4.2 

504,480 560,549 —10.0 
346,555 305,386 13.4 
52,604 50,267 4.6 
115,333 106,959 7.8 
85,548 52,827 62.0 
89,196 60,132 43.3 
55,851 57,903 —3.5 


21,635 21.687 
21268 14.559 46.0 
8.603 3546 142.6 


1,769,993 1,770,355 


* 1939 data adjusted to scope of 1948 Census. 
** Includes all retail establishments. Groups shown above represent only a partial listing. 
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SALES & RECEIPTS 


1948 1939* 
(add 000) (add 000) %& Change 
$2,497,296 $629,276 97 
1,150,000 282,746 307 
5,132,248 1,478,459 247 
30,980,440 10,164,967 204 
10,690,576 3,520,052 204 
15,930,708 5,665,007 181 
9,797,438 3,258,772 199 
6,914,247 1,733,257 298 
20,118,052 5,548,687 262 
4,011,523 1,562,502 157 
3,146,361 779,289 303 
1,233,191 361,595 241 
344,949 63,751 441 
130,527,317 42,041,790 210 
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Money-making dealers 
and jobbers everywhere 
will stock Red-I-Post, the 
only basement post with 
sensationally improved sup- 
port for floors. Its patented 
Bing-Lock bears upon the 
full circumference of the 
two telescoping columns, 
distributes the load uni- 
formly. 


2-3/8" O.D. FULL WT. PIPE 





NO HOLES 
NO PINS 
NO WEDGES 










No pins, no wedges, no 
holes for children’s prying 


fingers. No spreading or 
mushrooming of tubular col- 
umns with Red-I-Post Posi- 
tive Ring-Lock. It’s double 
adjustable — the removable 
Ring-Lock for telescoping 
column adjustments and the 
Jack Screw for final adjust- 
ments and lifting. 


With Profitable Red-I-Post, 
you get ready sales for 
farm, home, commercial, 
and industrial use. Sell the 
complete line — telescoping 
and builders’ posts. Order 
today. 


mm 2.5/8" 0.D.13 GA. WELDED TUBING 





For name of your near- 
est distributor, write Saw- 
hill Manufacturing Com- ANOTHER SAWHILL 
QUALITY 

PRODUCT 


pany, Sharon, Penna. 


IMMEDIATE SHIPMENT 


KEEP FLOORS LEVEL AND SAFE 


THE SAWHILL MANUFACTURING COMPANY 
rN N PENNSY ANIA 
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line except its Fig. H-1200 Car 
Lock, Antifreeze, hydrant. 

All orders received prior to 
midnight June 30 will be in- 
voiced at the old prices, the 
company announced. 

H. W. McGrath, sales man- 
ager, said the price advances 
are necessitated by increased 
costs of labor and materials. 





Wheeling Steel Raises 
Galvanized Ware 7!/2%, 


The prices of galvanized ware 
were increased an average of 
742 pet by the Wheeling Steel 
Corp., on June 17, 

Company officials explained 
that the price advance was made 
necessary by recent rises in the 
price of zinc, which rose from 
1l4%4¢ to 15¢ a lb. within a 
month’s time. 

About 15 pct of Wheeling’s 
production goes into galvanized 
buckets, tubs and garbage cans. 

An officer of the firm stated 
that “despite the ninth consecu- 
tive week of record production 
in the local steel mills, there is 
no indication that demand for 
steel is being satisfied.” 





Felt-base Rug Prices 
Cut by Armstrong Cork 


Prices of standard felt-base 
rugs and floor coverings have 
been cut about 6 pet by Arm- 
strong Cork Co. 

Wholesalers were also in- 
formed that a reduction in the 
price of six-by-six cork tile 
would result in the same prices 
for all three regular sizes of 
cork tile. 





Asphalt Tile Prices 
Lower to Wholesalers 


The Sloane-Blabon Corp., a 
subsidiary of Alexander Smith 
& Sons Carpet Co., on May 31, 
reduced the prices on its asphalt 
tile product, which it sells to 
wholesale distributors. The re- 
ductions ranged from 3 to 5 pet. 
Prices for carload quantities 
sold to flooring contractors re- 
main unchanged. 

Asphalt tile is commencing 
now to be largely used in floor- 
ing for homes as well as com- 
mercial buildings. 

The purpose of the price cuts 
to wholesalers is to “permit 
them to make some profit,’ ac- 
cording to the company, 


Town of Camillus Protests 
Cutlery Tariff Rate Cuts 


The town of Camillus, N. Y., 
whose only manufacturing in- 
dustry is the Camillus Cutlery 
Co., has organized a committee 
to protest against proposed re- 
ductions in tariff rates applying 
to pocket knives and other cut- 
lery products. It maintains that 
reduction of tariffs on these 
products, to be negotiated by 25 
nations at Torquay, England, 
in September, would put the 
company out of business in five 
years. It cites wages of its male 
workers at $1.47 per hour on a 
40 hour week vs. German labor 
at 30¢ an hour and working 60 
hours a week. 


Sears Reports Lower 
Prices on 4,000 Items 

Sears, Roebuck & Co. says it 
has trimmed prices on more 
than 4,000 items, an average of 
7 pet from those in its spring- 
and-summer’ general catalog. 
The cuts are shown in the mid- 
summer sale book now being dis- 
tributed. 

Mark-downs ranging up to 4l 
pet are made on seasonal wear- 
ing apparel. Other substantial 
reductions include 25 pct on ice 
cream freezers, 16 pct on gar- 
den hose, 12 pct on refrigerators 
and 11 pct on housewares. 

Many sporting and _ recrea- 
tional goods are reduced, with 
golf balls down 39 pct, tennis 
rackets 19 pct lower and tele- 
scoping fish rods 12 pct off. 

Furniture and bedding are 
cut an average of 11 pet. 

Other types of merchandise 
showing substantial price reduc- 
tions include aluminum garage 
doors down 12 pct, kerosene 
ranges 25 pct; garden tractors 
7 pet; tires and tubes 8 pet; 2, 
4-D weed killer 52 pct, and bat- 
tery radios 17 pct. 


Whirlpool Output Boosted 


Whirlpool Corp., St. Joseph, 
Mich., makers of home laundry 
equipment, has in effect a 26 pct 
increase in its automatic washer 
production and a 33 pct boost in 
electric ironer output. Accord- 
ing to Robert M. Mitchell, sales 
manager, the increases were 
necessary to fill orders and not 
designed to build up a large in- 
ventory. 
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May Construction 
20% Above Year Ago 

Building activity in May ex- 
ceeded the seasonal peaks 
reached in the fall of 1949 and 
1948, says the U. S. Depts. of 
Labor and Commerce. Almost 
$2 billion of construction was 
put in place in May; 14 pct 
above April and over 20 pct 
above May, 1949. 

Reports of the National Lum- 
ber Manufacturers’ Association 
for the end of May indicate the 
building boom will continue 
strong through June. 

At the same time, two other 
reports showed trends that could 
slow down rapidly rising build- 
ing costs. The lumber manufac- 
turers said production in the 
week ended May 27 was greater 
than new orders, a reversal of 
the situation that has held almost 
all this year. The Bureau of La- 
bor Statistics reported that wage 
increases in the construction in- 
dustry in 1950 were smaller 
than in 1949. 


Inventories Gain in April 


Retail building materials and 
hardware inventories, adjusted 
for seasonal factors, amounted 
to $1,936 millions at the end of 
April, compared with $1,889 mil- 
lions at the end of March, the 
Commerce Department esti- 
mated. Home furnishings inven- 
tories amounted to $1,227 mil- 
lions, as against $1,197 millions 
at the end of March. 

Total retail inventories, also 
adjusted, amounted to $14,153 
millions, compared to $14,282 
millions at the end of March. 
Total business inventories 
amounted to $54.8 billion at the 
end of April, as against $54.5 bil!- 
lion a month earlier, both figures 
on a seasonally adjusted basis. 


Consumer Credit Rises 


Consumer credit is still going 
up. The latest Federal Reserve 
Board figures show a gain of 
$325 million in April over 
March, to a total of $18.6 bil- 
lion at the end of the month. It 
also represented a rise of about 
20 pet from a year earlier. 

Principal reason for the in- 
crease was the boost in install- 
ment credit, which rose $242 
million in April over March to 
a total of $11.3 billion. Automo- 
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Stock 
TITE-ROPE ond WHALE 


for PROFITS 


These products are top quality and priced right. 





Packaged for maximum sales appeal. 
Pre-sold to your customers by advertising in such popular national 


magazines as Good Housekeeping and American Home. 


PUSH THESE EASY-TO-SELL SAMSON LEADERS 












TITE-ROPE CLOTHES LINE 


Strong multi-strand wire line . . . testing over 
330 pounds... protected by tough, gleam- 
ing white plastic covering. Cleans with whisk 
of a damp cloth. No stretch, no rust. 
Packed twelve 50 ft. hanks, usually 
several connected, in colorful 

display carton. 






CLOTHES LINE 
WHALE CLOTHES LINE 







Solid braided flexible cotton line 
with glazed finish. All honest 
cotton yarn — much stronger than 
ordinary lines. Twelve individually 
wrapped 50 ft. hanks, connected 
in pairs, to a display carton. 


CARRY THE COMPLETE SAMSON LINE 


Samson can supply you with Braided Cotton Cord of all kinds, colors 
and sizes up to 1 inch diameter — including other clothes lines; Spot and 
other sash cords; shade cord; Venetian blind cord; masons’ line; awning 
line; garden line; marine cords; solid braided rope, etc. Check your stock 
and order from your jobber today. 


SAMBO EE EMSS 
BOSTON 10, MASSACHUSETTS 
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Electrify Your Hand Elevator 
with this Power Unit 
Saves operator time 
and labor. “Lifts 
from 1,000 to 2,000 
Ibs. with ease.” 

Elevator Power 


Write for information and prices. 


DAVIS & NEWCOMER 
Electric Elevator Co., Fostoria, O 





Units. Electric Elevators. Dumb Waiters. 











Small aad large 
sizes for holding 


lars on request. 
” 6IBSON GOOD TOOLS, INC. 
bd S 268 Orenge, Mass., e 


Gripper Clips 


Registered U. S. Pat. Ofies 














WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 
Single, Double, Triple, 
Instantaneous, Multi-Coil 
Send for Catalog "”*” 
DORMONT MFG. CO. 
1314 High Street 








Pittsburgh, Pa. 





Tightens loose furniture 
WITHOUT taking it apart 


















c 


“a 


w EASIER TO USE 
*# LASTS LONGER 
* CLEANS BETTER 


SUNSHINE 


REG. U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Oil TAN 
MADE IN USA 


DOUBLE oury \ 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 
CONSUMER 








HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 








BUY BONDS 








124 


bile sales credit originating at 
dealers was responsible for al- 
most half of this rise. 


Department Store Sales Rise 
Seen; Competition Increases 


Controllers Congress of the 
National Retail Dry Goods As- 
sociation, meeting in Washing- 
ton, was told by Charles F. 
Roos, president of the Econo- 
metric Institute, New York, that 
a rise of 2 to 3 pct in depart- 
ment store sales is in prospect 
for the third quarter, over a 
year ago. 

Purchasing power will reach 
an annual rate of $200 billion 
in the fourth quarter, compared 
with $190.7 in the same 1949 
period, he said. However, de- 
partment store sales will not 
rise commensurately because of 
competition for the consumer’s 
dollar from automobiles and 
other items not sold in depart- 
ment stores and from new 
homes. 


56°, More Enameled 
Steel Plumbing Shipped 


Shipments of porcelain en- 
ameled steel plumbing fixtures 
during the first quarter of 1950 
were valued at $11.9 million. 
Representing 19 pct of the 
plumbing industry’s total of 
$64.1 million, this figure is $4.3 
million, or approximately 56 pct 
ahead of that of the correspond- 
ing period in 1949, according to 
the Porcelain Enamel Institute. 

Although total plumbing fix- 
ture shipments dropped 2 pct 
below fourth quarter, 1949, to- 
tals, porcelain enameled steel 
fixtures registered a $270,000 
or 2 pet gain. 


| TV Set Built to Every 
2 Radios This Year 


Industry-wide production of 
television receivers in April 
continued at the high level of 
March, according to the Radio 
Manufacturers Association. 
April production of television 
receivers by R.M.A. members to- 
taled 420,026. Radio production 
totaled 648,352 home sets and 
234,354 automobile receivers. 

January - through - April pro- 
duction of television sets totaled 
1,647,956; home radio sets, in- 
cluding portables, 2,373,012, and 
automobile sets, 900,646. 


Rolled Steel Deliveries 
Running Weeks Behind 


Steel mill deliveries on flat- 
rolled products, late this month, 
were running 6 weeks behind, 
and pressure for delivery of 
carbon steel items remained as 
strong as ever, Jron Age reports. 

Apart from the fact that steel 
is being consumed in record 
tonnages, steel people say there 
are three accentuating factors: 
(1) In addition to current pro- 
duction requirements, steel con- 
sumers are trying to rebuild 
their inventories and there are 
signs that a few are beginning 
to have some success. (2) Some 
consumers are speculating on 
the question of higher prices 
for steel, having already noted 
the renewed trend toward pre- 
mium prices. (3) Some steel 
consumers are trying to pro- 
tect themselves against the pos- 
sibility of a steel strike. 

Stainless steel sales have in- 
creased an estimated 20 to 25 
pet during the past three 
months. Delivery time ranges 
anywhere from 8 to 14 weeks. 


Personal Income Rises 
$600 Million in April 
Personal income was at the 
annual rate of $212.8 billion in 
April, a rise of $600 million over 
the March rate, announced the 
Depariment of Commerce. This 
does not include special insur- 
ance dividend payments to vet- 
erans, which amounted to $345 
million in April and $887 million 
in March. The rise in personal 
income annual rate was_at- 
tributed by the departments to 
an expansion in payrolls. 
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Westinghouse Sees 
Banner Year for Ranges 

A top sales year in 1950 for 
electric ranges is confidently 
forecast by R. M. Beatty, man- 
ager of the electric range de- 
partment of the Westinghouse 
Electric Appliance Division. 

Mr. Beatty states, “In the 
first four months of this year, 
our distributor sales to dealers 
were one-third higher than the 
same period in 1949. Ranges 
have been on allocation since 
Jan. 1, and on the basis of pres- 
ent demand, this 1950 sales in- 
crease could be at least doubled 
were it not for production limi- 
tation. Production of a new de- 
luxe range, called the Com- 
mander, will begin by July 1.” 


Chemical Products 
Show Price Increases 


Following the recent action of 
other chemical producers, Pitts- 
burgh Plate Glass Co.’s Colum- 
bia Chemical Division has an- 
nounced that on July 1 it will 
advance the prices of its soda 
ash, chlorine and caustic soda. 

Prices of both light and dense 
soda ash were increased $2 per 
ton in carload lots. An increase 
of about $3 per ton was made 
in carload quantities of liquid, 
solid and flake caustic soda. The 
advance on liquid chlorine in 
single unit tank cars was $3 per 
ton. 

Liquid chlorine is used chiefly 
in making solvents, plastics and 
insecticides. It is also utilized 
in water purification, and in the 
bleaching of pulp, paper and 
textile. 

Large quantities of soda ash 


are used by glass, aluminum 
and textile manufacturers. It is 
employed, too, together with 


caustic soda and silicates, in the 
production of soap and deter- 
gents. 


Farm Receipts Down 
7°% From a Year Ago 


The Bureau of Agricultural 
Economics reported that farm- 
cash income from market- 
ings in May was about 15 pct 
above April, but 5 pct below 
May, 1949. 

Receipts from sale of livestock 
and products were placed at 
about $1,300 million, up 200 mil- 
lion from April, but slightly less 
than May, 1949. Receipts from 
crop sales in May were “some- 


’ 
ers 
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NEW CONVENIENCE! NEW DESIGN! 
é > 


No Extra 
Cost 








P. WALL 





PistoG zip 


BLOW TORCH 


First radical change in blow torch 
design in 30 years ready NOW at 


as 





NO EXTRA COST! 


MORE SALES FOR YOU! PistoGrip Blow Torch is easier to 
sell because it's easier to handle. Light-weight composition handle 
with finger grip indentations revolutionizes present design. Availa- 
ble for ste delivery in all popular-priced models at NO 
EXTRA COST! Why sell obsolete models? Be the first to show the 


new P. Wall PistoGrip! 


SHOWN: Model 330 $ Superior with the new PistoGrip handle 


WRITE TODAY FOR THE NEW P. WALL CATALOG 


P. WALL MFG. CO. 


215 Erie Street 
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A HARDWARE LINE 
—alive with sales.features! 


OU can supply practically every 

request of your trade for builders’ 
hardware when you adopt the modern 
NATIONAL Line. Its wide assortment 
of sizes and styles are designed to 
accommodate most every type of con- 
struction. The trade name NATIONAL 
is becoming a quality symbol for ex- 
acting buyers, who insist upon receiv- 
ing the ultimate in service from hard- 
ware. A copy of the latest Catalog 
No. 25 or a wall chart illustrated with 
every product in the National line is 


yours for the 
National, 


asking. 








Sterling, 


MANUFACTURING CO. iiincis 





Pam od NUM 41 (cXctoley 


QUALITY AT NO 
EXTRA COST 


FLEXISEAL 


or -NUiE Gi, [cReote) (i teltl, ie 


HERE’S WHY! 

@ Easy to Apply at Any Temperature. 

@ Whitest Whites Made. 

@ Gives Long Life Protection; Surface 
dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath. 

@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 
CANS OR PAILS in bulk 
for Professional Users 
COLLAPSIBLE TUBES 
for Occasional Users 
Priced 1 right for a Good | Profit. 


“ORDER FLEXISEAL FROM 
YOUR JOBBER 




















or write 


LANDEN PUTTY WORKS 





MALDEN, MASS. 


126 


what higher than in April,” but 
final figures were not available. 

For the January-May period, 
B.A.E. said total marketing re- 
ceipts were about 7 pct below 
the first five months of 1949. 
The decline was attributed en- 
tirely to lower prices, “since the 
volume of marketings was about 
the same.”’ 


Auto Tires and Tubes 
Advance 10%, in Price 


An increase of 10 pct in the 
prices of natural rubber auto- 
mobile and truck inner tubes 
was announced on June 6, by 
Firestone Tire & Rubber Co. 

The advance was the same as 
those announced recently by 
Goodyear Tire & Rubber Co. and 
Seiberling Rubber Co. 

On June 7, United States 
Rubber Co. increased the price 
of all its Royal Deluxe and heavy 
service tubes, made of natural 
rubber, by 10 pet. 

Also, on June 7, B. F. Good- 
rich Co. announced a price ad- 
vance of 10 pct on its automobile 
and truck inner tubes made with 
natural rubber. Goodrich also 
advanced by 5 pct the price of 
its puncture-sealing inner tube, 
which is made with both natural 
and synthetic rubber. Price in- 
creases of other tube manufac- 
turers had exempted this type 
of tube. 

At 33¢ per lb., the price of 
natural rubber is now up 100 pct 
from the year-ago level. It sold 
for 1614¢ at this time last year. 


Furniture Sales Near 
Record Set in 1948 


“The second quarter of 1950 
promises to be the best quarter 
the wood household furniture 
industry has ever enjoyed,” pre- 
dicted the industry’s accounting 
firm, Seidman & Seidman. It 
added that the first six months 
of 1950 would come “within 
inches” of equalling the indus- 
try’s 1948 high. Factors con- 
tributing to the high level of 
sales that started last fall were 
pent-up demand that dated back 
to the depression, and the cur- 


rent record home-building. 
Dealer inventories, it said, are 
still low. 

Wholesale furniture prices 


dropped 8 pct in 1949. The in- 
dustry’s 1949 dollar volume of 
sales is estimated at $1,175 mil- 
lion, or 13 pet below record 1948. 


Instalment Loans Made 
By Most Banks Today 


There has been a sharp rise 
in the amount of instalment 
loans by commercial banks 
since the end of the war, re- 
flecting the increased use of 
consumer credit. The Federal 
Reserve Bank of New York re- 
ports that instalment loans by 
commercial banks in the Sec- 
ond Federal Reserve District, 
which comprises New York 
State, northern New Jersey and 
Fairfield County, Connecticut, 
has doubled in the past three 
years. 

Ten years ago, one out of 
every five banks in the Second 
District held no instalment 
paper of any kind, but now only 
three out of 100 make no instal- 
ment loans. 

Automobile paper ranked 
fourth among bank loans in the 
Second District, with personal 
loans and repair and moderni- 
zation loans preceding it, but 
in the rest of the country auto- 
mobile paper is the largest 
factor. 


Price Trend Comments 

The retail price level should 
be reasonably stable throughout 
the fall season but if there are 
any price changes they “could be 
expected on the upside,” ac- 
cording to Fred Lazarus, presi- 
dent of Federated Department 
Stores, Inc., in a recent press 
conference. Among the lines he 
looked for to show sales in- 
creases in the fall are television, 
appliances and home furnish- 
ings. 
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Sears Gains; Ward's 


Shows |7-month Decline 


Expanding Sears, Roebuck & 
Co., left its biggest competitor, 
cautious. Montgomery Ward & 
Co., still further behind in May. 
Sear’s May sales showed on 
11 pct improvement over May, 
1949. Ward’s sales were 2.6 pct 
below its May, 1949, sales. 


May was the sixth consecutive | 


which Sears’ sales 
improvement over 
months, and was 


month in 
showed an 
year-ago 





Ward’s 17th consecutive month | 


for reporting declines 
year-previous levels. 


from | 


Two factors explain the dis- | 
parity. One is that Montgomery | 


Ward hasn’t built a new retail 
store since the end of the war. 


Sears, meanwhile, has added 52 | 
stores to the 604 it had when | 


the war ended. 

The other factor is that Sears’ 
places greater emphasis on its 
“hard goods” (major appliances, 
hardware, farm goods, and the 
like) than does Ward’s. With 
hard goods in demand and soft 
goods suffering a 


recession, | 


Sears has had the advantage. | 


Among Sears better-selling 
items are believed to be furni- 
ture, automatic washers,  re- 
frigerators, television (now 
tapering off) and gardening 
equipment. 

However, sales of “soft goods” 
lines appeared to be on the up- 
swing during May in many of 
the nation’s chain stores. 

Variety stores also shared in 
the brighter May sales picture. 
S. H. Kress & Co.’s 2.1 pct de- 
crease was the only unfavorable 
showing among the so-called | 
“dime-stores.” 

F. W. Woolworth Co. reported 
a May gain over 1949 of 5.2 pct; 
S. S. Kresge Co. increased 0.3 
pet , and W. T. Grant Co. gained 
5.3 pet over May a year ago. 


1,556,000 TV Sets Shipped 


Television receiver manufac- 
turers shipped an_ estimated 
1,556,000 receivers to dealers in 
36 states and the District of | 
Columbia in the first quarter, 
according to the Radio-Televi- 
sion Manufacturers Association. | 
These are the first figures re- 
leased in a new service and | 
hereafter they will be issued | 
monthly. 





(Resume reading on page 15) 
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MBMithii 


...day-in, day-out dependability 
for the dealer and his customers 


You can always depend on a GREENLEE 22. 
For each of these fine Solid-Center Auger 


Ah 
LY op 
cutting edges. And each is fh Y 


Plastic-Sealed with a heavy 


Bits is given special care by craftsmen 


through every step of manufacture. 





Each is Induction Heat-treated so it 
will take and hold uniformly sharp 





protective coating to 
assure its reaching you 
and the user ‘‘factory perfect’. 


SOLID-CENTER AUGER BITS 


; 


TOOLS FOR CRAFTSMEN 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


FAST SELLERS IN THE GREENLEE HIGH-QUALITY LINE 
Auger Bits e Expansive Bits e Socket Butt Chisels e Socket Firmer Chisels e Car Bits e Razor Blade 
Draw Knives e Automatic Push Drills e Spiral Screw Drivers e Bit Extensions e Bell Hangers’ Drills e 
Turning Tools e For complete information on these and other fine GREENLEE Tools, write today to 
Greenlee Tool Co., Division of Greenlee Bros. & Co., 908! Herbert Avenue, Rockford, illinois, U.S.A. 
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BATH SPRAYS 


Aghis,s 


rN SPR pp 


Pa SRL, 
Ge 


PROMPT DELIVERY IN 
ANY DESIRED QUANTITY 


BIG Summer Sellers. Popularly priced for 
fast turnover. No-Splash Spray—all rub- 
ber heads—kink-proof corrugated and hex- 
agon tubing. Assorted attractive pastel 
colors. Beautifully packaged. Write at 
once for latest catalog and prices. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, INDIANA 


Not, / 


McGILL BRAND 
mouse and rat 


TRAPS 











@ NICKEL PLATED TRIGGERS 
@ TINNED WIRE PARTS 

@ RUST RESISTANT 

@ ADDED COUNTER APPEAL 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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AISY 


American Hardware 





Cotter 


National Contract 


National 


National 


National 








Manufactur- 
ers Assn., meeting jointly with 
the National Wholesale Hard- 
ware Assn., Oct. 8-12 at Atlantic 
City, N. J. Convention headquar- 
ters, Marlborough-Blenheim Ho- 
tel. Arthur L. Faubel, is sere- 
tary-treasurer of the AHMA, 
342 Madison Ave., New York City 
17. Thomas A. Fernley, Jr., is 
executive secretary of the 
NWHA, 505 Arch St., Philadel- 
phia, Pa. 


California Gift Show, July 23-28, 


at the Alexandria and Biltmore 
Hotels, the Brack Shop, and the 
Merchandise Mart Bldg., Los 
Angeles. 


& Co. Fall Merchandise 
Show and Dealer Meeting, July 
31-Aug. 1, at company offices and 
warehouse, 365 E. Illinois St., 
Chicago 11, Il. 


Dallas Lamp, Gift & Houseware 


Show, Sept. 3-8 at the Agricul- 
tural and Poultry Bldgs., State 
Fair Grounds, Dallas, Tex. 


Hardware As- 
sociation and its affiliate, the 
American Society of Architec- 
tural Hardware Consultants, an- 
nual convention, Sept. 18-21, at 
the Kiel Auditorium, St. Louis, 
Mo. John R. Schoemer, manag- 
ing director, is lovated at 420 
Madison Ave., New York City 
17. W. E. Peterson, Shap'eigh 
Hardware Co. is chairman of the 
General Convention Committee. 


Hardware Show, Oct. 
2-6 at Grand Central Palace, 
New York City. Sponsored by 
National Hardware Show, Inc., 
331 Madison Ave., New York 
City; Frank M. Yeager, director. 


Retail Hardware Asso- 
ciation, annual congress, July 
17-20, at Olympic Hotel, Seattle, 
Wash. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., managing director. 


Housewares and Home 
Appliance, exhibit, July 10-14, at 
Auditorium, Atlantic City, N. J. 


CONVENTIONS 


COMING 


AND 








Sponsored by the National 
Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 
Chicago, Ill. A. W. Buddenberg, 
executive secretary. 


National Wholesale Hardware 
Assn., meeting jointly with the 
American Hardware Manufac- 
turers Assn., Oct. 8-12 at Atlan- 
tic City, N. J. Convention head- 
cuarters, Marlborough-Blenheim 
Hotel. Thomas A. Fernley, Jr., 
is executive secretary of the 
NWHA, 505 Arch St., Philadel- 
phia, Pa. Arthur L. Faubel is sec- 
retary-treasurer of the AHMA, 
342 Madison Ave., New York 
City 17. 

Walter H. Allen Co., Inc., Dallas, 
Tex., and St. Louis, Mo., will 
hold its annual _ stockholders’ 
meeting and merchandise show, 
Aug. 28-29, at the Baker Hotel, 
Dallas, Tex. 


Western Housewares Show, Aug. 
27-30, at the Biltmore Hotel, Los 
Angeles. 


Hardware Stores Have Key 
Role in N. J. Disaster 


(Continued from page 64) 


Amtoy. Cohen’s clamped a lid 
down on prices and kept them 
normal, even for the hard-to-get 
glass. 

Madsen and Howell, Inc., 
Perth Amboy, N. J., industrial 
suppliers, reported a rush on 
door lock sets and sash cords. 

Like the others, Madsen and 
Howell has not experienced a 
“gold rush.” But its senior part- 
ner, Ray D. Howell, confident 
that the business will be forth- 
coming, just about summed up 
the attitude of hardware deal- 
ers generally when he said, 
“This disaster struck us just as 
badly as anybody else, and we 
want to do all in our power to 
restore the community to nor- 
mal.” 
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- GREAT NECK SAW MERS., inc. - Mineola, N.Y. « 


ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices 


© hack saws 
© panel saws 
© pruning saws 
e block planes 


© hand saws 
© mitre saws 
© wood chisels 
© fore planes 
FOR ACTION SALES... 


GOES, 


v. WAY 


Nationally Advertised Products 





iE © keyhole saws © hack saw frames 
l © coping saw frames © coping saws 
0 © screw drivers © compass saws & nests 
© jack planes © smooth planes 


SEE YOUR JOBBER IMMEDIATELY! 








BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 









on cards 





Send for Descriptive Folder. 


M.GRUMBACHER 


Order from your Jobber 464 WEST 24h STREET NEW YORK 1 


NEW YORE 









SPARKY 


The lighter that sparks at the 
mantles where needed, yet pulls away 


only 


from damaging heat when lantern is lit! 


Push up To Light ‘1-25 


< List 
Price 


Pull Down when Lit 








A 


Positive Action—Longer Life 
Dependable 


The SWAN-RUSS Corp. 
CLEVELAND 9, OHIO 















Mophead. drainer 
& handle clamp 


IN ONE 


attractive red & black 


CARTON 


Dealer Customer 
Convenience Satisfaction 


Famed Minute Mop now comes with all 
parts together ready to go on the handle. 
Packed the way customers like to buy 
it and efficient dealers like to sell it. A 
faster selling, eye catching package for 
the nation’s largest selling cellulose 
sponge mop! Call your jobber today. 


MINUTE MOP CO. 


i3 &. 23 ré. St. 
CHICAGO 16 ILL. 














BOOST YOUR INCOME . . . INCREASE 


STORE TRAP Uuelet- 

CADET is the new low-cost Lincoln Single 
Disc Floor and Carpet Machine designed es- 
pecially for renting to homes, small offices. 
Light, easy to use yet heavy and powerful 
enough to do a REAL floor or carpet job. 
CONTINUOUS DUTY Motor, other big-ma- 
chine features. Ask your supplier or write us 
for complete information. 

Representatives in All Principal Cities 














FLOOR MACHINERY COMPANY 
252 WEST VAN BUREN ST. CHICAGO 7, ILLINOIS 








When You Know 
The Trade-Name— 


of a certain product and want to know “Who Makes {t?” 
look in the General Directory Section of the "Who Makes [t?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your “Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 





Midway Auger Bits 
“pregerred by all 
purpose _ uhe want the Gest!” 


“Auger bits 
for every 


Le 





Standard auger bits 

‘ 13 sizes (416" to '%e” 
Auger bits for (ne ) 
electric drills 

13 sizes (“6” to '%e") 

e Sales Office: 
Vidwa The Arcade, Cleveland, Ohio 

THE MIDWAY TOOL’CO., INC Factory: Melvin, Ohio 
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DISTINCTIVE HARDWARE 


cOMPAN Y 


CABINET HARDWARE e FURNITURE TRIM 
BUILDERS HARDWARE e CABINET LOCKS 
SCREWS AND BOLTS « SASH HARDWARE 












ROCKFORD @ ILLINOIS 
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- Here’s How Government Car 
| Assure Business Expansioi.. 


Government, labor, and management all agree: The mainte- 
; - | 
nance of American standards of living depends on an ever- | 


increasing economy. 


So, the only question is “How can this be accomplished?” 
Increased government spending with its discouraging drain 
on taxpayers—business and individual—is not the answer. 
For business expansion and the creation of new job opportu- 
nities demands business spending. Where can business get 


if 





the money to expand? From venture capital, of course 


investors have an incentive for risking their savings. 


The answer then is this: To help business expand, Government 
tax policies should be designed to encourage investors to put 
up the money business needs to increase plant facilities, buy 


new machinery, hire new workers. 


We, at Chilton, believe the policy makers at Washington 
should start right now the development of a realistic tax pro- 
gram designed to encourage the flow of venture capital into 


business channels. This, coupled with the slashing of the 








governmental red tape that now hampers business, could be 





the key to business expansion. 


i 

; 

CHILTON COMPANY (INC.) ! 
Chestnut and 56th Sts. e 100 East 42nd Street 

Philadelphia 39, Pa. New York 17, N. Y. ; 
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RECORDER THE OPTICAL JOURNAL AND REVIEW OF OPTOMETRY © THE JEWELERS’ CIRCULAR-KEYSTONE * AUTOMOTIVE INDUSTRIES 
INSURANCE ACTION © THE SPECTATOR PROPERTY INSURANCE REVIEW © DISTRIBUTION AGE 
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assified Advertising Rates 














Help Wanted. Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Positions Wanted 


(Special Rate) set solid, enna 
50 words . 
Each additional word. She ee 


Allow Seven Words for Keyed Address 


or Your Address 





Set solid, maximum, 50 words....... $5.00 
Each additional word......... «10 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















= 








SALES MANAGER 


The man we are looking for may at 
present be a District Sales Manager, or an 
Assistant Sales Manager with one of the 
nationally-known hardware and tool manu- 
facturers. 


push and drive, but 
in his present set-up. 
He knows the jobbers who distribute to 
the retail hardware market. He knows how 
to put over, on a large scale, a complete 
line of measuring instruments and acces- 
sories, by proper sales engineering, pack- 
uging and display. He knows how to create 
and head up a national sales organization, 
and knows that with it, he would earn 
high in the 5-figure bracket. 


He has plenty of 
can get no further 


Such an opportunity is provided by an 


old-established well-known concern, wit! 
top-notch manufacturing facilities. Any 
information will be kept in strictest con- 
fidence. Write Box N-895, care of HARD- 


WARE AGE, New York 


1%, w ¥. 


100 Fast 42 2nd St, 














[Sales Representatives Wanted | 





WANTED 
IZATION to 
Moss Liberal 
fidential. Write 
Ace, 100 East 42nd St., 


NATIONAL SALES ORGAN 
handle Complete Sales of Peat 
profit arrangement. Replies con 

Box N-903, care of HARDWARE 
New York 17, N { 





EXPERIENCED COMMISSION 
SALESMEN 


NOW CALLING ON RETAIL HARDWARE, SEED 
AND DEPARTMENT STORES TO SELL GARDEN 
SPECIALTY. WRITE— 


M. F. ENGINEERING COMPANY 
13830 SO. WESTERN AVE. 
BLUE ISLAND, ILLINOIS 

















HARDWARE SALESMAN 


To call on retail stores in Southern Jersey. Excellent 
opportunity for permanent connection with one of 
leading wholesalers in the East We are distributors 
of complete line of nationally advertised hardware 
tools, garden supplies, housewares, waxes, ete. Well 
established territory. Car necessary. Drawing account 
vs. commission Only experienced men need apply 


PHOENIX HARDWARE CO. 


Newark, New Jersey 
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OLD ESTABLISHED MANUFACTURER, 
TOOLS, REQUIRES COMMISSION SALES 
MAN with established clientele among 


hardware stores and jobbers in the Pittsburgh 


area Address Box N-886, care of HARDWARE 
AGF, 100 East 4znd St., New York 17, N. Y. 
SALESMEN OR SALES FIRM CALLING 
ON WOODWORK AND FURN. INDUS 
TRIES, STORE FIXTURES MFG. BUILD 
ERS, LUMBER YARDS, AND HARDWARE 
STORES WANTED. Commission basis. Good 
Sideline. Address Box N-902, care of HARDWARE 
Ace, 10 East 42nd St., New York 17, N. Y 


PLUMBING SPECIALTIES-SALESMAN 
WITH FOLLOWING for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors 
Commission. Replies confidential. 
N-873, care of Harpware Ace, 
St., New York 17, N. Y 


Address Box 
100 East 42nd 


WANTED SALESMAN CALLING ON 
BOTH RETAIL AND JOBBING HARD 
WARE TRADE in States of Alabama and 
Mississippi. Commission basis. Tools. Must have 
established list of customets. You will be dealing 
with an established manufacturer. Address Box 
N-887, care of Harpware Ace, 100 East 42nd 
St., New York 17, N 

WELL KNOWN QUALITY CUTLERY 
MANUFACTURER HAS Ae OsT’ TION OPEN 
FOR SALESMAN to cover States of Minnesota, 
North Dakota and South Dakota. Straight com 
mission. Must heve own car. Reply Box N-905, 
eare of 100 East 42nd St., New 


Harpwarer AGE, 
York 17, N. Y 


HARDWARE 
Building St ip 


SALESMAN 
STORES, Novelty 


CALLING ON 


and Gift Shops, 


ply Houses. To carry a Successful Line of Cast 
Aluminum Ornamental Silhouettes and House 
Numbers, also Cast Aluminum Flower Pot Brack 
ets. Protected territories. Opportunity with a pro 
gressive manufacturer—constantly enlarging line 
Write particulars on lines carried to Sales Man 


ier. P. O. Box 125, Northwest Branch, Miami 


17, Florida 


retail | Florida 


Choice (protected) Territories Open. | 


WE ARE LOOKING FOR A SALESMAN 
who is now contacting Retail Hardware Trade in 
and desires to handle Another Side Line. 


Phone 7-1818. The Goodyear Rubber Products 
Co., 2534 Central Ave., St. Petersburg, Fla. 
WANTED--SPECIALTY SALESMEN call 


ing on plumbing and hardware trade. Fast moving 


item, liberal commission. Very profitable sideline 
Give full details. Address Box N-889, care of 
Haroware AcE, 100 East 42nd St., New York 
v, mF 


SALESMAN CALLING ON HARDWARE 
JOBBERS to handle Popular Price Line of Ham 
mers and Hatchets as a side line. Territories 


open New York (except Metropolitan Area) 


Penn 


sylvania, Maryland, Delaware and Wash., D. ¢ 
Address Box N-894, care of Harpware Ace, 100 
East 42nd St., New York 17, N. Y¥ 


COMMISSION SALESMAN WITH ESTAB 
LISHED AND ACTIVE CLIENTELE among 
Retail Hardware Stores and Jobbers throughout 
the Western half of Tennessee, including Nash 
ville and Arkansas, wanted by reputable tool 
manufacturer. Address Box N-888, care of Har 








WARE AcE, 100 East 42nd St., New York 
i 

SALESMEN FOR THE ELEVEN WEST 
ERN STATES calling on the Hardware and 
Plumbing Trade, Most Complete Plumbing Spe 
cialty House on the West Coast. Address Box 
N-904, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. 

SALESMEN WANTED WHO ARE NOW 


SELLING TO DEPARTMENT STORES, Re 
tail Hardware, Retail Auto Accessories and Sport 
ing Goods Stores to sell to such stores New, Top 


Quality, Patented Specialty considered definitely 
the most useful, novel and attractive item in its 
class. Liberal commission In reply give age 
lines handled, territory covered and how ofter 
References would be appreciated. Address Box 
N-899, care of HArRpWaArE Ace, 100 East 42nd 


St.. New York 17, N. ¥ 
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Classthied Opportumilien Section... 











[Sales Representatines Wanted, [Sales Reprerentatines Wanted] 





SALESMAN WANTED CALLING ON 
HARDWARE TRADE TO HANDLE SIDE 
LINE of Plumbing and Heating Supplies and 
Specialties. Commission. Address Box N-871, 


care of Harpware AGe, 100 East 42nd St., New | 


York 17, N. Y 


SALESMAN EXPERIENCED TO COVER 
NORTHERN NEW JERSEY calling on Hard 
ware Stores and Plumbing Contractors for well 
known manutacturer and distributor of plumbing 
materials including pipes, fittings, enamelware, 
pottery. Good opportunity. Commission. Address 
Box 861, 1474 Broadway, New York, N. Y. 


MANUFACTURER'S REPRESENTATIVE 
CALLING ON HARDWARE TRADE TO 
SELL NEW KIND OF LOW COST FLOOR 
ING This completely new material feels like 
wood, looks like costly cork, wears like rock-—and 
goes on with a trowel! Has many advantages 
over regular flooring material——is resilient, skid 
proof, flame and acid resistant, termite and rot 


proof. Will not crack, chip or expand or contract 
Unlimited possibilities for domestic and indus 
trial installations—-as new floor or replacement 
Hundreds of satisfied users, including AAAI 


Backed by national advertising and 
Exclusive territory still available 


corporations 
direct mail 


Write for additional details and advise lines now 
handled, territory covered, experience and refer 
ences. rite Roc-Wood Flooring, Inc., 2268 


South Parkway, Chicago 16, Illinois. 





= an ae 


—— 
SPEAK NO EVIL 
The rumor- 
but only a monkey seals his 
s 





monger is himself an evil, 
lips against reality. And can- 
cer is a grim reality. We 
must discuss the facts of can- 
cer in order to help educate 
and protect our neighbors. 
For humanity's sake—and our 
Own preservation — we must 
support the crusade against 
this mortal enemy of man. 


GIVE TO 
CONQUER CANCER 


AMERICAN 
CANCER 


f SOCIETY 





| Sales Service.” 


ENGLISH LAWN MOWER MANUFAC- 
TURER WISHES TO CONTACT AMERICAN 
FIRM OR FIRMS for the distribution of their 
products throughout the U.S.A. It is essential for 
facilities to be available for holding stocks of ma 
chines and also spare parts, to give quick “‘After 
i Arrangements would be made on 
a long term ‘Exclusive Distribution Basis” to 
successful applicant(s). When replying please give 
details of facilities available and territory which 
could be fully covered. Write Box H. A. 835 at 


191 Gresham House, London, E.C. 2., England 





Manufacturers Agents Wanted 
Revolutionary new WIRE-LESS mirror pieture 
hanger sells on sight to hardware, variety, art, 
dept. steres. Already in use by leading mirror 
mfrs. Adjustable on wall to 1/100”. Liberal 
commissien. For information write— 
SCHRAGER & MCGUIRE 
FURNITURE MART, SAN FRANCISCO, CALIF. 














MANUFACTURER'S REPRESENTATIVES 


to handle Nu-Frigerator Enamel, the fastest selling 
White Specialty on the market. Liberal commission 
Lots of Advertising and Sales helps. Fair traded—no 
price competition. Some exclusive territories still 
open, but they are going fast, so reply promptly! 


ARTHUR C. MANGELS INDUSTRIES 
DEPT. H., 27th AND ROBERTS AVE. 
PHILADELPHIA 29, PA. 








‘Sales Representatives Wanted | 


REPRESENTATIVE 
owing among the hardware 
pliers, plumbing supply houses, ete. to handle 
a completely new and different matched line ot 
bathroom fixtures,—the only type of its kind «1 
the market lost choice territories open. Advise 
lines now carried, and exact territory covered 
Send reply to Box N-893, care of HARDWARE AGE 
100 East 42nd St., New ! 1 . 4 





WANTED: With fol 


trade, building sup 





SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 











MANUFACTURERS REPRESENTATIVES 


FOR DYNAMICE Amazit mice iller Reads 
to use bait in consumer size tube Contains 
destroying agent recommended by | S. Dept 
Interior Handsome counter displays. Window 
Streamers Industrial sizes now used by pre 
fessional exterminators and wu tutions nati 
illy. Address Velodent Products Mfg. ¢ ly 
+29 W. Broadway, New York 1 N. ¥ 





{  Accounta Wanted —s || 








LONG ESTABLISHED MANUFACTURER 
OF NATIONALLY ADVERTISED PAINT 
BRUSHES SEEKING REPRESENTATIVE 


covering Washington, D. C., Maryland, Delaware, 
Virginia and Parts of West Virginia. Interested in 
long term connection. Prefer someone with paint brush 
experience and familiar with paint brush outlets. 
Address Box N-883, care of Hardware Age, 100 East 
42nd St., New York 17, N. Y. 











MANUFACTURER'S REPRESENTATIVES 


to handle Sales of a Patient Pending Elec- 
trical Dual Purpose Linoleum and Paint 
Remover along with Stamped Window 
Hardware Items. 


DOAN ENGINEERING CO. 


3019 East 55th St. Cleveland 4, Ohio 











-— MANUFACTURER'S — 
REPRESENTATIVES 
WANTED 


By one of America’s foremost manu- 
facturers of paint and specialty 
products. New SILICONE COATING 
for Home and Auto CONTAINS 4% 
SILICONES. 12 oz. bottle...80¢ Re- 
tail. Full Pint Can. ..#1.29. 
CLEANS POLISHES PROTECTS IN 
ONE EASY APPLICATION 
Ride the crest of Silicone popularity. 
The most outstanding product in 
years. Unusual sales opportunities. 


Write or Wire 


PLASTI-KOTE INC. Dept. B 
425 LAKESIDE N.W 





NATIONAL DISTRIBUTORS 
Estab! 'ished—Reliable Ag; ressive 
ANCO CORPORATION Pittsburgh 22, Pa 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct 
Write for further information and references 

















CLEVELAND 13, OHIO 


ATTENTION MANUFACTURERS!!! 


YEARS OF EXPERIENCE SELLING 
CHAINS AND WHOLESALERS. IF IT’S 
VOLUME YOU WANT, CONTACT 


ALLEN SALES COMPANY 


366 BROADWAY NEW YORK 13, N. Y 








MR. MANUFACTURER 


Taxes Pensions Wages and = Travel Expense = at 
present high jevels make us your logical representa 
tiv s to the wholesale hardware and industrial di 


tributers. We can prove it. Coverage-—Ohio, West 
ern Pennsylvania, West Virginia We can accey 
two additional lines. For details write 


Bcx N-896, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y 














— . r x . 
MANUFACTURERS 
SUBSTANTIAL VOLUME AND BRAND NAME 
LINES WANTED FOR DISTRIBUTION’ IN 
EAST. Office and 5,000 sq. ft. warehouse with 3-car 
R.R. siding near Bridgeport, Conn. Guaranteed over- 
night truck deliveries in territory from Boston te 
Philadelphia. 28 years’ experience as distributing 
agency for top manufacturers. Bank references. 


Address Box N-874, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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Clansikied Opportunities. Section... 








| —s- Accounts Wanted 


Business Opportunities 


| Barsiness Opportunities | 





RESPONSIBLE REPRESENTATIVE, _ hav 


ing wide acquaintance with Retail Hardware 
Stores and Houseware Buyers in Iowa and Ne 
braska. secks Good Staple Account to accompany 
present single line. Unqualified references as to 
haracter and good will with the trad Address 
tox N-884, care f HlaArpware AGe, 100 East 
42nd St., New York 17, N. Y 


MANUFACTURERS REPRESENTATIVE, 
established 1937, selling jobbers and large re 
tailers in Midwest. Can handle Additional Sub 
stantial Line for Manufacturer of Integrity. 


Commission — basis Finance all own office and 
travelling expenses Address Box N-897, care 
of Harpware Ace, 100 East 42nd St., New York 
17 j 

CHAIN STORE rTERS 
Sales Representativ New York, covering big 


Syndicates, desires to contact 
Hardware Specialties, or Housewares, 

for 5¢ to $1.00 Chain Stores. Have 20 
experience, an extensive following, and can mar- 
ket your products in volume. Quick action, com 
mission basis. Reply Box N-870, care of Harp- 


manutacturers of 
suitable 
years’ 


WARE AGE, 100 East 42nd St., New York 17, 
N. Y. 

ATTENTION MANUFACTURERS—HAVE 
WELL ESTABLISHED ACCOUNTS © with 
Wholesale Hardware, Electrical, Janitors and 
Chain Organizations, Missouri, Kansas, Iowa, 
Nebraska. Thoroughly trained with effective mer 
chandising ideas, 0 years’ experience. Desire 
Additional Lines from Well Established Recog 
nized Manufacturer Some active accounts ne 
essary. Address Box N-901, care of HARDWAR: 
Ace, 190 East 42nd St., New York 17, N. Y 





| Poritiows Wanted =f 





SALES MANAGER—Young, Aggressive, thor 
oughly versed in all phases of sales management, 
promotion, et Extremely successful background 


Thorough knowledge of hardware, housewares, 


etc. Am interested in jobber who wishes to ex 
pand volume and 1s willing to compensate a 
cordingly. Address Box N-885, care of FIARDWAR: 
Ack, 100 East 42nd St., New York 17, N : 


SALESMAN: MANUFACTURER OF MILL 


SUPPLIES, BUILDERS HARDWARE OR 
HOUSEWARES PREFERRED Jobbers cor 
sidered. Excellent technical background. Salary 
or draw igainst commission Young, = single 
willing to travel Atlantic Seaboard. Excellent ref 
erences. Address Box N-900, care of HARDWAR: 
Ace, 100 East 42nd St., New York 7 . 


AVAILABLE—HARDWARE EXECUTIVE 
20 years successful experience in all phases of 
management and operation. Qualified in Retail 
Management or Wholesale Merchandise Manage- 
ment. University graduate. Excellent trade, per- 
sonal and financial references. Complete resume 
on request. Address Box N-826, care of Harp- 
_ Ace, 100 East 42nd St., New York 17, 


CONTRAC’ BULLDERS 
MAN now jes 
Michigan or Ohio, 


HARDWARE 
desires to re-locate in 
preferably on a profit sharing 
basis. Have successfully worked with Architects 
and General Contractors. Am acquainted with 
manufacturers in the industry specializing in 
builders hardware items including major lock 
lines. Address Box N-892, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. 
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MANUFACTURER WANTED 


For Self-Adjusting Wrench. New, fast-selling, already 
proved by 10 European production centers. Exclusive 
license offered for manufacture and sale in U.S.A. 
Patent Position Secure. Royalty basis. Licensee's 
regular line must not compete. Usual drop forge and 
machine shop equipment sufficient. Rare opportunity. 


ROY W. BLOMQUIST CO., INC. 
166 Linden Ave. Englewood, N. J. 


| CENTRAL 








FOR SALE—HARDWARE 
PENNSYLVANIA, 
48 years and doing around $1 
Town about fifteen thousand population 
trally located in large farm area 
ft. with warehouse and garage, can be 
or rented. Reason for selling wish to 
partnership. Write Box N-891, care of 
AcE, 100 East 42nd St., New York 17, N 


BUSINESS IN 
established 
10,000 per 
and cen- 
Store 39 x 150 
bought 
dissolve 
HARDWARE 


about 
yez ar. 








MANUFACTURER OR 
NATIONAL MARKETING ORGANIZATION 
WANTED 


to Market a New Patentable Much Needed Device for 

use with home laundry equipment. Small, simple. 

Can be priced very low for immense untapped nation- 

wide field through Hardware, Department and Chain 

Stores. Address Box N-890, care of Hardware Age, 
¥; 


100 East 42nd St., New York 17, N. 





WE BUY 


automotive 
and 


tools, 
sporting goods 


ware, hand 
appliances, 
TANROSS SUPPLY 

80 WASHINGTON ST., DEPT. C 
BOSTON 8, MASS.—LAfayette 





Close-outs, job lots, surplus stocks, hard- 
supplies, 
cutlery. 


co. 


3-7622 

















o.SOGLO 


JUST PUSH THE BUTTON 


fo put these powerful forces 
to work in your company 


Right now management has an unusual 
opportunity to gain employee-relations 
value from the high public interest these 
genii have created for U.S. Savings 
Bonds. During the Treasury Depart- 
ment’s Independence Drive, May 15- 
July 4th, every major advertising me- 
dium has broaden the 
people's interest in Savings Bonds as a 
means of building financial independ- 


been used to 


ence. Now, more than ever, your em- 
ployees will appreciate the convenience 
of being able to obtain Bonds “automat- 
ically” via the Payroll Savings Plan. 
Payroll Savings is good for your em- 
ployees, your business, your country. 
“Push the button”— call in one of your 
top executives and appoint him Savings 
Bonds ¢ Mffic er, to install or revitalize your 
Payroll Savings Plan. All the material 
and assistance he mz ay need are available 
from your State Director, Savings Bonds 


Division, U.S. Treasury Department. 


The Treasury Department acknowledges with appreciation the publication of this message 





This is an official U. S. Treasury advertisement 
prepared under the auspices of the Treasury Department and The Advertising Council. 
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* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, 

















IOWA 








“ROYAL joint FASTENERS 


—PRE-SOLD VIA NATIONAL ADVERTISING! 


WAYS TO PROFITS 


IN-DEMAND SIZES! 


SEE YOUR JOBBER— OR CONTACT-— 
INDEPENDENT METAL STRAP CO., INC. 
ESTABLISHED 1907 » 232 THIRD ST., BROOKLYN 15, N. Y. 


















THE COMPLETE LINE for the TRADE 


100% AMERICAN UNDERWRITERS 
MADE APPROVED 


BUY FROM YOUR JOBBER AND 
ASK FOR "POLLY" 
Catalog and Prices on Request 


We Cater 
to the Wholesaler 


LEO POLLOCK CO. 


Mfrs. 


NEW YORK 13 Mey Bet! 














i <n? a a a a A en 


For a Certain Product 


When YouAre Looking 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name.. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 














100 E. 42nd Street, New York 17, N. Y. 








"AND ALUMINUM 


ORIGINATED 1896 


SALES 
REPRESENTATIVE 
WANTED 


by established manufacturer of finest 
quality entry and interior bore-in 
door locks in low price range. Line 
has immediate recognition and ac- 
ceptance. Want Commission Repre- 
sentative with building material or 
hardware experience. Desirable to 
have contacts with wholesale jobber 
and contract dealer trade. Several 
desirable territories available. State 
full particulars first letter." Confiden- 


tial. Write to See Page 107 


WESTWOOD Manufacturing Co. 


1420 So. Evergreen Ave., Los Angeles 23, Calif. 


wood 


AND 1228 


MAYES GUARANTEES ACCURACY, SERVICE 


ASK YOUR DEALER 
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*AND DURABILITY: 


maves roots MAYES BROS.TOOL MANUFACTURING CO..Inc. Port Austin, MicH. 


or NN Orch 20): 
ASKING 
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SAWHORSE BRACKETS 


SET UP OR TAKE DOWN 
WITHOUT NAILS OR BOLTS 


2” x 4” FOR LEGS 






paper hangers. 





in West. Order from your 
jobber or direct from us. 


GRAND HAVEN, MICHIGAN 


Timesaver for contractors, builders, painters, 


COLORFUL COUNTER DISPLAY PACKAGE SELLS 
Display it on your counter. $ 50 
Retail $1.50. Slightly higher 


GRAND HAVEN STAMPED PRODUCTS CO. 





Household Brushes Ever! 


ee By, 


KELLOGG BRUSH MFG. CO., Westfield, Mass. 





The most beautiful line of 












WITHOUT TAPS, DIES, THREADERS 


Our 13th year. 
If your jobber cannot supply you write direct. 


cLe yALve 


Copyrighted 1950, Cleveland Valve Co 





imi, RE-THREAD FAUCETS EASILY 


Just install CLEVALVE in place of old stem, you 
get NEW THREADS, also new stem and new seat 
complete in one unit. Easily installed by anyone 
without special tools. Completely rebuilds 90% of 
faucets in use. 
2 models: B—metal to metal seat 
R—rubber seat 
Left or right hand. 


THE CLEVELAND VALVE CO., CLEVELAND 11, OHIO 











PICTURE 
HANGERS 


= TATE 


THE VERY BEST FAST SELLERS 
Closet Rod Brackets * Wardrobe Loops 
Cup Hooks * Push Pins 


Friction Catches * Shower Curtain Hooks 
Picture Wire * Coiled Wire * Spooled Wire 












1872 

















251 Causeway St. 
BOSTON, MAS 


e.H.TATEco. 


136 











| 


(000 Index to Aduertisens 008 





A 


Aladdin Industries 16-17 
Allway Mfg. Co. .n 27 
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Artistic Wire Prod. Co., Inc. 114 


B 
Bethlehem Steel Co. ....... 37 
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Campbell Chain Co. 33 
Carboloy Co., Inc. ...... a 
Castelli Co., F. C. . 42 
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Ca... 103 
Chair-Loc Co. 124 
Cheney Hammer Corp., 
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Chicago Screw Co. . 104 
Clarke Sanding Machine Co. 23 
Clemson Brothers, Inc. ..... 104 
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Cleveland Valve Co........ 136 
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Davis & Newcomer Elec. Ele- 
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Dormont Mfg. Co. sae 
E 
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Edwards Co., Inc. 93 
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| Federal Tool Corp. 75 | 


Ferry Cap & Set Screw Co. 24 
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Gardner Wire Co. 137 
Gibson Good Tools, Inc. 124 
Goldblatt Tool Co. . 34 
Goulds Pumps, Inc. 97 
Graham Co., Inc., John H. 27 
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H 

Hanson Scale Co. ..... .. 125 
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Huenefeld Company, The... 140 


Ideal Cabinet Corp. ...... 105 
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Indestro Mfg. Corp. 36 
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Jones & Laughlin Steel . 
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Judsen Rubber Works, Inc... 115 
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Kay-Tite Company we 
Keil Lock Co. . 
Kellogg Brush Mfg. Co. . 136 
Keuffel & Esser Co. 26 
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Landen Putty Works 126 
Lauson Co., The .. 138 
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WALKER 

TYPE 34 

For any type 

of domestic 
furnace in 

















Help Your Customers 


SAVE UP TO 25% 


c=: ON FUEL! 
stores, e 

small offic: Now, you can offer savings up to 25°, 

buildings and on ALL types of fuel . . . coal, gas, oil 

apartments. . . with the new, improved Walker Draft 


Regulators. Assure maximum, economical 
combustion under ALL stack conditions. 
Quickly installed. Easily adjusted. Guar- 
anteed. 

Over 7 million in use! 

Sell this fast turning, profit-line of 
draft regulators. Their quality makes cus- 
tomers. See your jobber or write WALKER 
MFG. & SALES CORP. 1701 Penn St., St. 
Joseph, Mo. Do it NOW! 


Maa vo ALKER 


DRAFT errr 


Sizes 6-20 inches. 
Shown with in- 
stallation collar. 


COMMERCIAL and a 


For power plants, 
schools, garages, in- 
dustrial plants, 
laundries, and 
other commer- 
cial uses. Built 
to meet tough- 
est conditions. 
Ball bearing. 
Sizes 16-36 inches. 























yr cys) ’ y 7a" 
GARDNER’S CLEANOUT AUGERS 
Gardner’s 
furnished 
eight to twenty-five feet — 
complete with adjustable, 
tubular handles. Series 1940, 


Augers 
lengths, 


Cleanout 
in five 


quality spring wire—Series 
1950, music wire. The ideal 
for cleaning clogged 
drains and closets. Complete 
information on request. Write 
today! 


GARDNER WIRE Co. 
1329 So. CICERO AVE. 
CHICAGO 50, ILLINOIS 


Each Auger packed individually 
in attractive, 2-color, die-cut, 


counter display box. 
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ae : -]) AUTOMATIC 
em 3 KEYHOLE LOCK 
The lock automatically 
. locks itself in any regular 
a bit keyhole and cannot be 
Counter Display removed except by key. 


i D 
oe ele Locke 4 PIN TUMBLER LOCK SECURITY 


CONTACT YOUR JOBBER TODAY OR WRITE DIRECTLY TO 




















KEIL LOCK CO., Inc., Charlestown, N. H. 


LEADERS 
for Profit 







ye bv) 


Write for complete 
catalog Now 


SYRACUSE 
ALLOY METALS CORPORATION 
316-324 PEARL STREET 


x ry 
SYRACUSE 3, NEW YORK inal Al ‘ (< ‘o} 
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STORE 
FIXTURES! 
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“. 
= 
Li _ip 
. Ir 
— buy. Send sketch of your store for free store 


; H 50 Platt St. 


DRAWING POWER 
The beauty of Heller Fixtures, the attractiveness 
they impart to your merchandise, draws trade to 
your store—Extra profits are yours. 


QUALITY 
Years and years of satisfactory service are built 
into Heller Fixtures. New, modern, MULTI-LEVEL 
and conventional styles—Come to our factory and 
see two modei stores completely merchandised. 


VALUE 


ot) NEW LOWER PRICES, makes it easy for you to 


plan and estimate. Ask for large catalog 750. 
W. C. HELLER & CO. 
Montpelier, Ohio 


Designers and manufacturers of Hard- 
ware Store fixtures exclusively since 1891 


x 











HARDWARE 
CLOTH... 


every wire round and 
true to gauge . . . uni- 
form mesh . . . free 
from bulges... 
straight selvage .. . 
heavily and brightly 
galvanized the 
Wright way. A 
Wright product all 
the way from rod 

to you. 


a fami. — ia 
Py GA 


ee 


CF WRIGHT Sc 


WORCESTER: MASS. 








the 
long-life 
engine 


- 

Insist on Lauson 

— the engine that’s 
first in quality! 
Here are just a 


ILLUSTRATED: . - 

; @ Lauson’s new bantam beau- 
qunstruction features ty—Model LMH. Weighs 
which make Lauson only 22 Ibs.! 1 HP. Other 
the Long-life engine: sizes to 6 HP. All 
Lauson engines are 


4 cycle, air-cooled! 


few of the superior 


Connecting rods have 
ey 
bearing liners. 


@ Precision ball bearings @ Lauson original design 

on both ends of crankshaft. provides direct stream of 
cool air over both valves 

dh Fly-het governor run- simultaneously. 

np oe e@ Always choose Lauson 

@ Avutomotive-type float engines — a better buy be- 


feed carburetor. cause they’re better built! 


The LAUSON Company 


Dept. HA, New Holstein, Wisconsin * A Division of Hart-Carter Company 
IN CANADA: HART-EMERSON LTD., WINNIPEG, CANADA 














One Set in a 








oncvat DOMES OF SILENCE 


SELL ON SIGHT when these attention-compelling con- 
tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 
save floors and furniture. For years the favorite with house- 
ute ue 14” 1" %* %*" Owners and furniture manufacturers. 


One set on a Card 
12 Cards in a box. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & Co. INC. 


35 PEARL STREET NEW YORK CITY 


box—12 boxes 
in carton 
SIZES 
1%” 1%” %" 
54” 56” %” 5” 
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